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Cut in paaaas Holds Net at 4.4 


20.9 percent for the first half of 
1949. It dropped to 18.5. percent 
in 1950, to 184 percent in 1951 
and to 17.4 percent in 1952. 

Operating profit was 7.6 percent 
at the end of the first six months 
of 1949. It fell to 66 percent in 
1950, to 5.9 percent in 1951 and to 
4.4 percent in 1952. 


report of the survey, “Profit or 


By Bob Lienert 
Loss Facts Bulletin.” 
7” = s 


Staff Writer 

B* WHITTLING down operating 

expenses in the face of dwin- 
dling gross profits, the average 
percent to 110.8 percent of the |auto dealer managed to hold his 
'¥1947-49 level in week ended Sept. |Own on operating profit in the first 
15. half of 1953, according to a survey 
Sree. Output — Operations last | just completed by NADA’s business 
week were 941 percent of capacity,| management committee. 
fompared with 91.4 percent the Gross profit from all sources 
i evious week. 
+ ComMmerciaL Paper—Increased in 
August by $22 million to $451 
jpmillion, according to Federal Re- 
serve Bank, an increase of 5 per- 
cent. 


amounted to 16.8 percent of total 
sales—a new low point since the 
beginning of its surveys in 1949, 
NADA said. But operating profits r ALL its phases, the survey in- 
were 4.4 percent of sales, a figure dicated the results of all-out pro- 
identical to that for the first half | duction of new vehicles in the first 
of 1952. half and a steadily tightening auto- 
“The limited margin of profit, | motive market. 
shown as average for the industry, Both the gross profit and oper- 
has now about reached the lower 
limits of safety,” NADA said in its 











Tippy = 


WHOLESALE ces — Increased 


RE 











ating profit had been constantly * © @ 
narrowing. The gross stood at 




















ane the line at 4.4 percent 
appears to refute reports that 
dealers got into financial trouble 
handling the first half’s heavy pro- 
duction. 
“True,” NADA says, “there 
were plenty of individual cases 
where dealers were unable to op- 
erate profitably in a market that 
was highly selective.” { 
But the overall picture shows the a 
average dealer at least not losing 
ground. 
How did he manage to keep his 












How Dealers Fared on Expenses, Profits 


EDITOR’S NOTE: The following figures are taken from the latest issue of NADA’s “Dealer Profit 
or Loss Facts” bulletin. In all cases, volume groups are broken down as follows: Group I, 1 to 149 
new cars and trucks retailed in 1952; Group II, 150 to 399 units sold; Group III, 400 to 749, and 
Group IV, 750 and more. 


: Lire Insurance—August sales 
}amounted to $2,853 million, com- 
; ed with $2,387 million a year 
3 








. Total sales for the first eight 
‘months were 19 percent above ’52. 
f * s * 


FIRST HALF, 1953 
SALES EXPENSE AND OPERATING PROFIT 
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| Reran Vo.ume — August sales, 3 I GROUP II GROUP In GROUP IV ‘AVERAGE operating profit from declining? By 
ng $14,220 million, were 2 per- ; ae New Per New ‘ie New Per New Per New cutting operating costs, the survey 
below July, according to Com- % of — Unit % ot — Unit % of ‘Unit % of — Unit % of — Unit shows. 3 
e Department, but 6 percent Sales Retatled Sales Retailed Sales Retailed Sales Retailed Sales Retailed =: 2 ® i 
ve August, 1952. Reduced auto TOTAL SALES ............... 100.0 $4,901.57 100.0 $4,774.41 100.0 $4,125.85 100.0 $3,525.60 100.0 $4,597.76 C= average operating ex- 4 
put and heat were given as the GROSS PROFTT .............. 15.7 773.69 16.8 800.43 17.2 71140 16.8 590.98 16.3 750.91 pense for the first half was 8.3 i 
n causes for the drop. Selling Expense ......... 3.1 152.28 4.0 188.93 4.2 172.02 44 153.41 86 164.82 percent, according to the survey. ; 
. Ran. Loapincs—Decreased in week Operating Expense 8.4 413,87 84 403.11 8.2 338.60 7.2 258.96 83 381.96 || Selling expense was 3.6 percent, for 
‘dnded Sept. 12 by 11.1 percent from TOTAL EXPENSE ........ 1.5 566.10 12.4 6502.04 124 51062 116 407.37 119 546.78 a total expense of 11.9 percent of i 
‘the preceding week. OPERATING PROFIT 4.2 207.59 4.4 208.39 4.8 200.78 5.2 183.61 44 204.13 sales. A year ago, for the same i 


Automotive OutputT—T otaled 
136,459 units last week, according 
to Automotive News estimates, 

_ against 138,764 the previous week, 

@ decline of 2,305 units. 

Business InpeEx — Declined in 
week ended Sept. 12 to 107.9 from 
108.6 the preceding week, accord- 

to Barron’s. A year earlier it 
115. 

Srorp Sates—Took 11 percent dip 
in week ended Sept. 12 below the 
like 1952 period. 

Om. Srocxs — Totaled 280,865,000 
barrels in week ended Sept. 12, a 
‘decrease of 362,000 from the pre- 
ceding week. 

Orz SHrments—Totaled 3,042,- 
-765 gross tons in week ended 

Sept. 21, compared with 3,147,481 
_the preceding week, reflecting 
the approaching seasonal close. 

Home Construction —A total of 
$4,000 nonfarm homes were started 
4m August, or 2,000 fewer than in 
‘July. 











































Top Cars 


New-car registrations for seven 
months, plus 21 states for Aug.: 





i} 1953 Pos. Make 1952 Pos. 
| 1—835,683 Chev.  518,382— 1 
2—610,500 Ford 415,341— 2 

} 3—371,747 Plym. 283,060— 3 
] 4—292,978 Buick 191,390— 4 
| 56—254,054 Pontiac 161,367— 5 
6—210,185 Olds. 134,431— 7 
7—198,798 Dodge 161,240— 6 
8—150,206 Merc. 108,040— 8 
9—101,921 Nash 89,371—10 
10—101,868 Stude. 108,916— 9 

} L1— 99,855 Chrys.  74,763—11 
| 12— 76,354 DeSoto 57,A77—12 
13— 69,162 Cad. 52,418—13 

| 14— 52,620 Packard 44,021—15 
li Hudson 50,617—14 
16— 31,396 Willys 23,666—17 

| 1i— 27,341 Lincoln 16,184—19 
_ 17,946 Kaiser 24,821—16 
8,519 HenryJ 20,738—18 

. 4,747 MG 4,328—20 
21— 2,216 Austin 3,013—21 
22— 559 Alistate 961—22 

Total All Makes 
3,574,525 2,551,826 


| For further details see Page 
} 20, today’s issue. 









(Continued on Page 34, Col. 3) 


What’s Behind the Dealer Ad Sprees 


By Bob Finlay 
Managing Editor 

EALER new-car advertising is 

not as wild as it looks. 

Due to the dominant space used 
by dealers who announce they are 
trading wild, the general impres- 
sion is that the whole industry is 
in a tailspin. 

However, a cross-country check 
of dealer advertising by Automo- 
tive News correspondents reveals 
that the discount fire simmers 
down to this: 

1. Model cleanup drives by Chrys- 





Finance Leader 
Debunks Talk 
Of Auto Slump 


By W: 
Washington Correspondent 
ASHINGTON.—If the optimism 
of Arthur O. Dietz, president 
of C.LT. Financial Corp., holds 
true, the automotive industry may 
look forward to 
sunny business 
days ahead. 

Dietz, who 

was in Wash- 
ington last 
week attending 
meetings of the 
American 
Bankers Assn., 
expressed belief 
that: 

1, A return of 
the dreary days 
of the early 1930s is very unlikely. 

2. There should be no serious 
concern about what is going to 
happen to the car business in the 
next 30 months. 

* 





A. O. Dietz 


* * 


3 When the auto industry is pro- 
® ducing eight million cars a year 
—as it likely will be doing some 


day—people will still be talking a 
(Continued on Page 38, Col. 1) 


ler Corp. lines and some inde-|of the car total and 65 percent of 


pendents. 

2. Spread of the “I-Must-Move- 
Umpteen-Fords (or Mercurys)” idea 
by Ford and Mercury dealers. 


* * x 


yume. are the major sources of 
the sensational ads. However, 
there are some signs that dealers 
in other lines are catching the fever 
or are adopting the technique in 
self-defense. 


For instance, while Chevrolet 
dealers on the whole have re- 
mained calm in their advertising, 
the survey turned up a couple 
who have adopted the “I-Must- 
Sell-So-Many-Cars” technique. 
And there is one Pontiac dealer 

who advertises that he has only 
nine Pontiacs left with Hydra- 
Matics (and none in sight)—yet he 
is giving away the Hydra-Matics 


“free.” 

A CLUE to the story behind the 
Ford and Mercury advertising 

may be found in a comparison of 

present production rates with per- 

centage-of-industry figures on sales 

for the first six months. 

A week ago Ford was producing 
27.15 percent of the industry car 
total, while in the first six months 
it sold 16.51 percent of the cars 
registered. 

For comparison, Chevrolet is pro- 
ducing 27.6 percent of the total. Its 
six-month sales figure was 23.27 per- 
cent. 

Mercury is producing 8.48 percent 
of the total. Its six-month sales fig- 
ure was 4.15 percent. 

” * * 


GETHER, Ford and Chevrolet 
are producing about 54 percent 


* * * 
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the truck total. 


Some Ford dealers are advertis- 
ing trucks “at cost” or “$1 over 
cost.” 

Some dealers say that they are 
using the sensational type of ads 

(Continued on Page 35, Col. 2) 


Production 


Automotive News Estimates: 
U.8. Cars, Trucks 


138,764 


Week Week Week 


For complete production totals 
by makes, see table, Page $7. 


By Tom Hewitt 
Staff Writer 


gone changeovers and parts 
shortages throughout Chrysler 
Corp. nullified output gains by 
General Motors and Ford Motor 
Co., dropping output slightly last 
week. 

Built in U. S, plants, according 
to Automotive News estimates, 
were 112,831 cars and 23,628 
trucks, a total of 136,459 vehicles. 
In the preceding week, output 
amounted to 138,764 units—115,457 
cars and 23,307 trucks. 

Chrysler Corp.’s troubles caused 
its share of the week’s production 


Output Off Slightly 


Week’s Total Is 136,459; Ford and GM Are Up, 
Chrysler Corp. Down, Packard Resumes 


period, operating expense was 9.5 
percent and selling expense was 3.5 
percent, for a total expense of 13 
percent of total sales. 

Therefore, while selling expense 
increased, operating expenses 
were cut back 12.6 percent, to 
effect an overall reduction in ex- 
pense of 8.4 percent. 


Expressed in terms of — dol- 
(Continued on Page 34, Col. 


Dealers Condemn 


Auto ‘Fire Sales’ 


IHREE more dealer associations 

have aligned themselves with 
the Automotive Trade Assn. of 
Maryland in condemning high-pres- 
sure new-car advertising and sell- 
ing. 

Chicago Automotive Trade 
Assn. directors, meeting last Wed- 
nesday (Sept. 23) in special ses- 
sion, adopted the following reso- 
lution: 

“Be it resolved, and it is the 
sense of this association, that we 
deplore the. high-pressure type of 
new-car selling and the advertising 
in connection with it, and we un- 
equivocably condemn such practices 
because they only create undesir- 

(Continued on Page 31, Col. 1) 





to drop to 10 percent, against a 
normal 20 percent. 
+. * a 
YY Dodge’s car and truck di- 
visions, both in 1954-model pro- 


duction, were not affected. Chrysler 
(Continued on Page 37, Col. 1) 





The Inside Story 
Of GM Fire 


Automotive News reports on 
Page 10 the inside story of how 
the GM on plant was 
doomed by fire in five minutes 
despite precautionary efforts. 
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Wholesale Price Average Now $888 .. . 


Used-Car Index Continues Dip 


By Bob Lienert 
Staff Writer 


(oerrauae the seasonal de- 
cline which began in mid- 

, wholesale used-car prices 
f another postwar low last 
week, according to the Automotive 
News index. 

Average prices slipped another 
$4 to $8388, to $907 a 
month earlier and $1,214 a year 
ago, Average prices dipped $3 two 
weeks ago. 

Last week, 560 and '51 models suf- 
fered the worst setbacks on prices, 
with the earliest postwar models 
enjoying a mild recovery, and '53s 
and '52s showing a surprising firm- 
ness. 

* * o 
—. operators reported 
highest demand for late-model 
clean cars, emphasizing that any 
car that is not really clean is get- 
ting increasingly difficult to move. 


In Los Angeles, however, older 


Tax Reductions 
Promised by 
Treasury Chief 


WASHINGTON. — Treasury 
Secretary George Humphrey reas- 
sured the nation last week that 
taxes, both corporation and person- 
al, will be cut next January. 

He said, “The excess profits tax 
will expire Dec. 31 and there will 
be no request for renewal. And at 
the same time an average of 10 per- 
cent reduction in individual income 
taxes will become effective.” 

Addressing the American Bankers 
Assn. here, Humphrey sank the 
rumors floating about that Presi- 
dent WBisenhower, in his recent 
Boston speech, was hinting tax cuts 
would not be made. 

Humphrey said it definitely was 
the Administration’s policy to re- 
turn to the people, through tax 
reductions, all the real savings in 
Government spending. 

“Government spending,” he con- 
tinued, “appears to be on the road 
to reduction. But in spite of all we 
can do, only a relatively small cut 
can be accomplished quickly. That 
means there will still be a tremen- 
dous amount of money to be 
currently pumped into the 
economy.” 

Humphrey said the country may 
be in for a decline in the level of 
business activity, but expressed 
confidence that any decline would 


not be serious. 

He refused to be pessimistic 
about the recent stock market de- 
cline, explaining that many stock- 
holders, less fearful now of in- 
flation, may be switching to bonds 
or cash. 


Market Pulse 


units were reported getting more 
popular with every auction. 

On last week’s index, '46s gained 
$2 and ’52s gained $1, while the ’53s 
held even. Declines were noted for 
Sls, down $13; '50s, down $10; '48s 
down $5; '47s, down $3, and '49s, 
down $2, 

* ° . 
VER the last month, ’51s and 
52s have dropped most sharply 
in prices. The net decline in Sep- 
tember for '52s was $69, and for 
51s, $38. . 

On the basis of reports to Au- 
tomotive News, most used-car 
operators are attempting to play 
both ends of the inventory— 
stocking up on high-class late 
models and balancing them with 
early postwar cars. 

The theory is that the majority 
of used-car shoppers are either 
quality buyers or bargain hunters. 
“In-between” models, as a result, 
are suffering. 

. . a 
LL in all, wholesale market ac- 
tivity was holding firm, with 60 
percent of offerings at represent- 
ative auctions moving over the 
block successfully. The same figure 
(A 


FTC Modifies Ruling 
On ‘Free’ Merchandise 


WASHINGTON. — The Federal 
Trade Commission last week 
ruled that goods given without 
cost upon the purchase of other 
merchandise be 


“free.” But the agency made 
clear that the term must be used 
“honestly” and not as a “device 
for deceiving the public.” 

In making its decision the 
reversed a policy in effect since 
January, 1948, 

Under the former policy, oe 


directly or 
fit of the advertiser or seller. 


was noted in the preceding week. 
Apparently, the slight shading of 
price was enough to keep demand 
from lagging. 

Most used-car operators agree 
that the strategy to employ now 
is to buy for less, sell for less and 
move the cars fast. This gives the 
dealer two wedges: It helps him 
to keep from getting hurt se- 
verely in a falling retail market 
and enables him to work on a 
narrower retail-to-wholesale 


Along that line, some dealers say |. 


that if a used car becomes “sticky,” 


they sell it at a loss and buy some-|j 


thing else in an effort to make up 
the deficit. 

But the emphasis on quick action 
is growing. Many operators, fur- 
thermore, are beginning to worry 
about carrying big inventories into 
the winter months. 

7 = s 


“PEOPLE aren’t buying a lot of 

cars, but they’re still buying,” 
said one Detroit used-car dealer. 
“You got to have patience and keep 
working every day. 

The retail used-car market in 
Cleveland came back strongly after 
a sharp recession the previous 
week, Used-car sales were up 24 
percent over the preceding seven 
days to 1,644 units. 

In Akron, however, used-car re- 
tail sales were lower than they had 
been for a month. A total of 642 
used cars were moved, compared to 
713 a week earlier. General business 
activity, however, slackened in 
Akron, as compared to the previous 
week. 

os a os 
[Speco dealers report bargain- 
hunting on the increase, but 
the consensus is that when a “good 
one” is on the lot, somebody is 
always willing to pay the top dollar 
for it. 

All year long, used-car dealers 
have been faced with the fact 
that downpayments and monthly 
payments on new cars were lower 
than on late-model used cars. 

Now, with many franchised deal- 
ers offering special inducements to 
clear their floor for new models, 
used-car operators are finding the 
pressure increased. 


Economists Look Ahead 


High Purchasing Power Is Called Underlying 
Strength of New-Car Market 


LOS ANGELES.—The underlying 
strength in the new-car market is 
the high level of consumer purchas- 
ing power, says Pacific Finance 
Corp. in a new economic bulletin. 

Pacific Finance says that when 
purchasing power is increasing, 
the auto industry’s wholesale 
value of output climbs above $8 
percent of the national income. 
When business is shrinking, it 
says, the ratio drops to less than 
2 percent. 

Currently, it adds, industry out- 
put is running about 2.7 percent of 
national income, “a figure that is 
in line with previous experience.” 

As long as national income holds 
at a high level, Pacific Finance 
says, there will continue to be a 
strong flow of money into automo- 
bile markets. 


As a result, the bulletin says, 


2.44% | economists believe that future pro- 
based 


duction schedules must be 
almost entirely on replacement de- 
mand, plus moderate growth in 
overall population. 


The auto industry, however, prob- 


in number 


stripped, economy models, it says, 
seems less than ever before. 

Cuts in basic new-car prices, it 
says, will not increase the overall 
demand for cars, but rather will 
shift consumers toward more ex- 
pensive cars. 

Some dealers, Pacific Finance 
says, have been rather slow in re- 
vising sales techniques in line with 
these changing conditions and con- 
tinue to stress price more than the 
appealing features of the modern 
auto. 


Keeping Abreast of Hydra-Matic Progress— 


Harlow H. Curtice (left), General Motors president, and Sherrod E. Skinner, vice- 
president in charge of the accessory group, study huge chart to check progress made 
at the Willow Run plant. The chart pinpoints every installation and machine. It is 
brought up to date daily as new machines, salvaged from the razed Livonia plant, 
are moved in preparatory to renewed Hydra-Matic production. 


Williams Cites Aging Cars, 
U.S. Growth as Sales Spur 


MILWAUKEE.—A constantly ex- 
panding auto market which now 
consists of 53 million car owners 
was cited by Walker A. Williams, 
sales and advertising vice-president 
of Ford Motor Co., as a challenge 
to the ingenuity of salesmen. 

Right now, Williams said, this 
group drives 12% million prewar 
cars that must be replaced. In 
addition, the rapidly growing 
population will reach 170 million 
by 1960 and 177 million by 1965, 
while new households are being 
formed at the rate of a million a 


year. 
While all these factors represent 
a booming auto market, Williams 
said, they are supported by a strong 
econom y— unemployment is low 
and disposable net income is run- 
ning about $245 billion a year. 

Williams spoke at the silver an- 
niversary convention of the Wis- 
consin Automotive Trades Assn. 

By resolution, the Wisconsin 
dealers urged creation by NADA 
and AMA of a feasible junking 
program to remove permanently 

unsafe vehicles from the high- 


ways, 

Other points in the safety resolu- 
tion were these: 

1. An increase in the state gaso- 
line tax to provide funds for safe 
highways. 

2. An auto inspection program 
prior to license renewal. 

3. More financial assistance for 
the state high-school driver-train- 
ing program. 

4. Increase in the state traffic 
patrol and the state arterial high- 
way system. 

5. Greater authority for the state 
in driver supervision and licensing. 

Chosen as the new president of 
WATA was Otto A. Sherry, of 
Appleton. Others elected were 
Paul H. Schmidt, of Prairie du 
Chien, and Clifford Erickson, of 


Frederic, vice-presidents, and 
Edward C. Wehe, of Wauwatosa, 
secretary-treasurer. 

Erwin C. Deising, of Whitefish 
Bay, is the retiring president. 


Few changes in car design or 
prices for 1954 were predicted by 
Edward Payton, a Cleveland con- 
sultant for auto dealers, who added 
that dealers would have to intensify 
advertising and selling procedures 
in the used-car field. 

Payton said, however, that 1955 
may bring more engineering in- 
novations, such as improved 
front-end suspension, improved 
weight distribution and better 
rustproofing. 

Williams said the American 
salesman is the key to peace, prog- 
ress and security in a prosperous 
economy. If he sells hard and well, 
Williams added, industry will pro- 
duce at a high rate, the worker will 
earn more and buy more, and the 
economy will continue its steady 
upward trend. 


The auto dealer’s task is “to sell 
his sales organization on salesman- 
vo ge a buyer’s market, Williams 
s A 


GM Plans to Give 
First Hydra-Matics 
To ‘Outside’ Users 


By Tom Hewitt 
Staff Writer 
Te first Hydra-Matic units pro- 
duced when output is resumed 
Nov. 9 will go to non-GM users— 
Lincoln, Nash and Kaiser. 

General Motors’ family—Cadil- 
lac, Oldsmobile and Pontiac—will 
not begin installing Hydra-Matics 
until 1954 models roll, Automotive 
News learned last week. 

These three GM divisions have 


decided to complete their 1953-model 


runs with the substitute transmis- 
sions, since Hydra-Matie output in 


_| November will not be enough to fill 


_|their needs, it was 
$ * . 


the trend to-| Grand Prize Winner in Car Festival— 


priced cars and more! his 1904 Nash Rambler, owned by Richard Teague (holding tray), Rochester, Mich., 
won the grand prize in competition with 575 other antique vehicles at the third annual 


equipment. 
The demand for low - cost, 


Old Car Festival in Greenfield Village. 


reported. 


At PRESSTIME Thursday, Hud- 
son was still undecided about 


servers believe Hudson may drop 
Hydra-Matic and make a perma- 
nent switch to a Borg-Warner 
mechanism. 

It is possible that some Hydra- 
Matics will be available in Oc- 
tober since GM’s old Riopelle 
plant in Detroit is scheduled to 
begin limited assembly of the 
drive before full-scale production 
gxets underway at Willow Run. 
The Riopelle space is nearly ready. 

Because of GM’s decision, the 
plan to adapt a B-W drive for Lin- 
colns has been abandoned. L-M 
now will hold off production of Lin- 
colns until November, when 1954 
models will begin rolling. 

Meanwhile, Gov, G. Mennen Wil- 
liams of Michigan was told by his 
employment committee last week 
that the Livonia (Mich.) plant fire 
had idled at least 32,000 persons. 
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Minn. Dealers Hear NADA Chief... 


Price-Juggling Tactics 


Dealers tell me 


‘By John O. Munn 





_ history reveals that it is 
what people think is the truth 
about us that determines our des- 
tiny, and not the actual truth it- 
self. The public, for too long, has 
thought of the automobile dealer as 
just another place to buy a car. 
For the last 50 years the emphasis 
has been on the car. The impor- 
tance of the dealer has been largely 
overlooked. 

It’s time to change that condi- 
tion. People must understand the 
truth about the automobile dealer. 
This is a telling job, not a selling 
job. We must constantly tell about 
ourselves. We must reveal our 
ideals, our purposes, and what our 
equipment and manpower mean to 
automobile owners, 


Only in this way can we be- 
come understood and appreciated 
and win the confidence and sup- 
port of the public. We are the 
ones who sell and service auto- 
mobiles. We deal with people. So, 
how we live as automobile deal- 
ers in the minds and hearts of 
people of our community deter- 
mines our destiny. 


Since the Roper Report, this trade 
has been finding many ways to 
build public acceptance. Under the 
past leadership of such unselfish 
and inspired dealers as Eustace 
Wolfington of Philadelphia, George 
Ziesmer of Mankato, Minn., and 
the present inspiration from Carl 
Fribley of Norwich, N. Y., far- 
sighted programs that can be 
utilized individually or collectively 
have been made available. Just re- 
cently this column was pleased to 
compliment the dealers of Dallas, 
Tex., and Lincoln, Neb., for most 


Depression Talk 
Is Assailed at 
Kentucky Parley 


LEXINGTON, Ky.— Prophets of 
doom, who have been spreading the 
word of a business recession or 
depression were 
sharply criticized 
here last week at 
the annual meet- 
ing of the Ken- 
tucky Automobile 
Dealers Assn. 

The critic was 
Larry Doyle, sales 
and advertising 
manager of Ford 
Motor Co. 

“If we’re in 

4. U. Doyle the midst of a 
depression,” Doyle declared, “it is 
the most prosperous depression in 
the history of the country.” 

He urged the more than 100 deal- 
ers from throughout Kentucky to 
“quit crying in their beer” and start 
“selling” their products and service. 

“Everybody wants a new car or 
a better one,” Doyle said, empha- 
sizing that the days of sitting in 
the office or showroom to await the 
arrival of a customer are over. 

He said that there are 23 million 
Persons in the U. S. who are pros- 

(Continued on Page 34, Col. 2) 
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excellent activities to promote a 
better understanding on the part 
of the public toward automobile 


dealers. 
* * ao 


Differences in Auctions 


Bo all attempts to better public 
relations do not result in good 
public relations. For instance, a 
southern dealer recently was ac- 
corded national publicity for the 
reason that he was running a new 
and used-car auction each week in 
his place of business. Many dealers 
were surprised at this recognition, 
or that it was set up as an example, 
because they feel that such a sell- 
ing method should not be men- 
tioned, let alone honored by pub- 
licity. They feel that it is the 
farthest removed from any of the 
techniques as to how a dealer 
should represent himself or his 
product to the public. 

No one depreciates wholesale 
auctions in the trade. They serve 
the economic purpose of moving 
merchandise in locations where it 
is overstocked to where there is 
a market. They permit a dealer to 
buy and sell cars to better bal- 
ance his used-car stock. They are 
useful when a dealer needs to 
turn all or a partial used-car in- 
ventory into cash, 

Retail auctions, however, are us- 
ually associated with gyp methods 
and are only popular or profitable 


in big cities or in tourist towns) 
where new people are coming in|; 


all the time. Even when a dealer 
is liquidating, the factory reserves 
the right to take back all new 
model cars so the line will not be 
depreciated by falling under the 
auctioneer’s hammer. 

I am told this dealer spends $1,- 
500 a month on television to pro- 
mote this auction where one new 
car and four or five used cars are 
put on the block. There is just as 
much harm done when one car is 
sold by this method as if there 
were many. There can be no conflic- 
tion of words. It is either an auc- 
tion or not, There is no halfway 
meaning. The damage is done the 
minute we promote an auction. 

= 


Won’t Build Respect 


T MIGHT attract a crowd but 
under very unfavorable circum- 
stances. They are looking for price 
and not for value. The successful 
bidder, of course, is pleased when 
he buys a car $200 or $300 under 
list. Perhaps he is a used-car deal- 
er who will offer it on his lot the 
next morning as a new car priced 
considerably lower than cars of- 
fered by the dealer who conducted 
the auction. 

The citizens, who are acquainted 
with the auction by this television 
expenditure, must think less of the 
dealer and less of the merchandise 
he sells when it is offered under 
the hammer. I think many who hear 
about it would not patronize the 
dealer for fear that he runs the 
rest of his departments in the same 
manner. The real prospects such an 
action may attract would be so dis- 
appointed, because they failed to 
get a car, that they would be prone 
to patronize another dealer. 

An auction might put a dealer’s 
name over to the public, but it 
certainly won’t build public re- 
spect. There is no sense in spend- 
ing a lot of money to bring a lot 
of people into your place, and 
then disappoint them, Such a 
show might give the dealer a 
big kick to have his auction space 
crowded, but in the long run he 
is tearing down his own future 
as well as making it more dif- 
ficult for his brother dealers in 
the community. 

Remember, the important word 
in good public relations is “good.” 
So we need, each of us individually, 
to use accepted sales techniques 
and business methods and practices 
that will elevate our individual op- 
erations in the minds of the pub- 
lic, rather than to bring them down 
to the low level of such things as 
auctions. 





School Bells— 


John B. White (right), president of the 
Philadelphia Automobile Trade Assn., and 
Herbert Kitchenmann (left), deputy com- 
missioner of police, launch the School's 
Open Safety campaign in Philadelphia. 
The association, through dealer line com- 
mittes, provided all cars used in the pro- 
gram. Seated in the car is Robert Hudson, 


Blasted by Armacost 


By Donald M, Lyons 
Staff Correspondent 

ST. PAUL. — (UTPS) — Robert 8. 
Armacost, NADA president, blasted 
unethical selling tactics in a talk 
before the Minnesota Automobile 
Dealers Assn. convention at the St. 
Paul Hotel here. 

A record number of 580 dealers 
and guests heard Armacost say 
NADA should take measures 
against merchandising tactics in- 
volving “giveaway” prices which 
allow large discounts in order to 
sell a large number of cars in a 
short time, 

Such bad business practices, he 
stated, can only be bad for the 
future of other dealers’ businesses. 

The dealer who advertises his 


president of the DeSoto Dealers Assn.,;, LOWwest-priced model (without 


which is participating in the Philadelphia 
group's driver education program for the 
fourth consecutive year. 


extras) as a lure to unsuspecting 
customers was accused by Arma- 
cost of unfair business practice 


‘Dealer of Year’ Forsythe 
Dies in Hunting Mishap 


SYRACUSE.—Clellan S. Forsythe, 
nationally honored auto dealer and 
former State assemblyman, died of 
gunshot wounds 
Sept. 18 when his 
shotgun accident- 
ally discharged as 
he fell stricken 
with heart 
seizure. 

Mr. Forsythe, 
58, died on his 
private hunting 
preserve at Fox 
. Ontario, He had 

Ontario. 
O. S. Forsythe gone there for 
pheasant hunting with his brother, 


7 
Providence Dealer 
Ordered to Halt 
9 = 
‘Urgent’ Wires 

PROVIDENCE.—(UTPS)—Acting 
on complaints received by the 
Better Business Bureau here, the 
Rhode Island Automobile Dealers 
Assn. license commission has 
ordered Elliott Lincoln-Mercury 
Co., Providence, to “cease and de- 
sist” sending unsigned “urgent” 
telegrams to individuals as a sales 
promotion stunt, it was reported 
here last week. 

William C. A, Willman, manager 
of BBB, said that among those who 
complained of receipt of the tele- 
grams reading, “Call HO 1-3200, 
Urgent,” were: A woman suffering 
from heart trouble whose husband 
travels a great deal; a woman 
whose husband died three weeks 
ago and whose brother does con- 
siderable traveling and a doctor 
who spent half an hour trying to 
place the telephone call. 

Joseph D. Cullinan, general man- 
ager of Elliott Lincoln - Mercury 
said he would stop all telegrams 
immediately. “We had no intention 
of hurting anyone,” he said. 

The dealership recently ran a 
double-page newspaper ad offering 
new cars at special discounts, and 
had policeman in attendance to 
control the flow of traffic. The 
place was jammed as a result of 
the ad just two hours after it ap- 
peared in the morning Providence 
Journal. 


Wing Is Elected 
By DeSoto Dealers 


BOSTON.—Frank H. Wing, De- 
Soto-Plymouth dealer here, has 
been elected by the DeSoto dealers 
of Massachusetts as their repre- 
sentative on the newly activated 
National DeSoto Advisory Commit- 
tee of the National Automobile 
Dealers Assn. 

Wing, with other DeSoto dealers 
from throughout the U. 8S. will 
form the committee, which will 
serve as an industry advisory group 
to NADA’s industry relations com- 
mittee. 





John R. Forsythe, and a caretaker. 

He was president of Forsythe 
Motors Corp. (Dodge-Plymouth), 
rated as one of the largest sales 
and service establishments in New 
York, 

A director of the New York State 
Automobile Dealers Assn., he was 
selected as the organization’s 1952 
“Automobile Dealer of the Year,” 
the first year the award was con- 
ferred. 

NADA presented him with a 
silver plaque at the 1953 con- 
vention in recognition of his 
service to new-car dealers. 

He was also honored by the 
Freedoms Foundation for his vote- 
drive activities in Syracuse and 
Onondaga County, which en- 
couraged the New York State 
dealer organization to conduct a 
campaign in 1951 and 19652. 


Early in the days of reorgani- 
zation of the New York association, 
Mr. Forsythe conducted a cam- 
paign to raise funds to carry on 
the group’s legislative activities. 

He entered the auto business 
as a salesman in 1922, and in 
1928 formed the Forsythe & Gale 
dealership, which became 
Forsythe Motor Corp, in 1944, 


He was active in local, state and 
national automobile dealer groups, 
and formed the National Small 
Business Committee for a Republi- 
can President. 

Recently he was appointed by 
Gov. Thomas E. Dewey as a 
member of the State Insurance 
Fund, and in the time of the Office 
of Price Stabilization served on 
one of the dealer advisory groups. 


On the House . 


and of imposing hardships upon his 
salesmen who must explain that 
“we make and sell very few of 
these $1,895 models; perhaps you 
will be interested in this $2,750 
line.” 

In a more optimistic vein he 
stated, “Manufacturers are realiz- 
ing that their strength lies in 
the individual dealer. The manu- 
facturer who wins the sales 
battle will be the one who realizes 
that the dealer is the most im- 
portant cog in his business.” 

Stressing the need for quality 
salesmen if auto dealers are to be- 
come quality dealers, Armacost 
said, “Salesmen should be junior 
executives and should be treated as 
such.” He urged that salesmen be 
offered a minimum wage which will 
guarantee them a decent living. 

Business activities of auto dealers 
are being looked upon by some in 
Washington as the economic index 
of the country, he added, in point- 
ing out the importance of auto 
dealers in the economic structure 


of the country. 

Clare L, Fischer (Chrysler- 
Plymouth), Rochester, was 
elected president of the state as- 
sociation, succeeding A. O. Furos 
(Ford), Zumbrota, 

Other officers elected are: W. R. 
Stephens jr. (Buick), Minneapolis, 
first vice-president; L, W. Forstrom 
(Oldsmobile), Fairmont, second 
vice-president; R. C. Rinkel (Chev- 
rolet), St. Paul, secretary; and H. 
F. Conner (Ford), Bemidji, treas- 
urer. 

Leo B. Faricy, Minneapolis, con- 
tinues as general r. 

Among the chief speakers at the 
two-day convention were DeLoss 
Walker, famed editor and business- 
man, and C, P. Williams, Los 
Angeles, service consultant. 

“Get to the potential customer 
‘firstest’ with the ‘bestest’ ‘0 
and you’ve got the business,” was 
Walker’s advice to MADA 
members, 


While emphasizing that “there is 
(Continued on Page 37, Col. 3) 
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Chicago to Assign 
= - 

Exhibit Space 

CHICAGO.—Nov. 10 is the date 
for the drawing of car exhibition 
space in the 1954 Chicago Auto- 
mobile Show, it was announced by 
Edward L. Cleary, manager of the 
Chicago Automobile Trade Assn., 
which is sponsoring the ey 

Plans for the show were formu- 
lated at a meeting of CATA’s 1954 
executive show committee last 
week, The show will be held March 
13-21 at the International Amphi- 
theatre. tale 

“The association w ve 
reached its 50th year in 1954,” said 
Cleary, “and plans are under way 
to assure an elaborate, eé; and 
appropriate presentation designed 
to set-a new high in automobile 
show history.” 





San Francisco dealers, alarmed over the heavy influx of used cars 
from the East, have appointed a committee to meet with legal counsel 


to initiate possible action . . 


cash deposit to reserve 


. New Orleans dealers, after making a 


March dates in Municipal 


Auditorium, have given up the idea of staging an 
auto show then... 

Reporting that Henry Ford II plans to devote 
all his time this winter to United Nations work 
as a U. 8. alternate delegate, Detroit Free Press 
Reporter James Haswell declares that Secretary 
of State Dulles is ... “very happy to have Ford 


on his team . 


. which gives him a chance to 


show doubting delegates from 59 other countries 
at least one ‘American capitalist’ who is a decent 
and most likeable person” . . . Minnesota associa- 
tion has added 19 new members ... 
In what was described as a “spirited” election, 
Walter Wilkins has been reelected NADA director from Virginia 
over Paul R. Lauritzen, president of state association . . . Wonder 
how many new-car buyers actually know the horsepower of an auto 


when they purchase it... 


Melbourne (Australia) GM dealer, 


round-world trip. 





Had a nice chat with Keith Cheney, 


who dropped into my office on a 


Pere Wemuorr, Editor, 
Automotive News 
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Dealer Groups Merit Praise 
On Employe Relations 


HAT should be the role of dealer associations with 
respect to union drives to organize salesmen and me- 
chanics? 

Recently AUTOMOTIVE NEws dealt editorially with a very 
limited phase of this problem—that of dealers bargaining 
collectively through their associations. Apparently, this edi- 
torial was misunderstood by dealers as well as association 
managers. 

We would like to make several points clear in this regard: 


We think dealer associations have done and are doing 

a noteworthy job in working for the dealers’ best interest; 

in alerting dealers to the danger; in urging dealers toward 

_ preventive measures which will remove the causes of union 
pressure. 

In every city there are some dealers who open the door 
to unions. Some de this unconsciously through lack of com- 
munication with their employes; through allowing misunder- 
standings to fester. 

A few do it through ruthless policies—especially with re- 
gard to salesmen and their compensation. 

Make no mistake about it. We did not mean to imply that 
there is no danger of unionization so long as dealers do not 

in through associations. What we said was that union 
strategists strive to get dealers to bargain through associa- 
tions because that is an economical method of organization. 
We have rarely heard as much grumbling among sales- 
men as we have recently. Some have written to us that, 
while they had opposed unions in the past, they have 
finally turned to the idea of unions as a last resort. 


So, while it may not be practical for unions to organize 
shop by shop, there is nothing to prevent dissatisfied sales- 
men from organizing themselves and handing themselves 
over to a union on a silver platter. Once this happens in a 
few dealerships, the idea can spread rapidly. 

__ Dealer associations have been working mightily to prevent 
‘this by eliminating causes of dissatisfaction. And they de- 
serve elt praise from dealers for their efforts. 


Don’t think there aren't 
prospects. There always is a 
new car to sell.—Frep H. 
Lanaer, Pittsburgh auto sales- 
man. 

- * 7 


Added Market 


It is by no means impossible 
that in the near future power 
steering may become standard 
fine-car equipment, and as many 
as one in four Cadillacs will be 
air conditioned. — J. M. Roche, 
Cadillac general sales manager. 


* * + 


The British refuse to let any 
Americans see their atomic 
tests in Australia next month. 
The British figure it’s bad 
enough working day - by - day 
with Americans—without the 
risk of being blown to eternity 
with us.— Columnist Fletcher 
Knebel. 


Competitive Selling 

Competitive selling will never 
be stopped so long as there are 
competitors. But when it 
reaches the point where it is 
damaging not only the com- 
petitor but an entire field, then 
it would seem as senseless as it 
— outrageous. — Printers’ 


Stake in Conservation 


The automobile industry has 
a stake in conservation be- 
cause so much of the enjoy- 
ment of the outdoors depends 
upon the automobile.—George 
W. Mason, president, Nash- 
Kelvinator. 


It is ridiculous to manufac- 
ture automobiles that can go 
up to 100 miles an hour— 
Gov. Sigurd Anderson, South 
Dakota. 


& . s 


Anybody can be President, 
and when he is through, he 
can become anybody again.— 
Harry S. TrRuMAN. 
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Talent vs. Success 

The toughest thing about 
success is that you’ve got to 
keep on being a_ success. 
Talent is only a starting point 
in business. You’ve got to keep 
working that talent. — Irving 
Berlin. 
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Wanted: Crystal Ball 


The dealer needs to know as 
much as possible about prices 
and conditions as far in advance 
as he is willing to finance. Two 
years ahead is too far to fore- 
cast under certain conditions, 
and no one can ever tell what it 
will be in 30 to 36 months.— 
Paul Bosch, banker. 


Just Kidding 

Some of us have set up 
transactions to sell from one 
company to another and then 
buy the same used car back. 
Who are we kidding? Just 
ourselves, the factories and our 
pocketbooks. — Ohio Automo- 
bile Dealers Assn. bulletin. 


10 Years Ago... 


A LOT OF THE BOYS DONT SEEM — 
TO REMEMBER THIS BIG MOOSE 
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This is an open forum for the discussion of any subject of interest to our 
readers, and your letters are welcomed. No attention is given to unsigned 
letters but you may sign your name with the assurance that it will not be 
used, if you so request. Address Editor, Automotive News, Detroit 26, Mich. 


Leasing Tax 

We have read with considerable 
interest William Ullman’s article in 
the Aug. 7 issue concerning the tax 
situation on leased cars. 

We would very much appreciate 
your advising us what authority the 
opinion that the ruling is not retro- 
active rests upon. 

This, of course, is of vital im- 
portance to every car-leasing com- 
pany, and one which they are 
urging very strongly upon the In- 
ternal Revenue Service. A ruling of 
this kind, if made _ retroactive, 
would have very far-reaching and 
serious consequences. — EasTeRN 
RENTAL CoMPANY. 

Eprror’s Note: This point was 
clarified in the Sept. 14 issue. 
The authority was an IRS at- 
torney who was speaking un- 
officially. His opinion was that 
returns that were already ezx- 
amined would not be reopened. 

However, returns that are in 
the process of being examined— 


The Big Story 


Resignation last week of Joseph W. Frazer as president and general 
manager of Willys-Overland has led to speculation regarding his suc- 
cessor. It has been reported that Frazer’s leaving was due to differ- 
ences in policies, as a result of which Frazer and a group of eastern 
bankers offered $8 million for 51 percent of the controlling stock of 
the company. The offer was rejected . .. A material that promises to 
outmode rubber in auto inner tubes and other products was an- 
nounced by Glenn L. Martin Co. The elasto-plastic material, known 
as Marvinol, has already demonstrated its superiority to both natural 


and synthetic rubber, it is said. . 


. E. T. Gregorie, Ford Motor Co. 


director of design for the last eight years, has resigned. He is credited 
— designing the Lincoln Continental and a small-model German 


—From the Files of Automotive News. 


and it makes no difference 
whether they are one, two, three 
or four years old—will be ezx- 
amined in the light of the June 
interpretation. 

Those close to this case believe, 
however, that the ruling will be 
challenged in the courts. 
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Blown Engine 

Your Aug. 31 news item concern- 
ing our client, Hercules Motors 
Corp., Canton, O., was of particular 
interest. 

There was one thought that we 
would like to call to your attention. 
Your headline mentioned a “blown” 
diesel. Of course, we understand 
that that means a turbo engine 
but we have also run into instances 
where the word “blown” infers to 
the redesigning of a particular en- 
gine and getting more horsepower 
from an engine by lengthening the 
stroke and increasing the bore. As 
you realize, when an engine is 
“blown” in this sense it will not 
“live” as long as the original en- 
gine. This of course, is due to the 
fact that the rods, shaft and other 
essential parts were designed for 
a lower horsepower engine and the 
increased load from a greater bore 
and stroke, quite often does not 
prove satisfactory. 

This particular engine was de- 
veloped from the small model of 
the DFX series and for all practical 
purposes is an engine that has 
enough physical stamina to give 
long life service. 

Trying to explain our viewpoint 
on this becomes quite complicated 
and undoubtedly the idea of 8 
“blown” engine as I have outlined 
it above, is in the minority.—Ra.P# 
HgiscHMAN, account executive, The 
Jay H. Maish Co., Marion, O. 

Eprror’s Nots: “Blown” was in- 
tended to mean turbo engine. 
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“Without C jal Credi ldnt do business” 
ithout Commercial Credit we couldnt do business 
says Mr. A. D. “Rep” BuRDETTE, President of Burdette Ford Co., 
successful and aggressive Ford dealer of Meridian, Mississippi. 
B URDETTE FORD CO. has grown and 
prospered since starting business 
three short years ago. Mr. Burdette has , 


used ComMmerciAL Crepit PLAN since 
that time, too, and as his statement 
shows, he regards it as an essential part 


ins 


of his business. 


“Without CoMMERCIAL CrEpitT we couldn’ t 
do business. They floor plan our new cars 
and trucks. They make it possible for us to 
offer extended terms of payment to new and 
used unit buyers. They enable us to ‘budget 
sell’ our parts and service customers. How 
could anyone want more at so low a cost?” 


LN St in ns oat ahaha 
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Experience, resources and complete 
financing services—these are the things 
that have inspired dealers, new and old 
alike, to place such great confidence in 
CommerciaL Creprr. And these are the 
benefits available to you. For complete 
information, get in touch with the nearest 
ComMERcIiAL Crepr office. And when you 
do, ask to see “The Salesman’s Angle.” 
It’s a valuable training aid for salesmen. 
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COMMERCIAL 
CREDIT 


CORPORATION 
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A service offered through subsidiaries of 
Commercial Credit Company, Baltimore 
. -. Capital and Surplus over $135,000,000 
.. . Offices in principal cities of the United 
States and Canada. 


COMMERCIAL CREDIT DEALERS 
ARE Successful pearers 
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Disputed Patents 
Invalid, Auto-Lite 
Replies to GM Suit 


TOLEDO.—Electric Auto-Lite Co, 
= week filed its reply to a $500,- 
000 patent infringement suit filed 
in June by General 
ing five patents for the manu- 
facture of spark plugs. 


UAW to Be Co-Administrator ... 
Dealer Shop Pension 
Due in N. Y. Area 


| crease of five cents effective July 
1, 1954. 






By Gerhardt Neumann 
Staff Writer 





A CONTRACT providing a 
pension fund for dealers’ shop 
employes may be in the offing in 
New York City, according to the 
latest bulletin of the Automobile 
Merchants Assn. of New York, 

It is reported that a group of 
some 20 Manhattan and Bronx 
dealers, who banded together 
several years ago to negotiate 
contracts with UAW-CIO Local 
No. 279, have agreed in principle 
to set up the pension fund. 
Although the contract has not 

been signed yet, it became known 
that it is to have a two-year dur- 
ation, expiring June 30, 1955, and 
that the dealers would pay 8.2 
cents per hour for each employe, 
but not exceeding 40 hours a week, 
into a pension fund. 

The plan would be administered 
jointly by the dealers and the 
union, 

It is further understood that the 
agreement calls for an hourly in- 


Oldsmobile Sales 
Running 75 Pct. 
Ahead of *52 Pace 


LANSING.—Oldsmobile retail de- 
liveries for the first eight months 
of 1953 are running 75 percent 
ahead of last 
year’s figures, J. 
F. Wolfram, Olds- 
mobile general 
manager, an- 
nounced last 





week, 


delivery of 243,339 
new cars between 
Jan. 1 and Aug. 
31 this year. This 
was 104,235 more cars than were 
delivered in the same period of 
1952, 

The increase in 1953 deliveries 
over 1951 during the eight-month 
period was 44,469 new cars, or 22 
percent higher, he added. 

Wolfram continued, “We are hav- 
ing a great sales year at Oldsmo- 
bile. Public acceptance of all three 
series—98, Super 88 and Deluxe 88 
—is uniformly high around the 
country. 





3. F. Wolfram 


* * * 


CCORDING to reliable sources, 


most of the details of the 


pension plan have been worked out, 
except agreement upon the carrier 
of the plan. 

The pact, which is being watched 
by New York dealers with mixed 
feelings, is of great importance to 
the union which plans to use it as 
a pattern for several other con- 
tracts coming up for consideration 
in the near future, 

It is also reported that the 
union rejected offers of straight 
increases for the coming year in 
preference to the pension plan, 

In Buffalo, meanwhile, a dispute 
between the AFL Auto Salesmen’s 
Union, Local 24898, and Klein-Weil 
Chevrolet Co. has been s ac- 
cording to Al Brown, president of 
the local. 

The agreement provides that an 
employe, Phil T. Mullen, who had 
been dismissed, be paid $800 and 
offered immediate reinstatement, 

The National Labor Relations 
Board issued a complaint against 
the firm last June, following 
charges of unfair labor practices. 

+ * * 

OME recent decisions of NLRB 

include authorization of an 
election of the salesmen of Vallejo 
(Calif.) Motor Car Dealers Assn. 
members for or against affiliation 
with the AFL Teamsters Local 490. 

Another election was ordered 
for the production and mainte- 
nance employes of White Motor 
Co.’s truck sales, building, 
painting and repair departments, 

mechanics, 


group leaders and foremen, They 
are to decide whether the UAW- 
CIO Lodge 35 is to be their 
bargaining agent. 
The parts and stockroom em- 
ployes of Mack Motor Truck Corp., 
(Continued on Page 37, Col. 3) 







Sept. 23 
(Sale brisk, Sold 102 cars out of 

















Pa. Convention to Look Into Sales Tax— 





State officials and executives of the Pennsylvania Automotive Assn. are planning 
a panel discussion on the State's new sales tax at the association’s 33rd annual con- 
vention Oct. 8-10 in Pittsburgh. Participating will be (from left), Oscar M. Mohn, Lan- 
caster, president of PAA; Otto F. Messner, secretary of revenue; Claude S. Klugh, 
PAA general manager, and Joseph C. Snyder, director of the sales and use tax 
division of the Department of Revenue. Other panel members will be George H. 
Hafer, PAA counsel, and Wilbur F. Packer, general manager of Francis Auto Sales 
(Ford), Harrisburg. 





Good Roads Up to Dealers, 
Wyo. Convention Told 


CODY, Wyo.—If all the cars built 
in 1952 were put on all the roads 
built in 1952, there would be only 
one-third enough parking space, 
Charles Farrington, assistant to the 
president of NADA stated at the 
17th annual Wyoming Automotive 
Dealers Assn. convention here last 


week. 


Farrington told dealers that it 
was their responsibility to see 


that more good roads were con- 


legislatures and members of Con- 
gress. Foremost on the agenda is 
proposed legislation relative to 
dealers’ license plates and the abuse 


structed, more parking space was 
provided, and safety and educa- 
tion programs were carried out. 


Highlight of the meeting was the 
creation of a legislative committee, 


of some dealers in their use. 


Also discussed was a resolution 
urging that auto dealers pay a 


Used-Car Bulletin from Detroit... 
Latest Auction Prices 


(Copyrighted, 1953, by Automotive News) 


(Aptco Auto Auction. Sale every Wednesday.) 


Chieftain (6) 2- > $735°. 
TUDEBAKER — Commander (8) 





State license fee as a control 
against fly-by-night operators. 

Roland Murphy, of Rawlings, was 
elected president in the closing ses- 
sion. Lincoln Sexton, of Laramie, 
was named first vice - president; 
Frank Schulte, second vice-presi- 
dent, and William F, DeVere, of 
Cheyenne, reelected secretary- 
treasurer. Webster was elected 
NADA director. 


Page Risque, of Service Fire 
Insurance Co, of New York, told 
the group of 75 dealers some 
reasons why insurance rates are 
increasing. He blamed increased 
costs of repair, high wages, de- 
mands for better repair jobs, and 


lution to fight any legislation which 
would prohibit auto dealers from 
selling insurance. 

Arthur C. Horrocks, general per- 
sonnel] counselor for Goodyear Tire 
& Rubber Co., told the audience 
that the automotive industry must 
pick up the “bright, young men” 
from the colleges and universities 
every year if it would stay out in 
front in research and progress. 

Grant Taggart, Wyoming insur- 
ance man, told the convention that 
banks are being tighter with loans 
to farmers, which naturally affects 
the auto business, but if everyone 
will sit tight, it will work out best 





The Toledo firm also filed a coun- 
terclaim in which it asked U. §&. 
District Court to declare the 
patents in question “void for want 
of invention.” The courts also were 
asked to make GM quit “harrass- 
ing with threats of infringement.” 

The original suit charged that 
Auto-Lite used the five patents but 
refused to pay royalties or take out 
licensing agreements with GM, 

The reply stated that the patents 
were invalid, “their subject matters 
having been obvious to persons 
having ordinary skill in the arts to 
which each pertains.” 

Auto-Lite attorneys said the 
Toledo company “does not believe 
it is in its own best interests or 
in the best interests of the spark 
plug industry or the public for it 
to 


avoid the cost of litigation—to de- 
mands and threats founded on 
worthless ts.” 

Auto-Lite denied the GM con- 
tention that the patents had been 
“reco; accepted and ac- 
quiesced in by important members 
of industry.” It also argued that 
the persons to whom the patents 
were granted did not follow full 
legal procedure in taking them out. 


Johnstown Maps 
February Show 


JOHNSTOWN, Pa.—Preliminary 
plans for the annual auto show in 
the Cambria County War Memorial 
Arena were discussed at a meeting 
of the Johnstown Automobile Deal- 


including journeymen with outgoing President C. E. Web-| the in 

He said Olds- creasing accident rate in | ers Assn. 

mobile dealers| Utility mechanics, helpers, |ster as chairman, to study and/ certain age groups. The show is to be held in Febru- 
have reported the | *Pecialists, service parts clerks, | present proposed legislation to state| 7. convention approved a reso- | "7: 


Arrangements were made by 
owners of official inspection sta- 
tions to attend a clinic in Ebens- 
burg, sponsored by the American 
Automobile Assn. and the Pennsyl- 


vania State Police. 





Jaguar Cuts Prices 


From $190 to $889 


NEW YORK.—In the first 
major price slash in the U. 8S. 
automobile market since the end 
of the war, Jaguar announced 
last week price reductions here 
in sports cars of as much as $889. 


“Many dealers report that market 139 offerings.) 2-dr., $720, $635. "80 Champion (6) 
samen is jomibatable to 1950, —— aoe . Super Riviera 4-dr., $1,- conn” $525, $440. °48 club coupe, roe io nena ae ‘ upon expanded production at the 
’ * * - 
which was the alltime high produc- cial ‘coupe, $1,350, "50 = ‘dr, al cates of merit were issued| Coventry Works, made possible 
tion and sales year in Oldsmobile $805, $596; ar. 0108; RM 4 car Sept. 16 = = = ion ee by the opening nl a@ new —, 
% ee 4-dr., $705 5°. Prices . Sold 88 facturing plan co uing 
history. As RM sodanct, 9650. "47 4-dr., wnt = iht'oternes.) aaa Se the schools. increase in — here , a 
CADILLAC — ’52 (62) 4-dr., $3,025 Saer teas can 31.950; RM —_—_—_———- ‘ew price on open (a 
"50 (62) 4-dr., $1,800°. "47 (62) 4-dr., $1,775*. °50 RM 4dr... : seater is $3,345, down from $4,039. 
Muffler Muddle A RM ‘Riviera coupe, $1,070°. 49 RM Se ate Mee S | The modified two-seater is $3,545, 
ud R D isi CHE ROLET- "53 (210) conv., $1,740; 
Judge Reverses Decision 2-dr., $1,180, °52 (150) 2-dr., $1,- cammhie Je (on 2-ar., $106. SI f ¢ 9 | from $4,434; sport convertible, 
Against Parts Seller 240 (oe), “ai SL, Deluxe coav., i CHEVROLET ~~ Deluxe 4-dr., ated for ‘Makes’ | #397, trom'4350; m = oon 
RI OND, Va.—After listenin $975,'$800°. °50 Bel Air, $965; SL $1,210; %-ton aan $880. “5 SL vertible, $4,175, from $4,625; hard 
CHM > Eee 8 Deluxe coupe, $800*; 4-dr., $765, Deluxe 4-dr., a oe ae = At Kansas Parle top coupe, $3,875, from $4,065, 
to three automobiles driven down $600. ‘o., SL Deluxe conv.’ $490; pA ie Ee . a ba one = y modified coupe, $4,075 from $4,460. 
the street, Judge John 1. Ingram} dar, $680; 2-dr., $700, | $8ts, <T | $450. "4s SM sedan, $210. TOPEKA, Kans.—A highlight of| All prices are based at U. S. ports 
ruled that a special “Hollywood . CHRYSLER—'50 NY 4-dr., $750; club of entry. 


muffler, sold by a Richmond auto 
parts firm, sufficiently smothers en- 
gine noise. 

Ingram’s decision reversed a 
Traffic Court conviction against 





wagon, $215. 
CHRYSLER—'50 Royal 4-dr., $880. 
DeSOTO—’50 Deluxe club coupe, $815. 
*49 Deluxe club coupe, $600, 
DODGE—’51 Meadowbrook 4-dr., $910. 
*50 Meadowbrook 4-dr., $670*. 
FORD—’52 Custom (8) 2-dr., 2 at $1,- 









¥. 
coupe, $875. '49 = 4-dr., $750. 
Windsor 4-dr. 
DeSOTO—'52 Ganon club coupe 
305°. °50 Deluxe 4-dr., 2 at $750. 
DODGE—’51 Coronet club coupe, $850. 
60 Coronet 4-dr., fe Mead 


the 22nd annual convention of the 
Kansas Motor Car Dealers A. 
set for Oct. 2-3 at Kansas City, will 

be meetings of dealers for the dif- 
ferent “makes.” 


250°, ,185* peoet 4-dr., $715; Wayfarer 2-dr., 
Philip Weinstein, who had been ‘dr. Si 150°; Set ne $1,505. 505, oa 52 Custom (8) 4-dr., $1,300; ae ee nae be bentet ee 
fined $25 and ordered to stop sell- a pee (8) 2-dr., $960%, $955°, — 225; Main (8) 2-dr., $1,- || NADA Industry Relations C it- 


ing the mufflers. He had sold one 
of the disputed units to a state po- 
lice officer. 





, $880; Deluxe (6) 2-dr., $805, 
$800; Custom (8) 4-dr., $940; $930, 
$925; Victoria, $1,105*, 

















1, 
275°. "51 "victoria, $1,150°. "50 ‘conv i. 
$635; Main (8) 4-ar., Custom 
(6) tom “(6) coupe, $675," $620. "149 Cus- 


tee. They are: 
Buick—John H. Butts, Wichita; 





, (8) "2- . : tom @ -dr., $535. '46 SD (8) || Caditiac—J . 
The judge listened to three cars $510; 4-dr., $615; 7. club coupe, 5 - Arch Butts jr., Wichita; 
ffl $620: (8) conv., $810. 49 Custom (6) gUDSON—" 53 Jet te $1,200, '51 || Chevrolet—M. S, Winter, Lawrence; 
—one with the disputed muffler, one conv., $450; club cies $590; (6) Hornet 4-dr., $835, $810. Chrysler—Lee A, Salina; 
with a conventional muffler, and 4-dr., $390. "48 Deluxe @) 4-dr., <a 8 4-ar., gon DeSoto—Paul Salina; Dodge 
one with none. = 47 Deluxe (6) 2-dr., $820, , MEROURY—'51 2-dr., $1,065. °50 2-ar., || —-S. M. (Sid) Bacon, Salina; Ford 
Ingram returned to the court|] mERCURY —’'51 (8) 4-dr., $1,020. ’50 $740. '49 2-dr., , $505. : —H. M. Skaggs jr., Dodge City; 
after the road test and ruled “there|| (8) 2-dr., $765, $700; (8) 4-dr., $870. | NASH —'51 Rambler conv., $775°. '50 || trudson—-Roy Heath. Salina. 
was not enough difference between 49 (8) ‘conv., $480. '48 (8) club |, Rambler conv., $635; Statesman 
tee. tra treee.of ‘seutiers” to find || xit’- o's , OLDSMOBILE — "49 (78) 2-ar., $530; ae ante Ashmore, Kansas 
Weinstein guilty of selling a device man 4dr. $610," oar, $500. "49 ~ (16) 2-dr., $440 i Lin “Mercury —Ralph B. 
ian felieh te bienet & ears Super (600) 4-dr., $450. PACKARD—'51 (200) 4-dr., $1,070°. Manhattan; Nash— 
auien. r on“ MOnEL E61, (98) nits <i vise. "OS Camsbriage, club io i Roy 1 Boyer, Salina Oldsmobile— 
pry: CRARD "56 015, $955, Cranbrook ‘4-dr., ad Packard— 
enh ont out ay mot | PARGera ees SA | ahomensangetgy Fe See | Reginald Cebus, Hage, Penn 
er sounds etter an ose 4 +. ge 2 —|] Dp! rry, ° e- 
trucks that go up the street,” the|| Concord, Zar, $610; Crinbrock club | PONTIAC, culehaia Zar sis, ||baker—Dave Bell, Salina, and| ~~ 
judge said. '49 Deluxe 4-dr., $370. $1,085*, $1,025°; SL (8) 2-dr. , || Willys—A. E. Mayer, Wichita. 
Ward Leads N. D. Group— 


The case grew out of a State Po- 
lice drive against the use of noisy 
mufflers. Police said they were par- 
ticularly eager to clamp down on 
users of “cutout, straight, Holly- 
wood or gutted” mufflers. 





PONTIAC—’ 52 Chieftain (8) Catalina, 


$1,190; Catalina, $1,530°. 
"50 Chieftain (6) 2-dr., $810*. "49 










$775; 4-dr.. $730; Chieftain (6 6) conv., 


STUDEBAKER — ‘51 Commander (8) 
2-dr., $715, $675; 4-dr., $750. 


“Indicates automatic ‘ransmission or overdrive, and (ps), power steering 


Other Auction reports are on Pages 18, 19, 24. 





Slated to speak at the convention 
are Robert S. Armacost, NADA 
president; Charles J. Farrington, 





New president of the Automobile Deai- 
ers Assn. of North Dakota is John Ward 


NADA’s legislation director, and | (left), who was elected at the recent con- 
counselo: 


r of|vention in Bismarck. With him is C. H. 





Hunstad, Carrington, vice-president. 
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Whats cooking in Detroit ? 


(And who'll build the tires for it?) 


Anyone who has felt the competitive pressure knows 
how explosive the race for leadership is in the auto- 
motive industry today! In the tire business, for example, 
it isn’t enough to stay ahead of your competitors—you 
have to keep a jump ahead of tomorrow’s automotive 
design, too! 


The pressure cooker of Detroit’s imagination has pro- 
duced some gourmet’s dreams in the last few years! 
Higher compression engines, power brakes, power steer- 
ing, automatic drive, air conditioning. 


All these advances mean more safety and comfort for 
America’s motorists—and every one has added extra 
burdens on the tires of today’s more powerful cars. 


Well, if you’ll pardon patting ourselves on the back, 
Goodyear has managed to more than keep up. In 


fact, today’s De Luxe Super-Cushion tires are delivering 
ever-increasing safety and mileage in spite of the extra 
demands made on them. The cost of driving a thousand 
miles on Goodyears today is actually less than half what 
it was in 1926! 


Car makers are putting more Super-Cushions on the 
new, advanced cars than any other make of tire. And 
car owners, too, buy more Super-Cushions than any 
other low-pressure tire. Yes, this year, as in every 
year for 38 consecutive years, more people ride on 
Goodyear tires than on any other kind. 


This preference for Goodyear speaks for itself. It as- 
sures customer confidence when a new car is delivered 
on De Luxe Super-Cushions by Goodyear. Goodyear, 
Akron 16, Ohio. 


De Luxe Steere fcushion by 


GOODFYEAR 


Saper-Cushion.T. M 


The Goodyear Tire & Rubber Comuany. Akron, Ohie 
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Used-Car Problem 





Ohio Association Tells Dealers: 


How to Lick 


Letter to Salesmen 








COLUMBUS, O.—The Factory- 
Dealer Relations Committee of the 
Ohio Automobile Dealers Assn, has 
urged its members to create a firm 
policy —and then stand by it—in 
the sale of used cars. 

“If you have salesmen, sales- 
manship and a good used-car 
merchandising policy, you’ve got 
the problem licked,” says the bul- 
letin issued association members 
last week. 

“It’s common knowledge,” the 
bulletin says, “that if you unload 
to the first looker, you won't get 
all the market will bear. 

“Likewise, holding a car too long 
squeezes you with the normal mark- 
et decline on that particular piece. 
Somewhere in between was the best 
deal... but there is no magic 
formula to tell you which was the 
best deal.” 


of used-car research by factories 





for 


dependable cooling — 


eall on Harrison 














proves on paper that a dealer {type with your sales department,” 
cannot make as good a deal on | the bulletin says, “then make them 
a used car held more than 30 | stick to it. If you decide on a policy 
days. of no used cars over 30 days old, 
“Decide on a firm policy of some|@nd no more than a 30-day supply 

of used cars, you’ve got the law of 


Dear Son: 


THE salesman, who us- 
ually has the hardest time 
selling any part of the sale 


averages on your side.” NO. 18 to the prospect, 

N. Y. Candidates Urged A merchandising policy doesn’t ina Seldom realizes 
To Kill Auto Use Tax mean a thing, however, the associ- SERIES that the first per- 
NEW YORK. — In to ation said, oe ee ean son to sell is him- 
candidates for the Clty Oounell |{t tie Sticanon aren't adequately || self. It is not cularly 


and Board of Estimate, the Auto- | paid. hard to sell an idea to any- 


mobile Olub of New York has if the i : r 
urged them to pledge to sponso The bulletin advises that 30- || one, e idea is reason 
vote f. 2. Tae of the 35 day-old cars be wholesaled to get || able and you believe it 
and $10 auto use tax. the “jinx” off the lot, and be re- || yourself. 
placed with a fresh piece of mer- 
William J, Gottlieb, club presi- | chandise. “Sticky” cars are always When the salesman asks 


the boss if $500 is the best 


ing rejected by public opposi “If you have a firm policy,” the|| offer he can make for a 
no less than three times, in an bulletin says, “the law of averages|| ysed car, he is inferring 
atmosphere confusion and | will take care of you and the fac- that he doesn’t think the 


tories will leave you alone. If you 
don’t have a firm policy, your used- 
car operation will start looking 
‘seedy’ and the factories will be on 
your neck.” 


offer is fair. Otherwise, if 
he thought that $500 was 
all or more than the car 





In the forty-two years that 
we have been supplying heat 
transfer products to car, 
truck, and tractor makers, 
we have built more than 


53 million Harrison radiators. 


Every Harrison radiator is 
designed to perform a specific 
cooling job . . . and before it is 
finally approved for production, 
it must pass exhaustive tests 

as an integral part of the 


complete cooling system. 


Our knowledge, experience and 
facilities are at the disposal 

of our customers . . . we 
welcome the opportunity to 


discuss your requirements. 


HARRISON 
RADIATOR 


Division 


GENERAL MOTORS CORPORATION 


LOCKPORT, NEW YORK 


HA SO 


By John O. Munn 









| was worth, he weuld lose 
no time in trying to con- 

| vince a prospect. 

Now we must always bear in 
mind that the reason people 
want a new car is that their 
old car is not satisfactory. I 
may need new tires, It may 
have a knock in the motor. 
The upholstery may be 
shabby. The clutch may grab 
or slip. There may be a howl 
in the rear end, or a thousand 
and one other things that can 
develop in any piece of ma- 
chinery. 














the urge that comes to 
vn to buy a new car, the 
atest model; one that is a 
pleasure to drive and a 
pride to own. 

IT IS not very difficult 
for either the new-car pros- 
pect or salesman to under- 
stand that the $500 that a 
used-car buyer spends for 
a car means just as much 
to him as the $2,000 or 
more the new-car buyer 
spends. No used-car buyer 
is anxious to buy trouble. 
So, with every new-car 
prospect we must keep in 
mind a used-car prospect. 
Therefore, the first solution 







| 
| That is responsible for 





























know, because you have rid- 
den in the car, and that you 
know what it costs to put i¢ in 
selling condition, then your 
job is half done, 

Most — are reason- 
able, if they know that you 
know what you are talking 
about. Never forget that it 
is possible—and it has been 
proved time and time again 
—to sell a new-car buyer to 
accepting what his used car 
is worth. The only impos- 
sible thing in this business 
is a dealer or salesman who 
thinks it can’t be done. 
Mental attitude will deter- 
mine whether the sale is or 
is not made. Successful 
salesmen know that this 
statement is true. 

So, sell yourself and the 
prospect is twice as easy 
to sell. 


























Cordially yours, 


Dad 


Month’s Dividends 
Decline, but Car 
Firms Pay More 


| WASHINGTON. — Corporation 


dividends in August amounted to 
$221 milion, or 4% percent less 
than a year ago, according to De- 
partment of Commerce figures. 

Automobile firm dividends totaled 
$6.8 million, compared with $6.7 
million in August, 1952. Altogether, 
in the first eight months car mak- 
ers paid $274.1 million individends 
against $273.3 miflion in the like 
1952 period. 

Total dividend payments during 
the first eight months amounted t0 
$4,810 million, or 4 percent above 
disbursements in the same period 
last year. 

The general decrease in August i? 
the manufacturing group was $175 
million from August, 1952. Last Avu- 
gust’s payments came to $88 mil- 
lion, against $105.5 million in Av 
gust, 1952. 
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WHEN A BAD BREAK MEANS BUSINESS... 


It’s a bad break for the buyer—his brand new baby 
broken wide open. But it’s real business for the dealer 
when that repair job comes back home to his shop, a 
prime opportunity for him again to sell the customer on 
his service. Every year Associates’ insurance carriers pay 
millions of dollars in repair bills to dealer service depart- 


ments. These service departments belong to dealers who 


The Old Sage AOU... 


“It pays to do business where 
you get something in return.” 





do business with Associates, dealers who offer the Asso- 
ciates Finance and Insurance Plan and know the benefits 
of this “bring them back home” policy. 

It’s good business to do business with Associates. 
You get complete one-stop financing and insurance 
service that not only helps the original sale but keeps 


business coming back. Give us a call. 


e/alle leas 





Associates Investment Company 
Associates Discount Corporation 


‘ Emmco Insurance Company 
South Bend, Indiana 
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How Plant Was Doomed in 5 Minutes... 


The Inside Story of the GM Fire 


guisher in his hand, just in case, tinguishers carrying 20 pounds 


ERE is the inside story of how 

the $50,000,000 GM Hydra-Matic 
plant was doomed five minutes 
after a spark from a welder’s torch 
dropped into a drip pan. 

Automotive News cannot re- 
veal the source of the report. 
However, the report is based on 
questioning of hundreds of eye- 
witnesses—the men involved, the 
men who fought the fire and those 
nearby. 

From many unfounded reports, 
an amazing amount of misinforma- 
tion has been spread about the dis- 
aster at Livonia, Mich. Many be- 
lieve that the ‘plant was lost because 
water was used, spreading the 
blaze; that the conveyor was al- 
lowed to keep moving, and that this 
spread the fire. 


* * * 


brane stories are discredited by 
the inside report. 

The truth, even more startling, 
is this: 

1, The fire started while a work- 

an stood by with a fire extin- 





IN 1 











83% of population 


3% Sometimes called "Delaw. iia 
of the World,"' and "The New Eastars eduates 
Whichever you like, 
Market and The Evening 
with the largest circulation. 


fire should break out. 


2. During a brief space of 5 
minutes, at least three fire ex- 





Massachusetts Teenagers 
Use Buicks as ‘Dodgems’ 
SOMER Mass.—In one 
of the strangest cases in police 
annals, seven teenage boys, on a 
recent Sunday noon, scaled a 10- 
foot fence and played “dodgem” 
with five new Buicks and five 
used cars on the lot of the Som- 
erville Buick Co., 111 Fellsway. 
Keys found in the cars were used 
to start them, and damage ran 
into the thousands, police said. 
Police said the boys not only 
scaled the high chain and barbed 
wire fence to enter the yard, but 
the electric alarm sys- 
tem set up on top of the fence. 
The paper wrapping had not been 
taken off some of the new cars 
used along with older models. 
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In the Greater Philadelphia Market 


The Evening Bulletin is the daily newspaper 
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° New Eastern Industrial Metropolis." 
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In Philadelphia 


nearly everybody reads The Bulletin 


and two 150-pound extin- 

guishers were applied to the blaze. 

3. Despite the precautions taken 

and the valiant efforts made to 

fight the blaze, the entire building 

was doomed 5 minutes after the 
fire broke out. 

= * 


s 

OURCES familiar with the cir- 

cumstances assert that if the 
chain reaction that sent the plant 
up in smoke had been broken at 
any of its three links, the Livonia 
blaze would have been just an ordi- 
nary fire. 

Two of these events, following in 
quick succession, would hardly be 
anticipated. These facts have now 
been established: 

At 3:50 on the afternoon of Aug. 
12, a welder of an outside contrac- 
tor was cutting a 2-inch pipe in 
Dept. 501, just north of the Admin- 
istration Building and west of the 
Ternstedt portion of the Livonia 
plant. The pipe at this point was 
30 inches from the roof. 

The contractor's foreman was 
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PHILADELPHIA TRADING AREA (14 counties) 
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PHILADELPHIA CITY (1 county) 


The Evening Bulletin is the daily newspaper with the 
largest circulation ——read by 72% of families 


feet of the welder, A third em- 
ploye of the contractor held the 
ladder. The fourth operator had 
a 20-pound CO, extinguisher in 
his hand, ready for use in case of 


fire. 

A conveyor loaded with torus 
covers which had just been dipped 
in a rust proofing tank passed close 
to the welder. A drip pan 24-inches 
wide under the conveyor, caught oil 
dripping off the torus covers, This 
pan was 10 feet 8 inches above the 
floor. The pipe being welded was 
approximately 3 feet from the con- 


veyor. 
o - 


> 

A* 3:50 a spark from the welder’s 

torch ignited the oil in the drip 
pan. About % inch of oil had col- 
lected in the v-recess of the drip 
pan at the time. Fighting the fire 
from ground level, the contractor’s 
employes used at least three 20- 
pound CO, extinguishers on the 
blaze. From a ladder on the other 
side of the conveyor, GM employes 
emptied two 150-pound dry chem- 
ical extinguishers. 

Momentarily, the blaze seemed to 
be under control, However, the 
proximity of the drip pan and con- 
veyor to the roof created a new 
hazard. Inflammable material in the 
roof blazed up and hot, burning tar 
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in the steel structure within 2 | poured down, adding fuel to the 


fire. 

At this time (3:55) the exhaust 
fans, which had been doing a 
good job of carrying off the 
smoke, cut out. Smoke then be- 
came so dense a decision had to 
be made either to evacuate the 
plant and save lives or continue 
to fight the fire, Efforts from this 
point were concentrated in get- 
ting workers to safety. 

Until smoke drove the fire fight- 
ers away, the blaze was held in 
check. A CO, extinguisher on the 
drip storage tank functioned as ex. 
pected. There were no explosions 
during the first 5 minutes. Shortly 
after that time, dripping, blazing 
tar and burning oil created elec- 
trical short circuits and other con- 
ditions which resulted in explosions 
that spread the fire rapidly. 


Ford V-8 Enters 


Mexican Race 


MEXICO CITY.—The first car to 
be entered in the “small standard 
class” for the Fourth Mexican Road 
Race is a Ford V-8, it was an- 
nounced here last week by race 
officials. The car will be driven by 
Norman D. Patterson, of El Paso, 
Tex. . 

The “small standard class” is a 
new division opened this year for 


and 8s; Studebaker Champions; 
Plymouths; Chevrolets; Hudson 
Wasps and Jets; DéSoto and Dodge 
6s; Henry J 4s and 6s; Willys and 
Pontiac 6s. ; 


Obituaries 


L. H. Powell 
MARSHALL, Minn. — (UTPS) L. H. 
Powell, 70, former Ford dealer, died after 
a lingering fliness. One year he had the 
distinction of selling more Fords than any 
other dealer in the country in towns the 
size of Marshall. Recently he was as- 
sociated with Firestone Tire & Rubber Co. 
in Marshall. 





: * . 


Walter W. Crutchfield 
KANSAS CITY.—Walter W. Crutchfield, 
59, assistant sales manager of Feld Motor 
Co., died following an operation. He had 
been associated with Milton W. Feld in 
the auto Sastnens since age8, 
s 


WILKES-BARRE, Pa.—William 8. Lee 
a pioneer auto dealer, died Sept. 19. For 
years he operated the klin agency 
here, having entered the trade in 1906. He 
was a member of the Wilkes-Barre Auto- 
mobile Dealers r for aay years. 

* 


Fred W. Sommer 

NEW YORK. — Fred W. Sommer, vice- 
president and treasurer of Mack Trucks, 
Inc,, died Sept. 5 after a brief illness. Mr. 
Sommer joined Mack Co. in 1922 as a clerk 
in the note department. He was appointed 
assistant treasurer in 1936 and assistant 
secretary and in 1941. In 1948 
he was elected vice-president and treasurer 
of Mack Trucks, Inc., and its subsidiary 
corporations and to the board of directors 
of Mack Mfg. Cup. i 
- 


Edwin H. Moody 
GILMER, Tex. — Edwin H. Moody, 64, 
owner of Moody Chevrolet Co., died Sept. 
11 after an iiness of three months. 
* 


Joseph Byer 
SYRACUSE.—Joseph Byer, proprietor of 
Boulevard Auto Sales Co., died Sept. 15. 
* s *¢ 


Albert Carl Schimming 
MARLIN, Tex.—Albert Carl Schimming 
78, died Sept. 10. Mr. Schimming’s firm 
was a dealership for Ford, Buick, Overland 
and Rambler during the early days of the 
automobile. His firm also established the 
first taxi service = Marlin. 
er 
Jack Wayne Tuggle 
LOS ANGELES. — Jack Wayne Tuggle 
48, vice-president and general manager of 
Deckdahl Motors, died Sept. 11 at his home 
here. 
* . s 


Le Grand Cutler 
BURBANK, Calif.—Le Grand Cutler, 50, 
retired Burbank, North Hollywood and East 
Los Angeles automobile dealer, died Sept. 
10 at his home here. 
1. 


= 
William E, Dexter 

ST. LOUIS.—William E. Dexter, 70, vice- 
president of Dexter Parkside Motor Co. 
(Chrysler - Plymouth), died at his home 
Sept. 19. Dexter founded the firm in 1927. 
He served as State deputy commissioner of 
motor vehicles here from 1938 to 1942. 


MEWA Adds 75 to Rolls 


Amid Fastest Growth 


CHICAGO. — Seventy-five new 
members were admitted to the 
Motor & Equipment Wholesalers 
Assn. last week. 

This makes a total of 128 new 
admissions during 1953 and 183 
for the last 12 months. It is the 
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Everybody's going 


Over 









Once people see how much they get for what they pay . . . over to Olds 


they go! For a price just slightly higher than “budget-make” cars, 


THE B IG PARADE Oldsmobile offers many big advantages. The swift, smooth power of 
TO OLDSMOBILE the famous “Rocket” Engine! The long, graceful sweep of Power 
ME ANS BIG PROFITS Styling! The deep-down comfort of Custom-Lounge interiors—and 
even more! No wonder this is the greatest “Rocket” year yet— with 

FOR DEALERS! 


more and more people every day making the move over to Olds! And 


that’s why now, more than ever before .. . it’s SMART to BE with Olds! 


rn OLDSMOBILE 


OLDSMOBILE DIVISION @© GENERAL MOTORS CORPORATION @ LANSING, MICHIGAN 


XU 
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FOB FACTORY 


Boron- Treated Steels 
Found Uneconomical 


parts like bolts and studs. While 
many bolt specifications will 
probably continue unchanged, it 
is expected that a large number 
of specifications for carburized 
gears will be changed over to 
SAE 8600 and 4600, 

At a recent Society of Automo- 
tive Engineers tractor meeting in 
Milwaukee, it was evident that 


ao men who know boron-treated steels best are giving |farm equipment engineers and 
| metallurgists are beating a fast re-|S0ft and tough core and a strong, 


boron the heave-ho. 


This doesn’t mean that boron-treated, ‘‘needled”’ steels, | treat from boron steels. 


so-called, have failed in service. It does mean, however, that 


cost is undoubtedly an important 
reason for the change. 
* * ° 


Carburized Gear Failure 


ROBABLY the least successful 
application for boron steels was 
carburized gears. These steels have 
a low carbon core—up to 0.20 per- 
cent carbon. A high carbon case is 
obtained by suitable heat treat- 
ment. 
Many metallurgists argue that a 


high carbon case give the best re- 


‘sults in highly stressed gears. If 
It isn’t easy to tie all the reasons |the'core is too hard, the gear may 


when all of the service factors are considered—cost of the|for this changeover together but | fail prematurely, according to these 


steel, response to heat treat-@———-_ 

ment, cost of straightening,| Some applications for 
etc.— boron steels are not| steels will -undoubtedly 
able to compete today, for many| Boron-containing steels 
highly stressed applications. 


Tabata Se Re eles s £ : , 
Dallas is busiest at the “big five’’ department store corners. 


an inquiry into the cause of the 
switch logically begins with cost. 


Boron steels are sold on an alloy 


boron 
stick. | 
have 


experts. Or the gear may twist or 

distort during heat treatment. 
Both of these things have 

happened with boron steels, ac- 


|base which is $14 per ton higher, cording to SAE members who re- 
found wide use for cold headed ‘than plain carbon base. The extra’ ported their experience in Mil- 


Dallas’ (sales) slips show... 


Wherever you go in North Texas, “I saw it in 
The News” is clinching argument, whether it 
backs up a point in politics — or justifies a 


shopping trip of a hundred miles or so to Dallas’ big depart- 
ment stores. 


EVERY MORNING The Dallas News travels some 10,000 
miles to 260 cities and towns — is breakfast time visitor in 
over 20% of the homes in 182 of these communities. And, 
as if in response, 48,000 out-of-county automobiles enter 
Datlas every shopping day. 


DALLAS’ “BIG FIVE’’ department stores know well these 
dally pilgrimages — North Texas neighbors swell their re- 
ceipts 66%. They know, too, The News’ influence in its 
72-county domain, and place their advertising accordingly. 


THAT’S WHY The News carries an increasing majority of 
the advertising of these nationally-famed stores — a trend 
that began over 19 years ago. It is the reason The News 
carries 77.6% more of their women’s clothing lineage than 


ONE OF A SERIES: THE STORY BEHIND THE NEWS’ CLEAR-CUT LEADERSHIP 


does Dallas’ other paper — 115% more advertising wom- 
en’s dresses, coats, suits, shoes and millinery. Men’s clothing 
stores know The News’ particular ability to move more men 
— and in turn run 404% more space in The Dallas News. 


WHEREVER YOU GO in Texas, a Dallas sales slip is as 
prized as a Paris label. If you’d prize your product on more 
Dallas sales slips, then put over your sales story as Dallas’ 
big department stores do — with the double advantage of 
The News’ strong, impelling influence and intensive cover- 
age of the larger, richer 72-county Double Dallas Market. 


CRESMER & WOODWARD, INC., Representatives 
New York * Chicago * Detroit * Atlanta * San Francisco * Los Aageles 


IM TEXAS 


waukee. Excessive distortion on 

quenching was a prime reason, 

they said, for changing over to 
| other lean alloy grades such as 

8600 and 4600. 

During World War II and the 
postwar period, tractor and farm 
and earth-moving equipment build- 
ers have spear-headed the move- 
ment to conserve alloy through the 
use of boron as a hardening agent 
for steel. 

Farm - equipment producers took 
a leading part in organizing tests, 
assembling data and exchanging 
technical know-how with any in- 
dustry interested in boron steels. 

This group probably switched 
more of its specifications over to 
boron than any other group, 
although the auto industry was a 
close second. 

* = 


Switch Made Reluctantly 


OVING out of a well-known 

grade of alloy steel into a 
powerful, but sometimes unpre- 
dictable steel like boron, often re- 
quired considerable courage. Some 
industries, particularly aircraft, 
made the change with the greatest 
reluctance, and others refused to 
make the switch. 


Largely because of leadership 
supplied by the tractor and farm 
equipment industry, many valu- 
able tons of alloy were saved 
during the war. The amount of 
alloy conservation during the 
postwar period was equally im- 
portant. 


Does this mean that alloy con- 
servation is being ignored? Defi- 
nitely not, since most of the nickel 
and molybdenum and part of the 
chromium is recovered in the 
scrap. Unless we start again to 
shoot our steel all over the face of 
the earth, the alloys will simply 
recirculate in this country and be 
used over and over. 

* * = 


Bulletin Describes Uses 


Of Synthetic Rubbers 

TRENTON, N. J.—Typical prop- 
erties, uses and compounding of 
“Thiokol” synthetic rubbers are 
described in a new four-page bulle- 
tin issued by Thiokol Chemical 
Corp., 780 N. Clinton Ave., Trenton 
TN. J. 

Applications of the synthetics in 
the automotive, aviation, electronic, 
printing, coating, petroleum and 
gas transmission industries are de- 
scribed. 


Chrysler Brass 
Going to School; 
Subject: Reading 


CHICAGO. — Chrysler Corp. has 
retained the Foundation for Better 
Reading to train a portion of its 
top executives to read at greater 
speed and with high comprehension. 
These executives will undergo a 
one-month home study reading pro- 
gram under the guidance of the 
Foundation. 


These Chrysler executives in the 
reading program, which includes 
Robert W. Conder, vice-president 
of industrial relations, are a pilot 
group exploring the possibilities of 
incorporating the Foundation’s pro- 
gram as part of Chrysler’s manage- 
ment training program. 

To date the Foundation has 
trained more than 2,000 executives 

Those trained showed an aver- 
age increase of 119 percent in read- 
ing speed, and a comprehension in- 
crease of 10 percent. 

Some industrial leaders through- 


lout the country who have been 


trained by the Foundation are: P 
| V. Galvin and Robert Galvin, pres- 
| ident and vice-president, respec- 
‘tively, of Motorola, Inc., John C 
| Sharp, president of Hotpoint, Inc 
‘Charles L. Hardy, president of Jo- 
seph T. Rverson and Son, Inc., Ear! 
Hoover, vice-president of Hoover 
Co., Col. H. R. Kibler. assistant to 
the president of W. F. Hall Print- 
ing Co., and the presidents of 30 
_large industrial and business firms 


Payne Motor Sold 

| Payne Motor Sales (Ford), Galli- 
| polis, O, has been sold by John M. 
| Williams and C. E. Payne to Rob- 
jert Gillen, Ironton. The concern 
| will be known as Bob Gillen Ford 
Sales. Gillen is in partnership with 
his father in the Ford dealership 
at Ironton. 
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Few is the current national advertisement 
in the continuing Porcelainize series 
appearing in the October 2nd 


issue of 


Collier's 








Su Ctlimebile Afywarance 


Nothing is left undone to make Porcelainize 
the largest source of increased revenue for every 


Dealer on the vast Porcelainize program. 


Porcelainize has a national field force to 
assist you. National advertising program pre-sells 
Percelainize for the exclusive benefit of all New 


Car Dealers. 


In bringing year ‘round Service Revenue to 
the very door of Dealerships, Porcelainize in- 
creases your other service business because the 
more proud an owner is of his car, the more 


willing he is to spend money on it. 


sooccoooeoFREEMAN & FREEMAN, INC.©++ +005 
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The car in your garage is “your baby,” too. You can retain and 
maintain the beauty so evident in its newest hours with Porcelainize, 
the “World Standard for Fine Automobile Appearance.” 

Porcelainize, and only Porcelainize, protects the finish and pro- 
longs the “always-new” look. For Porcelainize is not a coating of any 
kind but a chemical treatment to produce a tough, dry, mirror-like 
surface with the strength to keep its beauty and the stamina to pro- 
vide month after month of all-weather, all-climate paint protection. 

Porcelainize stands alone as the ultimate in protection for the 
major investment your car represents. Arrange an appointment with 


your New Car Dealer now. Then ride with pride! 


Write for Free Informative Booklet, “The Story of Porcelainize.” 






Today more automobile factories* have tested and 
approved Porceloinize than hove ever approved any other method 
of automobile appeoronce maintenonce. 


*Nomes furnished on request 
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AUTOMOTIVE WASHINGTON 
Steel Decontrol Success, 


Nickel Short, NPA Finds 


By William Ullman 


Washington Correspondent 


EETING last week with Government officials, the ad- 

visory committee for the steel products industry heard 

a report on decontrol actions and their effects. It was the 

first meeting of the steel group since the Defense Materials 
System replaced the Controlled Materials Plan. 

Officials of the National? 
Production Authority’s Iron 
and Steel Division told the 
industrialists that only minor dif- 
ficulties have been encountered by 
steel consumers under the new 
system and that most of these have 
been resolved by individual com- 
pany action. 


Reviewing the nickel situation, 
the committee agreed that there 
probably was not enough of the 








metal for all ci- 
vilian uses after 
military require- 
ments had been 
taken care of, but 
reiterated its May 
declaration that 
nickel controls be 
removed. 

The committee 
unanimously con- 
tended that the 
industry could do 
a more equitable 





im 
William Ullman 


quarters, Rep. Joel Broyhill, Vir-|to “acknowledge that it has a re- 


| job of distributing the supply avail- 
able for civilian users without 
governmental controls, and urged | © 
NPA to press again for decontrol.| 
The meeting followed an an- | 
nouncement by the Office of De- 
fense Mobilization that any 
change in the present system of 
nickel control would be post- 
poned until after Oct, 1 at the | 
earliest. 
| A spokesman for ODM said that) 
nickel studies by the Government | 
will not be completed for some 
time. ODM, he said, has requested 
that certain additional information 
be brought together designed to 
show the effect a decontrol of 
nickel would have on the defense 





program and the civilian economy.| _# a, a \ 
Considering the time that must; ™ —_ ¢ 
|}elapse between a decision and its New K-W Distributor— 


effective date, the ODM official said 





it is clear that if any change is! 'rving H. English (left), president of 
made in the present system of con-| Northwest Kaiser-Willys, Inc., Minneapolis, 
trols, it cannot be made effective! signs a distributor franchise covering 


South Dakota and portions of Minnesota 
| and Wisconsin. With him is Joseph Carr, 
| district manager. 

| — — aos 


by Oct. 1. 


* * x 


Capital’s Traffic Mess 
ADDRESSING the Commiation-| nia Republican, declared that 


on Metropolitan Washington Traffic |COngress must be made to devote 
Problems, staged in the U. S.| More attention to serious traffic 


Chamber of Commerce head-!| problems in the capital area and 








-an extra sale 






















CAMPBELL CHAIN 


West Burlington, lowa; Portland, Oregon; S$ 





Chain for every need... INDUSTRIAL... FARM...MARINE... AUTOMOTIVE 


with every deal 


Every time you sell a car, make an additional 
profit—on Campbell Lug-Reinforced Tire Chains. 
Don’t wait till your customer becomes a hot 
prospect in a cold blizzard, and buys chains 
wherever he can find them. Here’s how Campbell 
helps you sell: 


Modern, colorful, space-saving package makes 
attractive displays, keeps chains neat in car 
trunks. 


Campbell gives you eye-catching banners, 
ad-mats, post cards and display suggestions. 


Campbell helps pre-sell your customers with 
regular advertisements in SATURDAY EVENING 
POST and COLLIER’S. 


Call your Campbell jobber—get complete 
details on the Campbell Merchandising program. 


EASY TO USE CHAIN APPLIER 
INCLUDED WITH EVERY PAIR 






CAMPBELL 


Company | 


acramento, Calif. 


IN OFFICE: YORK, PA. 





sponsibility” to help solve then. 
More than 200 officials and civic 
leaders attended the seminar to 
discuss Washington’s highway, 
public transportation, traffic «on. 
trol and enforcement problems 


Accent was on worsening 
traffic conditions and problems 
common to the District of 
Columbia, Maryland and Vir- 
ginia, and steps needed to work 
them out on a regional basis. 

On the heavily traveled New 
York, Philadelphia, Baltimore and 
Richmond highways, and with 
Potomac bridges and Washington 
streets jammed to the limit, the 
area under present conditions is 
becoming a greater menace to car 
use and sales. 

Every sort of transportation here 
is virtually a daily mess, and the 
conference was called in an effort 
to effect betterment. 

The Automotive Safety Foun- 
dation was a prime factor in the 
staging of the seminar, with Nor- 
man Damon, executive director of 
ASF, as chairman of the arrange- 
ments committee. 

* 


* * 

Aid for Small Business 
ILLIAM D. Mitchell, adminis- 
trator of the Small Business 

Administration, announced last 

week that the agency during its 

first month of operation assisted 
small firms in obtaining $9,329,936 
in defense contracts under its joint 
determination program, resulting 
in 157 individual contract awards 
to small companies. 

SBA was established July 30, 
succeeding the Small Defense 

Plants Administration. The joint 

| determination procedure, under 

which the contract awards were 
made, is a continuation of the 
program developed by SDPA, 

Under that program, SBA has 

representatives stationed at the im- 

portant procurement centers of the 

Armed Services. In cooperation 

|with procurement officials of the 

| services, these SBA representatives 
screen proposed procurements to 
| determine those suitable for award 

|to small firms. 
* ca 


Byerly Joins ATA 

Guess Byerly, former managing 
director of the National Council 

of Private Motor Truck Owners, is 

now assistant to Ray Atherton, 

general manager of the American 

Trucking Assns. 

During World War II Byerly 
served as traffic consultant with 
| the War Production Board. At 
| one time he was a Washington 
| representative of Traffic World. 
| With ATA he is to be in charge 
of arrangements for all meetings 
and conventions of the associ- 
ation and its various division 
conferences. 

Louis Reznek, long known to the 
automotive industry for his work 
with the safety section of the 
Bureau of Motor Carriers of the 
Interstate Commerce Commission, 
on Oct. 1 will join ATA as a 
|technical engineer, devoting his 
talents to the National Tank Truck 
Carriers Conference. 

* * x 


\Global Road Signs 


RITING on “International 
Signs for World’s Traffic,” H. 
|E. Hilts, deputy commissioner of 
|the U. S. Bureau of Public Roads, 
|opens his story with this observa- 
| tion: 

“As the world shrinks under the 
|impact of improved communica- 
|tions and rapid transport, another 
of those quaint international differ- 
ences that have made foreign travel 
| interesting—and sometimes diffieult 
—may soon be on its way to ex- 
| tinction. 

“The roadside traffic signs that 
| have contributed local color to the 
foreign landscape are now threat- 
ened with an unromantic but very 
| practical standardization under the 
auspices of the United Nations.” 


The Hilts article is printed in 
| the August issue of Standardiza- 
| tion, official publication of the 
American Standards Assn. The 
author was one of the six mem- 
bers of the U. N. group of experts 
that drafted the 1953 protocol on 
road signs and signals. 


Hilts says that both the safety 
and the efficiency of highway trafic 
depend on the prompt and auto- 
matic recognition of familiar traffic- 
| control devices. 





| 


| 
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Chevrolet | 
dealers have 


everything 


for even greater 
leadership 





including 
the largest 

owner-service 

market 





in the industry. , 





now more than ever... 


AMERICA’S LEADING FRANCHISE 


aay 


CHEVROLET DIVISION OF GENERAL MOTORS, DETROIT 2, MICHIGAN AMERICA *S LEA DING DEA LERS 








TIBER GLASS. There are two 

magic words that have struck a 
chord in the automotive world. A 
web of shimmering strands is 
slowly settling over the industry. 
Only starting to flex its industrial 
muscles, this new wonder child of 
the glass industry has barely 
scratched the surface of its poten- 
tial demand for automobile, aircraft 
and marine construction, and other 
industries. 

“Truly,” as one car manufac- 
turer said, “the world has passed 
through the Stone Age and the 
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Iron Age. Now we are on the 
threshold of the Plastic Age.” 

Happily, those two fascinating 
words took me back to my child- 
hood experiments in my Jack Frost 
laboratory on my mother’s window 
pane, Then, my most skilful de- 
signs were most perishable under 
the warmth of a finger touch. 

Now, with a vast new frontier 
looming, the scientists in the motor 
car laboratories are hailing the 
fiber glass-reinforced plastic auto 
as “the car of the future.” 

7 e * 


Easy to Patch 


eS are talking of “the 
car that will never wear out.” 
Dented fenders will no longer 
undergo hammering and pounding 
to restore them to display room 
beauty. “It will be just like patching 
a black-top road,” one garage me- 
chanic observed. 

It’s easy to understand why the 
uses of fiber glass has skyrock- 
eted a thousand-fold since it was 
first produced commercially about 
15 years ago. 

The primary use now in automo- 
biles is for insulation—both acous- 
tical and thermal. Blended with 
certain type plastics, it is opening 
new horizons for auto builders. 


~ <a 


has been steel 
components. 
+. 


a 


and other meta] 


': | Plastics Are Immune 


Bey's First Order: A Packard— 


Prince Sadok, who became Bey of Tunis after the assassination of his predecessor, 
Azzeddine, found upon his ascension to the throne that what he needed most was an 
automobile. He is shown here in front of his new Packard Clipper. 


Greatest strides are anticipated in 
their application to building auto- 
mobile bodies. 

Several makers are currently 
manufacturing plastic-bodied sports 
cars. A few have made attractive 


The happy little Eskimo has 


Ne 


Pa 
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show pieces in show rooms around 
the country. A few thousand more 
have been promised. It is looked 
upon as a new sales fillip by an 
industry whose mainstay of ma- 
terials for the past half century 


POMC ma ror C4 


“The happy little Eskimo, 
He rides upon his sled. 
His dogs outstrip the winds that blow 
Across the gleaming ice and snow 
Beneath the northern lights that glow 
Like silver overhead.” 


Words of song by Frederick Manley, 
©) Silver Burdett Co., by permission. 


As the dog team rushes 


the power for steering. 


equivalent of “gee” or 


the sled along, the animals furnish 
The Eskimo just shouts the arctic 
“haw” and the dogs turn the sled 


accordingly. The Eskimo doesn't have to wrench a steer- 


ing wheel. 


Even when “gleaming ice and snow” are with us, we 


don’t use sleds for transport. But in eliminating primitive 
haulage, we have lost the power steering. The far heavier 
manual steering load is on the arm, shoulder and back 
muscles of the driver. The resulting fatigue causes him to 
slow down, become less efficient, more prone to accidents. 

Vickers Hydraulic Power Steering makes the heaviest 
vehicle safe and almost effortless to steer ... even under 


the most adverse conditions (ruts, soft shoulders, obstruc- 
tions, flat tires, off-road, etc.). A light finger touch on the 
wheel is enough... steering is no longer a source of driver 


fatigue. Drivers remain fresh, efficient, safe. 
Get further information on Vickers Hydraulic Power 


Steering; ask for Bulletin M-5100. 


MICKERS Incorporated 


DIVISION OF THE SPERRY CORPORATION 


1532 OAKMAN BLVD. - 


Application Engineering Offices: ATLANTA 


DETROIT 32, MICH. 


° CHICAGO (Metropolitan) 


CINCINNATI « CLEVELAND « DETROIT e HOUSTON «LOS ANGELES (Metropolitan) 


NEW YORK (Metropolitan) 


© PHILADELPHIA - « 


PITTSBURGH « ROCHESTER 


ROCKFORD « ST. LOUIS + SEATTLE « TULSA « WASHINGTON + WORCESTER 


ICKERS TOTTI Le 
POWER STEERING 


Is Effortless, Positive and Shockless 


N ADDITION to great impact 

resistance—reinforced plastics 
possess dimensional stability, m.in- 
taining size and shape under 
stresses and temperature extremes 
—the new materials resist westh- 
ering and rot, deteriorating effects 
of fresh or salt water, chemicals, 
acids, oils and solvents. 

Twenty years ago fiber glass 
products were unknown com- 
mercially, Research got under 
way in the early 1930s and the 
first mass production for refriger- 
ator insulation began in 1940, 
Noncorrosive noncombustible, ex- 
ceptionally strong for its light 
weight, non-shrinkable and 
moisture repellant, it was ideal 
for thermal and acoustical insula- 
tion, 

Some conventional 1953 autos are 
using it as sound insulation under 
the hood and in the roof. Some cars 
now have fiber glass dash - liners 
and cowl panels to cut down engine 
roar and other irritating body and 
road noises transmitted through 
the firewall. Before long, body de- 
signers may obtain additional heat 
and sound protection by installing 
fiber glass in door paneling. 

Visualizing that “car of the fu- 
ture,” the conventional cloth top 
convertible may be destined to go 
the way of the horse and buggy. 
Tomorrow’s collapsible tops, ac- 
cording to those engaged in the 
business of making fiber glass, will 
feature a plastic fiber glass top 
that will be virtually weatherproof 
and wearproof. 
‘* * * 

Spun from Tiny Fibers 

ANT to know how the stuff is 

made? Fiber glass is composed 
of extremely fine glass fibers, rang- 
ing in diameter from .00003 to .00020 
of an inch. It is rolled into widths 
ranging from 18 to 72 inches. Blan- 
ket rolls are made in lengths up to 
200 feet. 

Unlike steel or other metals, it 
can be cut easily with a knife or 
shears. Continuous filament glass 
is used to produce twisted and 
plied yarn and also strand fiber, 
comprising a large number of 
untwisted filaments. 

In the Pittsburgh Plate Glass 
plant at Shelbyville, Ind., filaments 
many times finer than a human 
hair make up the strand. About 200 
of these microscopic filaments, 
drawn directly from a continuous 
strand tank, are twisted together 
to form a single yarn which is 
wound onto spools. More than 1,800 
miles of filament are wound into 
a pound of single-ply yarn. 

Fiber glass cloth, mat, chopped 
strand and wound ends are used 
as reinforcing agents for plastics 
such as Selectron resins. Research- 
ers are steadily developing oppor- 
tunities for metal-to-plastic changes 
where Selectron will provide new 
wonders. 

Fiber glass is now used exten- 
sively for chairs, fishing rods, golf 
club heads, bowling balls, walls, 
table tops, furniture, airplane win- 
dows, washing machines and boat 
hulls, 

P.S.: You’ve had just one peek 
into a great industry that is grow- 
ing like Topsy. 


Pontiac Coast Post 
Goes to Holmes 


PONTIAC. —L. H. Holmes has 
been promoted to Pacific regional 
manager for Pontiac, it is an- 
nounced by General Sales Manager 
H. E. Crawford. 

With Pontiac’s sales department 
19 years, Holmes most recently was 
Atlanta zone manager. In his new 
post he succeeds John C. Jamieson, 
who was elevated to assistant gen- 
eral sales manager. 

Succeeding Holmes in Atlanta is 
William J. Brooks jr. 

Brooks joined Pontiac in 1945 
after nearly four years with other 
General Motors divisions. He has 
been a business management man- 
ager, district manager, car distrib- 
utor and assistant zone manager 
during service in the Memphis and 
Atlanta zones. 


More than 100,000 persons read AUTO- 
MOTIVE NEWS every week! 
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Market Trend 


Wholesale 
clining $4 to $888, according to Automotive News’ index. 


down $10, ’48s, down $5; ’47s, down $3, and ’49s, down $1, 


straight week. 


earlier, 1,098 cars were sold out of 1,826 offerings. 









Used-Car Auction Prices 


Activity remained steady, according to the index, with a sales ratio 
of 60 percent, the same as a week earlier. At 10 representative auc- 
tions last week, 1,157 cars were sold out of 1,905 offerings, A week 


used-car prices set another postwar low last week, de- 
t loss was in ’51s, off $13. Other declines were noted in ’50s, 


While prices on ’63 models held steady, ’52s edged up $1 and ’46s 
continued a mild comeback with a $2 gain. The market appeared to 
be dropping most steadily on ’47s, which were down for the seventh 





Prices marked with an * indicate a unit equipped with an automatic 
transmission or overdrive, and (ps) indicates power steering. 
CHEVROLET—’53 Bel Air 4-dr., $2,335*, | 
DENVER $1,900*; 2-dr., $2,179*, $1,887*; conv., 
‘Denver Auto Auction. Sale every $2,035*; (150) Handy Man, $1,970*; 
Wednesday. Prices are for sale of Sept. (210) 4-dr., $1,650%, $1,620*, $1,565, 
15.) $1,560, $1,500, $1,455; (210) 2-dr., $1,- 
(New cars at premium, Used car 620*, 2 at $1,440. ‘52 Bel Air, $1,685*. | 
market strong. Sold 134 cars out of 256 | nesoTO — ’52 Custom (6) 4-dr., $1,375*. 
oierings.) ’49 Deluxe 4-dr., $650. '48 Custom 4-dr., 
BUICK—’'53 Super Riviera 2-dr.. $2,360°; $395. 
‘Special “tar. Pe51,845. 46 Super 4-dr., | DODGE — '53 Coronet (8) 4-dr., $1,765°. 
$175. ; 52 Meadowbrook 4-dr., $845. '50 Coro- 
CADILLAC ‘53 (62) coupe, $4,645*; net, 4-dr., $590. 
conv., $4,520%; Coupe deVille, $4,350*. | FORD—’'53 ‘Victoria hard top, $2,375*, $2.,- 
"52 4-dr., $3,225*. ‘51 Fleetwood 4-dr., 330*, $2,180*; Country Sedan, $2,250°; 
$2,190*; (62) 4-dr., $1,900. °50 (61) Ranch Wagon (8), 2 at $2, 225*; Ranch 
coupe 2 at $2,200. 7 Wagon (6), $2.150*, 82, 100° ; (8) conv. 
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$1,940*; Custom (8) 4-dr., $1,880°, $1,- 
660; 2-dr., $1,640. "52 Ranch Wagon (8), 
$1,710*; Victoria, $1,645°,  $1,640*; 
Custom (8) 4-dr., $1,365. ‘51 Custom 
(6) 2-dr., $880. °50 Deluxe (8) 2-dr., 
$685; (8) 4-dr., $650; %-ton pickup, 
$570. °49 Custom (8) 2-dr., $500. ‘48 


station wagon, $195. 
LINCOLN — '53 Cosmopolitan 4-dr., 
020°. 
MERCURY—'53 sport coupe, 
4-dr., $1,625*. ‘51 club coupe, 
sport sedan, $1,155*. 


$2,205°. 


825. 
OLDSMOBILE—’53 (98) Holiday, $3,000*; 
$2,880°; 
4-dr., $2,610°, 
"51 (88) 
"49 
$690. 
. 


(88) 4-dr., $2,700*; (98) 
Super (88) conv., $2,660*; 
$1,780. ’52 (88) 2-dr., $1,725°. 
4-dr., $1,335*. ’50 (88) 4-dr., $890. 
(88) 4-dr. sedan, $695; (76) 4-dr., 
PACKARD—’52 (300) 4-dr., $1,545°* 
(200) 4-dr., $1,015. 
PLYMOUTH—’53 Cranbrook 4-dr., 
’52 Belvedere, $1,140*; 
$1,015. '51 Cranbrook 4-dr., 
Cambridge club coupe, $825. 
Deluxe 4-dr., $565; Special conv., 
PONTIAC—'53 Custom (8) 
725°, $2,675*; 
$2,450°; (8) 4-dr., 
145%. °52 conv., 
luxe 2-dr., $1,370. 
| STUDEBARER— 58 Commander 
top, $2,165*, $1,985". 


4-dr.. 


$2,265°, 
$1,450; 


$2,255*, 


(8) 


dr., $575. 
WILLYS—’50 Jeep 4x4, $505, $400; %-ton 
pickup, $470. ‘48 Jeep 4x4. $405. $390, 


$380. '47 Jeep 4x4, 2 at $375. $345. 


ALBANY 


‘Tim Anspach’s Auto Auction. Sale every 
Monday. Prices are for sale of Sept. 14.) 


(Prices continued to fall on all cars 
except real clean. one-owner cars. 
models and °53s took the sharpest set- 


$3,- 


"52 
$1,170*; 
’50 club coupe, 


$1,800*. 
Cambridge 4-dr., 
$925, $845; 
'49 Special 
$535. 
Catalina, §$2,- 
Chieftain Deluxe 4-dr., | 
$2.- 
Chieftain De- 


hard 
"50 Commander 2- | 


| 





Late | 





| CHEVROLET—’53 (210) 


28, 1953 





Average Used-Car Prices 


(Compiled by Automotive News) 





1953 
1952... 
1951... 
1950 
1949... 
1947... 
1946... 


1953 

'o Date 
$2,092 
1,407 
1,054 
842 
639 
453 
341 
275 


July 
1953 


$2,138 
1,571 
1,126 
878 
676 
485 
373 
305 


Aug. 
1953 


$2,098 
1,476 
1,092 
849 
653 
443 
361 
282 


Model 


Overall 


Average $ 888 $ 907 $ 935 


(The above figures are averages of used-car auction prices, all makes 
and models, carried regularly in Automotive News.) 


back of all—down a full 
Don’t wait until 
large used-car stocks. 
of 151 offerings.) 


BUICK — '50 Special 
000*; RM sedan, $950*, °'49 
$540*; Super sedan, 
Special sedan, $150. 

CADILLAC—’52 (62) 
050*. '47 (62) conv., 


Deluxe 


sedan, 
$520°. 


800; sedan, $1,750; handy 
Bel Air conv., $1,990. 
sedan, $1,250; Bel 
sedan, 


$1,095*, $1,065*, 


canopy, $625; SL Deluxe sedan, 


"50 SL Special sedan, $700; 


$700*, 


$50 a unit. 


winter to move out 
Sold 109 cars out 


sedan, 
Super conv. 
$660°. ‘42 


$3,325°, 


club coupe, $1,- 


man, $1,975; 


"52 SL Deluxe 
Air sedan, 
’51 SL Special sedan, $670; 


$1,375". 
$985; %-ton 
$1,000 
club coupe. 






























MARVEL INVERS OILER 


meas 3 BIG things... 


/ Smoother, quieter engines... with 


more punch on the pick-up! 
2 More satisfied customers! 
2? More money for you! 


Install it and see! Your customer’s car takes a new lease on life, 
when vital upper cylinder areas are lubricated automatically by 
the Marvel Inverse Oiler. 


Operating off the intake manifold, this completely automatic 
oiler feeds to the upper cylinder areas in exact proportion to 
engine load’and speed. 


Install it. Fill it. Adjust it. And forget it. Your customers will 
love it! Because fully automatic operation and full quart capacity 
give 1,000 miles of carefree motoring on each filling. 


















































































































































































































































































































. more oil. Throttle closed, less oil. 


Notice how the Marvel Inverse Oiler feeds oil just exactly 
as the engine needs it. Throttle open, under load or speed 


Here’s how Fully Automatic Operation 
Improves your car’s performance! 





































































40 MPH 


12 drops 20 drops 





60 MPH 
30 drops® 




















































$3.- | 


FL Deluxe | 


| 


$1.- | 





| 
| 


| Monday. Prices are for sale of Sept. 
| 


| BUICK—'52 Special Riviera 2-dr., 


| Gabriel, 
Thursday. 
jand 15.) 


| CHEVROLET—'53 Bel 


BUICK 


CADILLAC—’53 conv., 





$710; Bel Air sedan, $1,020; SL Deluxe 
sedan, $850, $800, $710; club coupe, 
$845; FL Deluxe sedan, $890*, $800", 
$770*. °49 FL Deluxe sedan, $760, $560; 
conv., $500; SL Deluxe club coupe, $540: 


sedan, $785. ‘47 FM sedan, $290. ‘46 
FM sedan, $310. 

| DeSOTO — 53 Custom sedan, $2,100. ‘51 
Custom sedan, $940. '46 Custom sedan, 
$350. 

DODGE — '51 Coronet sedan, $960*, $875. 
‘49 Coronet sedan, $710*. °46 Deluxe 
sedan, $150. 

| FORD—’51 Custom (8) sedan, $920*. ‘50 
Deluxe (8) sedan, $750; Custom (8) 
sedan, $800; Deluxe (6) sedan, $610, 
$510. '49 (6) club coupe, $340; Custom 
(8) club coupe, $610, $505; (8) sedan, 
$560, $450*; Custom (8) conv., $510*. 
‘47 Super Deluxe (8) conv., $400. ‘46 


Super Deluxe sedan, $250. 


LINCOLN — '52 Cosmopolitan sedan, §2,- 


000*. ‘49 club coupe, $390*. 

MERCURY — ’53 Monterey conv., $2,500*. 
’51 sedan, $1,090*, $950, $940; club 
coupe, $1,010. ‘50 sedan, $740. °49 club 
coupe, $590. '48 conv. $385. 

NASH—’51 Statesman sedan, $790*; Ram- 
bler suburban, $770; conv., $625. ’49 Am- 
bassador sedan, $500. 46 (600) sedan 
$120*. 

| OLDSMOBILE—’ 53 (88) Holiday, $2,520*: 

| (98) sedan, $2,550*. ‘50 (98) sedan 
$830*. °47 (68) conv., $290*: sedan 
$340*. ‘46 (76) sedan, $250*; (78) sedan, 
$220*. 

| PLYMOUTH—'53 Cranbrook station wagon, 
$1,960; sedan, $1,525. °51 Cranbrook 
sedan, $870; Concord sedan, $690. ‘50 


Deluxe club coupe, $700. °49 Special De- 
luxe sedan, $610, $500; Deluxe sedan, 
$450. '46 Special Deluxe sedan, $200. 


PONTIAC—’53 Chieftain (8) Deluxe Cata- 


lina, $2,775*; sedan, $2,325*; 
(6) Deluxe sedan, $1,950. 
(8) Deluxe sedan, $1,150*; Deluxe (6) 
sedan, $1,010. '50 Deluxe (8) sedan 
$910*. ‘49 Deluxe (8) sedan, $510*. ‘48 
Deluxe (6) sedan, $340; Deluxe (8S) 
sedan, $520*. '46 Peluxe (6) sedan, $180 


Chieftain 
"51 Chieftain 


STUDEBAKER—’53 Champion sedan, $1,- 


735*; Commander sedan, $1,840*. ‘50 
Champion conv., $500. °48 Champion 
sedan, $325*. '47 Champion sedan, $225 


MINNEAPOLIS 


(Minneapolis Auto Auction. 





Sale every 
14.) 

(Prices still tapering off. °47’s and 
°48’s brisk. Retail picking up. Sold 63 
cars out of 91 offerings.) 


$1,505*. 
’47 Super 4-dr., $370. 
CHEVROLET —"51 Bel Air 2-dr., $1,145 


2 at $1,110, $1,105; Special Deluxe 4-dr 
$835, 3 at $805, $795. '50 Deluxe conv 


$850; Special Deluxe 4-dr., $795. '48 De- 
luxe 4-dr., $405, 2 at $400. '47 Deluxe 
4-dr., $385, $375, $365, $350. '46 SM 
4-dr., $340. 

CHRYSLER — '50 NY 4-dr., $980*, °49 
Windsor 4-dr.. $650, $610. ‘47 Windsor 
4-dr.. $365. 

DODGE—’'51 Coronet 2-dr., $850. 

FORD—’'53 Victoria 2-dr., $2,050*; Custom 
(6) 2-dr., $1,410. '52 Main (8) 2-dr., $1.- 
50, $1,140, $1,135; Main (6) 4-dr., $1.,- 
065°. ‘51 Custom 2-dr., $970*, $940* 
2 at $910*. '50 Custom 4-dr. $840* 
$800*. ‘49 Custom 2-dr.. $725", $710* 
$560, $510. 

NASH—’51 Rambler 2-dr.. $820. "47 (600 
coupe, $245. 

OLDSMOBILE — ‘52 (98) 4-dr., §$2,100* 
(ps). "50 (98) 4-dr., $925*, $920*. "47 
(78) 2-dr., $345. 

PLYMOUTH — '53 Cranbrook club coupe 
$1,565; 4-dr.. $1,475*. ‘51 Cambridge 
club coupe, $995; Cranbrook conv., $995 

PONTIAC—'50 SL (6) Deluxe 4-dr., $805* 
$775*. °47 Torpedo (6) Deluxe coupe 
$315. 


LOS ANGELES 


(Los Angeles Auto Auction held at San 
Calif. Sale every Tuesday and 
Prices are for sales of Sept. 10 


(Market steady on clean cars. Older 
units getting more popular every sale. 
Bidding liviier than last week. Sold 305 
cars out of 582 offerings.) 
‘53 Skylark, $3,900* 
Riviera 2-dr., $2,850* 
Riviera 2-dr., $2,565*; 
$2,395*. '52 RM Riviera 
Special 4-dr., $1,400. ‘51 
dr., $1,320*. ‘50 Super Riviera 2-dr.. 
$1,195*, $1,150*, $1,100, $1,095; Super 
conv., $965*; RM Riviera 4-dr., $965*: 
Special Sedanet, $765*. '47 Super 4-dr. 
$345, $205. '46 Super 4-dr., $200. 
$4,900* (PS); (60) 
(62) coupe, $4,475* 
(PS), $4,450* (PS). '52 (60) 4-dr., $3.- 
700* (PS); conv., $3,460*; (62) coupe. 
$3,250*; 4-dr., $3,190*. '51 (62) 4-dr., 
$2,450*, $2,400*; (60) 4-dr., $2,905* 
$2,270*; Coupe deVille, $2,705*; conv., 
$2,665*. ‘50 (62) 4-dr., $2,060*. 49 (41) 
coupe, $1,660*; (62) coupe, $1,435*; 4- 
dr., $1,530*. "48 (60) 4-dr., $1,100*. 47 
conv., $895*. '41 (62) $235. 

Air 4-dr., $1,935: 
Sport coupe, 2 at $1,925; Bel Air 
conv., $1,840; (210) 4-dr., $1,820, §$1,- 
655; (150) club coupe, $1,635; %-:on 
pickup, $1,410, $1,390, $1,350, $1,345 
*52 SL Deluxe 4-dr., $1,195. ‘51 station 
wagon, $1,355; Bel Air, $1,285, $1,225°. 
$1,110*; conv., $1,170; SL Deluxe 4- = 
$1,015*, $985*, $845; FL Deluxe 4- 

$950; SL Delixe 2-dr., $945*; % ton 
pickup, $825, $775. °49 SL Deluxe 4-cr. 
$820, $640; club coupe, $770; FL Special 
2-dr., $680; SL Special 2-dr., $645; 


(Continued on Page 19, Col. 1) 


(PS); 
(PS); 

4-dr., $2,400*, 
4-dr., $1,485*; 
RM Riviera 2- 


RM 
Super 


4-dr., $4,700* (PS); 


(210) 
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Used-Car Auction Prices 


(Continued from Page 18) 


ton pickup, $610; conv., $590. '48 FL 
2-dr., $680. '47 SM 2-dr., $350. 
CHK YSLER—’53 NY 4-dr., $2,485* (PS); 


Windsor club coupe, $2,240*. '51 Windsor 
club coupe, $1,095*. ‘48 Windsor conv., 


DeSOTO—’'52 Fire Dome Sportsman, §$1,- 
; Carry All 4-dr., $1,070*. ’51 


Deluxe 4-dr., $710*. ‘49 Custom 4-dr., 

$705°. 

DODGE — ’51 Diplomat, $1,115*; %-ton 
$735. °47 coupe, $245. °46 4-dr., 


pickup, 
265, 


FORD—’53 Country Squire, $2,575*; Vic- 
toria, $2,300*, 2 at $2,220; (8) Ranch 
Wagon, $2,145, $2,120*; (8) conv., 2 at 


$2,000, $1,995; (8) Custom 4-dr., $1,- 
865*, $1,795; (8) F100 pickup, $1,430, 
$1,365. ‘52 Victoria, $1,785*, $1,750°; 


(6) Ranch Wagon, $1,770*, $1,515, $1,- 


420; (8) Ranch Wagon, §$1,675*; (8) 
conv., $1,560*, $1,540, $1,475*; Custom 
(8) 2-dr., $1,370*; Main (8) 4-dr., $1,- 
245; (8) FL %-ton pickup, $980. ‘51 
Victoria, $1,325*; (8) Custom 4-dr., $1,- 
260*, $1,085*, $945*, $860*; (8) Crest- 
liner 2-dr., $1,095*; (8) Custom 2-dr., 


$1,090", $1,085*. '50 (8) conv., $970; (8) 
Custom club coupe, $950*, $800*; 4-dr., 
$835, $705; (8) Deluxe 2-dr., $810; (6) 
Custom 2-dr., $795*, $730; (6) Deluxe 
business coupe, $775; (6) Deluxe 2-dr., 
$745. °49 (8) conv., $800*; (8) Custom 
club coupe, $670; (8) Custom 4-dr., 
$615; (8) Deluxe 4-dr., $605*. ‘47 (8) 
conv., $445; (8) Super Deluxe 4-dr., 


$345. 

HUDSON — '53 Hornet 4-dr., $2,220*. '52 
Commodore (8) 4-dr., $1,375*. '51 Com- 
modore (8) 4-dr., $1,035*. "50 Commo- 
dore (6) 4-dr., $775*; Pacemaker (6) 
2-dr.. $465. °49 (6) 4-dr., $470. °46 Super 
(6) 2-dr., $225. 

LINCOLN—’53 Capri coupe, $3,660*, $3,- 
565* (PS); Cosmopolitan coupe, $3,180*; 
4-dr., $2,920°; Capri 4-dr., $2,900*. ‘52 
Capri coupe, $2,855° $2,730*; Cosmopoli- 
tan coupe, $2,635*. ‘51 Capri coupe, $1,- 
645°. '49 Cosmopolitan 4-dr., $470*. 

MERCURY—’53 Monterey coupe, $2,475*. 
’52 Sport coupe, $1,875*; 4-dr., $1,775*, 
$1,700*, $1,590*; Sport coupe, $1,675*. 
"51 4-dr., $1,355*; club coupe, $1,230*. 
’50 club coupe, $955*, $925*; 4-dr., $835. 

NASH—’52 Rambler country club, $1,055*. 
’51 Rambler country club, $930*; States- 


man Custom 4-dr., §$720*; Super 4-dr., | 
$655, $655*. 

OLDSMOBILE—'53 (98) Holiday, $3,300* 
(PS), $3,145*; (88) Holiday, 2 at §3,- 
065*; (98) 4-dr., $3,050* (PS), $2,790* 
(PS); (88) Super 4-dr., $2,855* (PS), 
$2,800*, $2,750*, $2,720*; (88) Deluxe 
4-dr., $2,135*. '52 (98) 4-dr., $2,100*; 
(88) Super 4-dr., $1,795*; (88) Deluxe 
4-dr., $1,775*. ’51 (88) Super 4-dr., $1,- 
645*; 2-dr., $1,500*; (98) 4-dr., $1,320*. | 


"50 (88) Holiday, $1,440*; 2-dr., $1,155*; 


4-dr., $1,120*, $1,060*; conv., $1,100*; 
(98) 4-dr., $1,065*. °49 (98) conv., 
$830*; (98) 4-dr., $525*. °47 (76) 4-dr., 
$345, $300. 


PLYMOUTH—’53 Suburban, $1,975, $1,955; 
Cranbrook 4-dr., $1,900*, $1,440. 
Suburban, $1,425, $1,285; Cranbrook club 
coupe, $1,150; Cranbrook 4-dr., $1,035, 
$955. °51 Belvedere, $1,065, $1,005; 
Cambridge 4-dr., $950. °50 Cambridge 
2-dr., $840; Deluxe 2-dr., $675. °48 
station wagon, $270. '47 Special Deluxe 
4-dr., $420; Deluxe 4-dr., $250. 


59 | 





$2,765", | 


PONTIAC—'53 Custom Catalina, 
$2,760*, $2,720*, $2,715*, $2,685*, $2,- 
620*; (8) conv., $2,690* (PS), $2,550*, 
$2,455*, $2,240*; (S) Deluxe Catalina, | 
$2,525*; (8) 4-dr., $2,515* (PS), $2,490* 
(PS); (8) 2-dr., $2,325*. '52 (8) conv., 
$1,.445*, $1,430*, $1,335*; (8) station | 
wagon, $1,425*;(8) 2-dr., $1,380*. °51 | 
(8) Deluxe Catalina, $1,545*, $1,275*; 
(8) station wagon, $1,330. '50 (8) Super 
Catalina, $1,375*, $1,295*; (8) Deluxe 
Catalina, $1,205*; (8) 4-dr., $1,095*. '49 


(6) 2-dr., $750; (8) station wagon, $800*. 
WILLYS—'52 2-dr., $1,120*. 


CLEVELAND, O. 


(Cleveland Auto Auction. Sale every 
Wednesday. Prices are for sale of Sept. 
16.) 

(Good sale. Some prices a little firmer 
than previous past two weeks. Sold 49 
cars out of 89 entries.) 

BUICK—’'52 Super Riviera 4-dr., $1,605* 
‘51 Super 4-dr., $1,160*. '50 RM Riviera 
4-dr., $950*; Special 4-dr., $905*, °49 
Super 2-dr., $650. 

CADILLAC—'50 (62) 4-dr., $1,875* 

CHEVROLET—'51 FL Special 4-dr., 
‘50 FL Special club coupe, $725. 
sedan delivery, $125. 


$910 
"47 


CHRYSLER—'51 Imperial club coupe, $1,- | 


510* (PS); 4-dr., $1,450*% (PS). ‘'46/ 
Royal 4-dr., $200. 

FORD ‘52 Custom (8) 4-dr., $1,275; 
Main (6) 2-dr., $900; Main (8) 2-dr., | 
$910. '51 Custom (8) 2-dr., $925; (8) 
Victoria coupe, $1,150; Deluxe (6) 2-dr., 
$765. ‘49 Custom (8) 2-dr., $500. 

HUDSON—’50 Super 4-dr., $500. 

MERCURY — '51 club coupe, $1,140. ‘49 
4-dr. sedan, $550. '47 4-dr. sedan, $150. | 

OLDSMOBILE—’51 (98) Deluxe 4-dr., $1,- 
380*. °50 (98) Deluxe 4-dr., $1,000*, 
$900*, $800*. 


PONTIAC—’51 Super Catalina, $1,475*. '50 


Deluxe conv., $885. '48 Deluxe (8) 4-dr., | 


$375. 


STUDEBAKER—’'53 Regal Starliner, $1,- 


680. '51 Land Cruiser 4-dr., $775*. 
MASON CITY, IA. 
(Lapiner Auction Co, Sale every Wed- 
nesday. Prices are for sale of Sept. 16.) 
(Better activity, prices fair. Sold 97 

cars out of 141 offerings.) 

BUICK—'53 RM 4-dr., $2,515*, $2,465* 
"50 Special 2-dr., $915*; RM 4-dr., $935* 

CADILLAC—’51 Coupe deVille, $2,905* 
"50 (61) 4-dr., $1,885*; (62) 4-dr., $2.,- 
070*. '48 (62) 4-dr., $1,070*. 

CHEVROLET—'53 Bel Air 2-dr., $1,850"; 
4-dr., $1,765. ‘52 FL Deluxe 4-dr., $1,- 


230; 2-dr., $975, $1,195*. '51 FL Deluxe 
4-dr., $1,055; Bel Air 2-dr., $1,195. '50 
SL Special coupe, $710; FL Deluxe 4-dr., 


$850*. '49 station wagon, $850; FL De- 
luxe 4-dr.. $785, $700. ‘48 aerosedan 
2-dr., $595. "47 club coupe, $420; aero- 
sedan 2-dr., $395. 

DeSOTO—'53 Fire Dome 4-dr., $2,235". 

DODGE—’51 Coronet conv., $950*. 

¥ORD—’'53 Crest conv., $1,955*; Victoria, 
$2,030; Custom (8) 4-dr., $1,845*. ‘52 
Custom (8) 4-dr., $1,285*; Country 
Squire, $1,780*,. ‘51 Victoria, $1,220*; 


Custom (8) 2-dr., $890. '49 Custom (8) 
2-dr., $615*; 4-dr., $555. 

HUDSON—’50 Super (8) 4-dr., $605*. 
Super (8) 2-dr., $415*. 

MERCURY—’53 Monterey coupe, 
4-dr., $2,395*, $2,270*, $2,235°, 
tom 2-dr., $1,590*, °51 (8) 2-dr., $1,185*, 


"49 
$2,310°; 


$915*. '49 4-dr., $785*. °47 4-dr., $450. 
NASH—’51 Ambassador 4-dr., $875*. 
OLDSMOBILE—’50 (88) 4-dr., $825*, '48 | 


(98) 4-dr., $425*. 

PLYMOUTH — '53 Suburban, $1,955*. °52 
Cambridge 4-dr., $1,055. °51 Cranbrook 
club coupe, $905. °48 4-dr., $340. 

PONTIAC—’53 (8) 2-dr., $2,050. '52 
4-dr., $1,420*. °51 (8) 4-dr., $1,060. 
(8) 4-dr., $900*. 

STUDEBAKER—’51 
$825*; Commander 
Champion 2-dr., $285. 

WILLYS—’49 4WD pickup, $550. 


N. LITTLE ROCK, ARK. 


(Arkansas Auto Auction. Sale every 
Tuesday. Prices are for sale of Sept. 15.) 
(Sold 35 cars out of 70 offerings.) 


BUICK — ’51 Riviera 2-dr., 
$1,050. ’50 Super 4-dr., $815, $800. 
Special 4-dr., $675. 


CHEVROLET — '52 SL Deluxe 4-dr., $1,- 
110. ’51 SL Deluxe 4-dr., $725, $530. ’50 
SL Deluxe 2-dr., $695. 
$705. '48 FM 4-dr., $535. 
$445. 

FORD—’'52 Custom (8) 4-dr., 
Deluxe (8) 2-dr., $1,185, 


(8) 
"50 


2-dr., $840*%. °47 


"49 


’47 FM 2-dr., 


$1,230. ‘51 
$1,025. ‘50 


Val Strough, President 





’52 Cus- | 


Champion 4-dr., | 


$1,160, 4-dr., | 


49 FL 2-dr., | 


Custom (6) 2-dr., $500. °49 Custom (8) 
2-dr., $595. '48 Super Deluxe 2-dr., $330. 
‘47 Super Deluxe 4-dr., $450, $380. °41 
Detuxe 2-dr., $135. 

HUDSON—’51 Super (6) 2-dr., $700. 

KAISER—’51 Deluxe 4-dr., $595, $590. 

MERCURY—’53 Custom 4-dr., $2,025. '51 
(8) 4-dr., $930. 

NASH—’50 Rambler conv., $335. 

OLDSMOBILE—’51 (98) 4-dr., 
(88) 2-dr., $675, $375. 

PLYMOUTH — ’52 Cambridge 2-dr., $900. 
‘51 Cambridge 2-dr., $795. 


$1,160. °49 


’47 Deluxe %-ton, $145. 


FT. WAYNE, IND. 


(Carl Markers Auto Auction, Sale every 
Tuesday. Prices are for sale of Sept. 15.) 

(Market steady. Consigners accepting 
| bids. Newer clean cars in demand. Cars 
| not so clean hard to sell, Sold 123 cars 
| out of 172 offerings.) 


BUICK—’53 Special 2-dr., $1,880*. ’52 RM 
| 4-dr., $1,870*; Super Riviera 2-dr., $1,- 
850*, $1,940*. °51 Super 4-dr., $1,460*, 


$1,365*; Special 4-dr., $1,185. ’50 Special 





2-dr., $865, $775; 4-dr., $890*, $1,000*; 
| Sedanet, $810; RM 4-dr., $805. '49 RM 
4-dr., $520. ‘48 Super conv., $500. °47 


RM 2-dr., $400. 
| CADILLAC—’51 (62) 4-dr., $2,600*. 
CHEVROLET—’53 Bel Air 2-dr., $1,660*. 
52 Bel Air 2-dr., $1,480*; SL 4-dr., 
$905. ’51 SL Deluxe 4-dr., $1,050, $1,- 
010; 2-dr., $925, $900, $770; conv., $985; 
SL Special 2-dr., $750, $715. ’50 SL De- 
luxe 2-dr., $835*, $725; Bel Air, $985, 
| $810; FL Deluxe 2-dr., $885, $775. '49 
| FL Deluxe 2-dr., $580, $570, $560, $550. 
’48 FM 4-dr., $400. 47 FM club coupe, 
| $290, $255. '46 club coupe, $355; 2-dr., 
$330, $150. 
CHRYSLER — '53 
Windsor club coupe, 


NY 4-dr., 
$300. 


$2,475*. 


hile / 7; 
and Doubled 


Our Lubrication Sales” 


Linco/n 


a easels 


STUDEBAKER—’50 Champion coupe, $425. | 





‘a7 | 





“I understand 
machine being tried out by an 


auto manufacturer. 
knob for the model you want, de- 





posit your payment, and out 
rolls your car!” 

FORD — ’53 Main (8) 4-dr., $1,400*%. '52 
Main (8) 2-dr., $1,240*; Custom 2-dr., 
$1,360. °51 Victoria 2-dr., $1,225*, $1,- 
220*; Custom 2-dr., $1,055, $1,010, $985, 
$855; (6) 4-dr., $825; Country Squire, 
$825. °50 Deluxe 2-dr., $560; Custom 
conv., $610. '49 Deluxe club coupe, $580, 
$475; Custom 4-dr., $585; 2-dr., $450; 





ACME. AUTO 
SALES INC. 





Hipess 


it’s a vending 


Press the 








re 
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Deluxe conv., 


conv., $500. ‘47 Special 
$390. 

MERCURY—’51 Monterey club coupe, $1,- 
225*. '50 Deluxe 4-dr., $1,035*, $880. '49 
Deluxe 2-dr., $655; 4-dr., $600. '46 4-dr., 
$300. 

NASH—’51 Custom Rambler station wagon, 


$655. 

OLDSMOBILE—’53 Super (88) 2-dr., §$2,- 
475*. °52 (88) 4-dr., $2,010*. '50 (88) 
2-dr., $990. '47 2-dr., $200. 

PLYMOUTH—’53 Cambridge 2-dr., $1,450*, 
$1,445*; Cranbrook 4-dr., 5 at $1,550*; 
2-dr., $1,540*; club coupe, $1,525*. ‘52 
Cambridge club coupe, $1,000. '50 Deluxe 


2-dr., $580. °'49 Special Deluxe 4-dr., 
$675. ‘47 Deluxe 4-dr., $360. 
PONTIAC — '53 Chieftain (8) 4-dr., §$2,- 
125*. ‘52 Chieftain (8) 4-dr., $1,550*. 
’51 Chieftain Catalina (8), $1,600*; (8) 
4-dr., $1,150*, $1,200*. ‘50 (8) 4-dr., 


$1,025, $870; 2-dr., $915; 2-dr., (6) $605. 
'49 (8) 2-dr., $730; 4-dr., $730. '48 (8) 
sedanet, $510. ‘47 Torpedo (8) conv., 
$340. '46 Torpedo (8) sedanet, $300. 
STUDEBAKER—’53 Champion club coupe. 
$1,500* (ps). '51 Champion 4-dr., $620. 
’50 Commander Land Cruiser, $650, $605. 
WILLYS—’53 Aero Eagle hard top, $1.- 
375*. °49 Jeep (6) station wagon, $550. 


FARGO, N. D. 


(Tri-State Auction Co. Sale every Thurs- 
day. Prices are for sale of Sept. 17.) 
(Market holding steady. Seld 74 cars 
out of 110 offerings.) 
BUICK — '53 Special 
RM sedan, $700. 
CADILLAC — '51 (62) sedan, $2.390*. 
Fleetwood sedan, $1,310*. 
CHEVROLET—’53 Bel Air sedan, $1,860*; 


sedan, $2,325". ‘49 


"49 


(210) sedan, $1,625*. ‘52 FL Deluxe 
sedan, $1,135. °51 FL Deluxe sedan 
$990*, $940, $915, $870. '50 SL Deluxe 


(Continued on Page 24, Col. 1) 


Be Sure 


TO CHECK THESE 


2 


on every car 





POINTS 
FOR EXTRA 
SALES 


you service: 


<V/ Check the Fan Belt 
</ Check the Air Cleaner 


+/ Check the Oil 


Filter 


</ Check the Spark Plugs 
</ Check the Battery and Cables 
+/ Check Radiator Hoses 


~/ Check Brakes 


+/ Check the Mu 
Pipe 


ffler and Tail 


</ Check all Lights 
Check the Tires 
v/ Check the Windshield Wiper 


and Washer 


V Replace lost or damaged 
Grease Fittings with Lincoln 
BULLNECK* Fittings... 
the modern fitting with the 
ball-in-the-top. Seals dirt 


out... grease 


in. 


*Tradename Registered 


THE MOST TRUSTWORTHY NAME 
LL a a 
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~ New Commercial Car Registrations, 14 States for August, 1953-1952 
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The following advertised-delivered prices 


include the retali list price suggested by 
the factory, provision for Federal taxes, 
and suggested delivery and handling 


— 


costs, state and 


do not cover transporta- 
local taxes, op- 


tonal equipment or any other charges 
that may be passed on to the retail buyer. 


ALLSTATE — Four—2-dr. sed., 


Six—2-dr. sed., $1,561.18. 
Sears, Roebuck & Co. 


areas.) 


AUSTIN—A-30 sed., $1,495; A-40 Som- 
erset sed., $1,795; stat. wag., 1,895; conv., 


$1,399. 
(Sold only by 


a88s: A-40 sports conv., $2, 295. ‘Austin- 
y 100 sports conv., $2,985. (Delivered | models. Fluid-Torque standard on Custom 


at U. 8. ports.) 
BUI 


$2,255.32; 2-dr., Deluxe sed., 


Special—4-dr. sed., $2,208.76; 
2-dr. sed., $2,149.32; 4-dr., Deluxe sed., 


$2,196.88; 


Riviera cpe., $2,295.43; conv., $2,553.17 


Super — 4-dr. Riviera, 
cpe., $2,610.56; conv., 
wag., $3,429.73. Roadmaster — 4-dr. Rivi- 
era, $3,254.36; Riviera cpe., $3,358.05; 


Skylark oon car, $5,000. 
standard Roadmaster models, optional 


$2,696.17; 


at 3192.50 0 on all others.) 


OADILLAO — Series 62—4-dr. sed., $3,- 
666.26; cl. cpe., $3,571.33; Coupe de Ville, 
$3,994. ‘ST; ; conv., $4,143.72. 
cial—4-dr $4,304.88. Series 
pass. sed., $5,604.34; lim., $5,817.73. Eldo- 

(Hydra-Matie 


CHEVROLET — One-Fifty — 4-dr. 


rado—conv., $7,750. 


$3,001.59; 


Riviera 
stat. 


Series 60 Spe- 
15 -— 8 | 201. 


sed., 


$1.670; 2-dr. sed., $1,613.; cl. cpe., $1,620; 
bus. cpe., $1,524; 6-pass. stat. 


wag., 
010. Two-Ten —4-dr. sed., $1,761; 
., $1,726; spt. cpe., 


—4-dr. sed., $1,874; 2-dr. rot. $1,820; spt. 
(Powerglide 


cpe., $2,051; conv., 


optional at 178.36 cn Two-Ten and Bel Air 


a 


wag., $3,288. 
ar. eed. 


$2,- 
2-dr. 


— Windsor—4-dr. #.- 
492.25 (8-pass., $3,433); cl. cpe., saan : 

75. Windsor Deluxe—4- 
$2,721; Newport, $3,025.25; conv., 





Current 


$3,246.75. New Yorker — 4-dr. sed., $3,- 


184.50 (8-pass., 


Newport, $3,522; 
New Yorker Deluxe—4-dr. 
stores in certain cl. cpe., $3,298.50; Newport, 


stat. 


$4,369); cl. cpe., $3,155.50; 
wag., $3,932.75. 
sed., 


. 327.50; 
.687.75; 


conv., $3,980. Custom Imperial—4-dr. sed., 
$4, 259.50: Iim., +4, Tet; Newport, $4 


Crown I 
lim., $7,043.75. 


,560. 25. 


$6,921.50; 


“(Fluid - Matic optional at 


$130.10 on Windsor, 


Imperial and Crown Imperial; 


standard on other 
optional at 


$139.75 on other eight-cylinder models, at 
$106.40 on Windsor Deluxe and at $236.50 


on Windsor.) 


385.75 (8-pass., 


el, 


cpe. 


DeSOTO—Powermaster 6—4-dr. sed., 2: - 
$3,281); 


$2,364 


Sportsman, $2,634.25; stat. wag., $3,107. 75. 
Fire Dome V-8—4- dr. sed., $2, 673 (8-pass 

$3,558.75); cl. cpe., $2,651.50; Sportsman, 
$2,922.50; conv., $3,144.25; stat. wag., $3,- 


optional at $236.50 on V-8s only.) 
DODGE—Meadowbrook 6—4-dr. sed., $2,- 


$2,385.50; conv., 


024. a: cl. cpe., $1,983; 
Coronet 6—4-dr. sed., 

epe. 2.100. nee De sed., $2,- 

stand- 4.50; cl. cpe 

. $2,519; 


381. (Tip-Toe Shift optional at $130.10 on 
all models. Tip-Toe Shift with Fluid Torque 


stat. wag., $2,- 
$2,136; cl. 


Diplomat, 
stat, wag., 


527.50. (Fluid Coupling ‘optional at “sa8 to 
on all six-cylinder models except the Mead- 


owbrook station wagon. 


Gyro-Matic op- 


tional at $130.10 on all models except the 


Meadowbrook station wagon. Gyro-Torque 
optional at $233.50 on V-8s only.) 


6—4-dr. sed., $1,690.47; 


FORD—Mainline 

2-dr. sed., $1,641.59; bus. cpe., $1.537.33; 
stat. wag., $2,018.90. Oustomline 6—4-dr. 
sed., $1,782.69; 2-dr. sed., $1,733.79; cl 


cpe., $1,743.29. Mainline ‘8 — 4-ar. sed., 


conv., 
(Fi 


els.) 


FORD OF BRITAIN—Prefect 4-dr. 
$1,337.04; Anglia 2-dr. sed., 
Consul 4-dr. 
$2,075 (power top, 
Six 4-dr. sed., 
$2,425. 


entry.) 


HENRY J — Corsair Four — 2-dr. sed., 
$1,399. Corsair Deluxe Six — 2-dr. sed., 


$1,561.18, 


JAGUAR—Mark VII 4-dr. sed., $4,170; 
Mark VII 4-dr. sed., with automatic trans- 
mission, $4,450; XK-120 cpe., $4,065; modi- 


fied XK-120 cpe., $4,460; XK-120 open 


$2,229.92; 


sports, $4,035; 


sports, 


$4,430; 


conv., $4,608.50. 
of entry.) 


sed., $2,512.79; 


Traveler, $2,618.{i5. 


$2649.63; 
$3,923.91. (Hydra-Matic 


on, gptional at $178.55 on other models.) 


LINCOLN — Cosmopolitan 
$3,522; spt. cpe., 33,625. Capri—4-dr. sed. 


$3.766; 


**hardtop 


sed., 


stat. 


(Delivered at New 


modified XK-120 open 
$4,250; modified 
(Delivered at U. S. ports 


conv., 


* $3,869; conv., $4,030.50. 


KAISER — Carolina — 4-dr. sed., 
372.69; 2-dr. sed., $2,312.56. Deluxe—4-dr. 
club sed., $2,459; 4-dr. 

Manhattan—4-dr. sed., 
club. sed., $2,596.76. Dracon— 

standard 


— 4-dr. - 


sed., 
$1,179.07; 
$1,695; Consfl conv., 
$150 extra); 
$1,890; Zephyr Six conv., 
York port of 


Zephyr 


$2,- 





465. Morris Ox 
wag., $2,385 


Prices on New Cars 


$2,266.76. Crestline 8—Victoria, $2,120.23; 
wag., $2,403.24; 
‘ordomatic optional at $184 on all mod- 


in New York City.) 


hardtop, 


2-dr. 


125; conv., 
Statesman 


$2,150; 
Super — 4-dr. .sed., 
2-dr. sed., $2,143.55. Statesman Custom— 
4-dr. sed., $2,331.70; 2-dr. sed., $2,309.50; 


sed., $1,535; 2-dr. sed., $1,435; conv., $1,- 
lord—saloon, $2,150; stat. 
\. G/TD — standard conv., 
$2,115; Mark II conv., $2,360. (Delivered 


NASH—Rambler Super — Suburban, §2,- 
002.60. Rambler Custom — Hardtop, §$2,- 
stat. wag., $2,118.90. 
$2,178.35; 


$2,433.20. Ambassador Super — 


sed., 


sed. 


ear, $5,715. 


Fiesta, optional 
models. ) 


PACKARD—Clipper—4-dr. sed., 
2-dr. sed., $2,544; Sportster hardtop, $2,- 
805. Deluxe 


2-dr. sed. 


on Drag: | sed., 


(Hydra-Matic standard on all models. ) 


MEROURY — Custom — 4-dr. sed., §2,- 
250.50; 2-dr. sed. $2.193.50: «nt. cpe.. 
$2,315. Monterey — 4-dr. sed., $2,332.50; 


Siar Shade 


$2,451.50; 


925.58. 


optional at $189:81 on we oo 


MORRIS and MG—Morris Minor—4-dr. 


531; 


$3.2 


lim., $7,100. 
trician and formal sed., 


44 ; 


4-dr. sed., $2,557.20; 2-dr. 
Ambassador Custom—4-dr. sed., $2,716.45; 


$2,695; 


sed., 
$2,461. "71; 


sed., $2,520.75. 


hardtop, $2,828.60. 
(Hydra-Matic optional at $178.85 on States- 


man and Ambassador. ) 
OLDSMOBILE—Deluxe 88 — 4-dr. oe. 


$2,327.09; 2-dr. 
—4-dr. 


$2,261.62. 


Super 88 


2-dr. sed., $2,- 
395.25; hardtop, $2,673. 39; conv., $2, 852.59. 
Classic 98—4-dr. sed., $2, 785. 82; hardtop, 
$3,021.75; conv., 


$3,228.84; Fiesta sports 
(Hydra - Matic standard on 


on all other models. ) 


$1,765; cl. 
617.50; stat. 
4-dr. sed., 
Belvedere, $2,064; ‘conv., 


wag., $2,207.25. 


wag., 
$1,872. 


— 4-dr. sed., 


at $178.35 on all other 


$2,598; 
$2,745; 


$2,691. Packard—Cavalier 4-ar. 
Mayfair hardtop, 
conv., $3,486; Patrician 4-dr. 
Caribbean conv., 


$3,278; 


sed., $3,740; 
$5,210; formal sed., $6,- 
executive sed., 


$6,900; corporation 
(Ultramatic standard on Pa- 


_ 8. 
cl. cpe.. 


optional at $199 


PLYMOUTH — Cambridge — 4-dr. sed., 
sed., $1,727.25; bus. cpe., $1,- 


$1, 2.50: 


$2,220; stat. 


(Hy - Drive optional at 


$145.80 on all models.) 


PONTIAC — Chieftain 6 Special — 4-dr. 


sed., ren: 2-dr. sed., $1,956.36. Chief- 
tain 6 Deluxe—4-dr. sed., $2,118.53; 2-dr. 


sed., $2,060.28; conv., 
_—4-dr. sed., 


$2,031.45. 


$2. 444.21, 
"$2,089.62; 2-dr. sed., 
Chieftain 8 Deluxe—4-dr. -. 
$2,193.51; 2-dr. sed., $2,136.32; conv. 
517.66. Catalinas — Deluxe 6, $2, 
Custom 6, $2,370.43; Deluxe 


364.30 


8, $2,379.99: 


Chieftain 


Custom 8, $2,446. Station wagons—Two- 
seat Special 6, $2,449.61; three-seat Spe- 
cial 6, $2,505.15; two-seat Deluxe 6, §$2,- 
589.61; two-seat Special 8, $2,524.61; 
seat Special 8, $2,580.15; two-seat Deluxe 
Grain finish on all station 
(Hydra-Matic optional 


8, $2,663.61. 
wagons, 


$80 extra. 
on all models at $178.35.) 


three- 


ROOTES—Hiliman Minx—4-dr. sed., $1,- 


699; 


California 


hardtop, $1,899; 


conv., 


$1,899; Hillman stat. wag., $1,949. Humber 


—Haw 


Snipe touring lim., Pp . 
$5,110. beam 
conv., 


conv., 


sed 


598; 


sed., $2,399; Hawk touring lim., 
$2,699; Super Snipe 


oe Super 
lim., 
Talbot -- Sed. $2,699 


ered at U. S. coastal ports.) 
STUD 


EBAKER—Champion 
dr. sed., Tse 2-dr. sed., $1,735.12. 


2-dr. 


sed., 


868.21. 


$1,954 


— * 


juxe — 4-dr. sed., $1,862.83; 
cpe., $1.- 


$1,830.58; 5-pass. 


Regal—4-dr. 
949.17; 2-dr. sed., $1,916.92; 5- 
55; hardtop, 


$2,115.80. 
, $2,121. ai 


matic Drive optional a 
Pion, $243.08 on Gemsnelien. 


WILLYS — Aero Lark — 4-dr. sed., $'.- 
Falcon 


sed., $1,- 
. Cpe., 


= a 


315.64. (Auto 


$231.24 eon Chaia- 


as 2-dr. sed., $1,640.99. Aero. 
$1,856.95; 2-dr. sed., $1,792. <3. 
foe ee De sed., $2,038. 


4-dr. 


$1,963.50. Aero 


157.18. Station 


$2,304 


} 2-dr. sex. 


nn st20005)) a Pad 
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The luxury of Genuine Leather costs you nothing 


N | | 
1 No other automobile upholstery material 
is so distinguished, and yet so practical as gen- 
uine leather. 

For leather /asés. It resists wear and tear... 
fading due to strong sunlight . . . and a damp 
cloth keeps it clean. Leather has a “feel” all its 
own, too. It is comfortable in all weather . . . and 
it’s easy to “slide” on always. Then, of course, 
leather is always beautiful. Like finest silver, it 
develops a rich patina with age and use. 

And the wonderful thing is that genuine leather 
imparts its luxury and practicality for nothing. It 
lasts for the life of your car. It costs you less to 
keep up. It saves you the cost of slip covers. It adds 
immeasurably to the trade-in worth of your car! 





Genuine Leather Upholstery in this Packard Carib- 
bean is standard equipment. Manufacturers of many of 
America’s fine cars feel that the Luxury of Leather is 
necessary as the finishing touch to their finest models. 
But its luxury actually doesn’t cost a cent! 


Here’s how we’re helping you sell Genuine Leather upholstery 


Four-color ads, like the above, will soon be appearing at frequent intervals 


in many important consumer magazines. 


These ads will help you get the added profits that come from selling Genuine 
Leather upholstered automobiles. Use the sales points included in the copy of 
these advertisements and you'll find leather sales easier than you ever 


thought possible. 


The pictures on this page show you how 


much better your car can look in Genuine Leather 


tear... flame resistant . . 


Seat bolsters and trim on 
the DeSoto Sportsman are of 
Genuine Leather. Leather 
is used not only for its dis- 
tinguished looks, but also 
because it lasts . . . because 
colors keep in leather for 
years and years! 


Time makes the heart grow fonder 


of Genuine Leather 





In the Lincoln Capri genuine leather is used throughout the in- 
terior. Leather pays off not only with beauty that increases with age 
. .. but with rugged wear-and-tear resistance. For leather is hard to 
. and simple to clean. 





THE UPHOLSTERY LEATHER GROUP, INC. 


141 East 44th Street, New York 17, N.Y. 


THE UPHOLSTERY LEATHER GROUP, INC. 


141 East 44th Street, New York 17, N. Y. 


AMERICAN LEATHER MANUFACTURING CO., Newark, N. J. 
THE ASHTABULA HIDE & LEATHER CO., Ashtabula, Ohio 
BLANCHARD BROS. 
EAGLE-OTTAWA LEATHER CO., Grand Haven, Michigan 
GARDEN STATE TANNING INC., Pine Grove, Pa. 

THE LACKAWANNA LEATHER CO., Hackettstown, N. J. 
RADEL LEATHER MANUFACTURING CO., Newark, N, J, 


& LANE, Newark, N. J. 
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AUTOMOTIVE NEWS, SEPTEMBER 28, 


Courtesy Cars for Police Convention— 


To make their stay in Detroit more pleasant, the police chiefs of the country, who 
had gathered in the Motor Capital for their national convention, were given 50 
courtesy cars. John W. Chenault (left), fleet sales manager for the central region 
of the Ford division here, presents the cars to James A. Hoye, Detroit traffic director. 


Wondering how new-car and truck production and sales are making out? AUTOMO- 
TIVE NEWS gives you the entire story, plus many other pertinent facts concerning the 
automotive industry, every week throughout the year. 


Lawsuits Affecting Dealers ... 


1953 


having driven it about 300 miles 
for repairs and returned it 20 or 3 
times, and each time was assured 
that it would be put in good con. 
dition. That was never done. 


Court Decisions — re 


By Leo T. Parker 
Attorney at Law 
Aa to a late higher 
court decision a dealer is liable | 
on an “implied warranty” that a/| 


new auto is reasonably worth the| 


purchase price and without defects. 


For example, in Kohn v. Ball, 254 
S. W. (2d) 755, the testimony 
showed facts, as follows: 


One Ball bought a new Buick 
from Paris Motor Co. In a day or 
two, the car when exposed to rain 
leaked around the doors and front, 
damaging the seats and floor cover- 
ings. Upon complaint by Ball, re- 
peated efforts were made by the 
dealer to correct the defect. 

Ball sued the dealer for dam- 
ages, based on an implied war- 

ranty, 

The dealer defended the suit, first, 
on the grounds that he was not 
liable on an implied warranty be- 
cause the express warranty of the 
manufacturer excluded the implied 
warranty of the dealer, and, second, 


pape ie ar eee 1 eae tin 
TAS * 


Buyer Awarded Damages 


fp higher court awarded John- 
son $1,500 damages, saying 
“As we have stated, the verdict 
| was for $1,500 for all damages. The 
| appellant (White Motor Co.), over. 
TH higher court held the dealer | looks the testimony of the appellee 
liable for $450 damages to Ball, (Johnson), that if the truck was in 
and said: the condition it was supposed to 
“A warranty as to the condition|be and as recommended to him, it 
of the car when sold is imposed|was worth what he paid for it, 
upon the dealer. The measure of | $1,785.85, and that the fair and 
damages is the difference between | reasonable market value of the 
the value of the goods at the time|truck in the condition it actually 


| because Ball had complained di- 
rectly to the manufacturer about | 


defects in the auto. 
” 


| Dealer Held Liable 


hangeover Business 


of delivery and the value they | 
would have had if they had 
answered to the warranty.” 

For comparison, see White Mo- 
tor Co. v. Johnson, 254 8S. W. 
(2d) 931. 
In this case the testimony showed 
these facts: 

One Johnson bought a new Ford | 
truck from White Motor Co., a| 
dealer, for which he paid $1,734.21, | 
plus the usage tax and license fee. | 
Soon afterward Johnson took the| 
truck back to the dealer, after) 


| 


ase PE Al 


ed 


| 
| 


was in was $535.” 
Also, the court awarded Johnson 


| $250 additional damages for loss of 
use of the truck while it was in the ” 


dealer’s shop for repairs. 


In answer to the dealer’s argu- 
ment that Johnson was not en- 
titled to a favorable verdict 
because he failed to promptly 
rescind the contract, and deliver 
the truck back to the dealer, the 
court said: 


“Concerning the contention that 
|the appellee (Johnson), must have 
| promptly offered to return the truck 
and to rescind the contract, we 
point to the fact that it was re- 
turned within three weeks and 
continuously thereafter for repair, 
and the defendant (White Motor 
Co.), continuously assured the pur- 
chaser that it would be put in good 
condition and repeatedly undertook 
|to make it work properly. In any 
|event, the purchaser had the right 
| of election to rescind or to sue for 
damages, and he elected the latter 
remedy.” 


* * * 


| Special Levy on Autos 
Upheld in Virginia 


Virginia’s Supreme Court of Ap- 
peals has upheld the constitution- 
|ality of laws permitting Arlington 
|County to impose a motor vehicle 
tax and to license businesses and 


| professions. 


The two cases were decided in a 
single unanimous opinion, written 


| by Justice Archibald C. Buchanan. 


They affirmed the Arlington County 
Circuit Court. 


‘New Firm Plans 


‘Electronics Work 


ifield of advanced electronics 


CLEVELAND. — Organization of 
a new West Coast corporation to be 
devoted to research, development 
and manufacturing in the general 
and 
guided missiles, has been an- 
nounced here. 

Formation of the Ramo-Wool- 
dridge Corp., Los Angeles, was 
| announced jointly by officers of the 
new firm, and J. D. Wright, presi- 
| dent of Thompson Products, Inc 


President is Dean E. Wooldridge. 
who for the past two years was 


| Vice-president of research and de- 


Cultivate Customers with Kendall Quality 


Kendall lubricants better 


are 


right from the start 


because they are refined and compounded exclu- 


sively from 100% Bradford Pennsylvania Crude Oil 


nature's richest crude. They're better 


because of advanced Kendall refining processes. 


Go after Lubrication 


and you'll get the Service 


all the way 


Products of an Independent Refiner... 


Ray 
maya 


Mr) 


Sold through Independent Distributors by Independent Dealers 


velopment for Hughes Aircraft Co. 
Vice-president and executive direc- 
tor is Simon Ramo, who until last 
week served as vice-president for 
operations at Hughes. 

Thompson Products will have a 
stock interest in the new corpora- 
tion, Wright said, and Ramo-Wool- 
dridge will provide Thompson with 
consulting services. 


Kuhs Opens U. C. Lot 


Kuhs Buick Co., 2837 North 
Grand Blvd., St. Louis, which hasn’t 
had a used-car lot for 11 years, has 
re-established its used-car business 
on a lot at 4850 Natural Bridge Ave. 
O. F. Parker, an employe of Kuhs 
for 26 years, is in charge. 


Continenta/ 
ENGINES 


SELL YOUR BEST RURAL 
CUSTOMERS THROUGH 


Oi a 
GENTLEMAN 
leader in Automotive Advertising 


Where Automotive Ownership 
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Again you get the good things first From CH RYS LER 


NOW IT'S 


POWER FP Lire 


America’s Finest Fully-Automatic Transmission 


Now, with Chrysler PowerFlite—the newest, finest and most automatic 
transmission in any passenger car—you enjoy completely effortless control 
of motion that frees your hand, your foot, your mind from all gear-shifting 
effort . . . that frees you from all strain and tension. You're safer in traffic. 
You can accelerate for passing in fewer seconds. Your car feels as 
answerable to your command as the very fingers on your hand! 


Available on the 
Imperial by Chrysler 


The Finest Car 
No clutch . . . in fact Chrysler PowerFlite is remarkable for the fewness of its 


America Has Yet parts (so simply and sturdily built that it's by far the easiest of all to service). 
Prockicsel Once again, as so often before, Chrysler Dealers are in the advantageous 
a © ae iy : 7 ; ep 
position of bringing the motoring public the good things first. This time 


with new PowerFlite! 
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(Continued from Page 19) 


‘49 SL Deluxe sedan, $660, 
‘47 SM sedan, $230. '46 FM 


$825. 
, "$540. 
, $315. 
— "63 Victoria, $2,176°) | $2,135° 
(8) sedan, $1,935°, $1,920°. ’ 
(8) Victoria, $1,190; sedan, 
; Deluxe sedan, $770, $685. '50 De- 
sedan, $305, $775, $690. 
$625, 
sedan 


, $540, $510, $385; De- 
b . . °48 ss De- 
sedan, $330. '46 Super Deluxe sedan, 
. *40 Deluxe sedan, $145. 
HUDSON—’52 Hornet sedan, $1,525". 
MEROCURY—’53 sedan, $2,265*, $1,900. '52 
sedan, $1,350°. '51 sedan, $1,150°. "47 


on "52 a cto. "i 
$960; Cranbrook jan, an 
Tonneresk: sedan, $875, $740. ''50 Deluxe 
sedan, $655. 49 Deluxe club coupe, $605, 
i 163 Chieftain Catalina, $2,600*; 
a arn $2,110°. °51 Chieftain 
$1,085, $1,080, $1,040. 
’53 Champion sedan, $1,- 
*60 Champion sedan, . 49 
$485. 


HORSEHEADS, N. Y. 


orseheads Auto Auction. Sale every 
weiaey. Prices are for sale of Sept. 18.) 
Prices down again this week. We are 
aidiaen dealers to buy for less and 
move them fast.) 
BUICK—’53 RM sedan, $2,590° (PS). '49 
Super sedan, $690°. 


panpesegt pr 


z3 


53 Bel Air sedan, $1,730. 
"50 FL Deluxe sedan, $815*; conv., 
$695*; Special, $685. ‘49 FL Deluxe 
sedan, , $605; club coupe, $675. '47 
SM sedan, $345. °46 Aerosedan, $250; 
SM sedan, $170. 

DeSOTO—’53 Fire Dome (8) sedan, $2,100. 
'61 Deluxe sedan, $945. 

DODGE — '53 Suburban, $1,825; Coronet 
club coupe, $1,670*. ’51 Wayfarer conv., 
$825. °50 Wayfarer sedan, $710. °'47 
conv., 260. 

FORD—’53 Custom (8) sedan, $1,725. '52 
Custom (8) sedan, $1,320; Main (6) 
sedan, $1,040. °'51 Custom (8) sedan, 
$835; Deluxe (6) sedan, $810. '50 De- 
luxe (8) sedan, $610. ‘49 Custom (8) 
conv., $580; sedan, $590, $655. 

KAISER — '53 Henry J Corsair (6) 2-dr., 
$1,075". '49 Deluxe sedan, $330. 

LINCOLN — ’51 Cosmopolitan sedan, $1,- 
415°. 

NASH — '51 Ambassador sedan, $940*; 
Ranch Wagon, $850. 

PLYMOUTH — '53 Cranbrook club coupe, 
$1,685; Belvedere, $1,715. '52 Cranbrook 
sedan, $1,145, °51 Cranbrook Belvedere, 
$980; Cambridge sedan, $870. 


PONTIAC—'47 (8) sedan, $295. 


EBENSBURG, PA. 


(Ebensburg Auto Auction. Sale every 
Thursday. Prices are for sale of Sept. 17.) 
(Older cars holding firm. Late cars 
moving but at new low prices. 


becoming acclimated to fall price de- 
cline, Sold 82 cars out of 119 offerings.) 
(CK—’53 
RM conv., $780*. 
sedanet, $395; Super sedanet, 
$240. '39 Century 4-dr., $150. 


CHEVROLET—’'53 Bel Air 4-dr., $1,710; 
(210) hardtop, $1,690; 4-dr., $1,620, 
$1,520; 2-dr., $1,590. °52 Special 


4-dr., $1,015; club coupe, $995. ’51 FL 

Deluxe 2-dr., $960; SL Deluxe 4-dr., 

$870; 2-dr., $865; sedan delivery, $550. 

‘650 Bel Air, $825*; SL Deluxe 4-dr., 

$890; 2-dr., $800; FL Special 4-dr., $785; 

2-dr., $760; %-ton pickup, $640. ‘49 FL 

Deluxe 4-dr., $725; 2-dr., $740; SL De- 

° ; 2-dr., $795, $550. °48 
FL 2-dr., $405; 8M club coupe, $400; FM 
conv., $280. °47 SM 2-dr., $470. °40 
Special Deluxe 2-dr., $265. 

CHRYSLER — °51 Windsor 4-dr., $1,125°, 
$1,120. 

DeSOTO—’53 Fire Dome (8) 4-dr., $2,255. 
*47 Custom 4-dr., $340*. °46 Deluxe 
4-dr., $350. 

FORD—’51 Custom (8) conv., $835*; conv. 
coupe, $925; 2-dr., $925. "50 Deluxe (8) 
2-dr., $705. °48 Super Deluxe (8) 2-dr., 
$440, $420; station wagon, $295. '47 De- 
luxe (8) club coupe, $405. ‘46 Super 
Deluxe (8) 2-dr., $115. °41 (8) conv., 
$100, ’30 4-dr., $160. 

MERCURY — '53 Monterey 4-dr., $2,100*. 
49 4-dr., $735. °48 station wagon, $295. 

NASH—’51 Statesman 4-dr., $860. 48 Am- 
bassador 4-dr., $450*; (600) 4-dr., $250. 
’47 Ambassador 4-dr., $350*. 

PLYMOUTH—’53 Belvedere, $1,775; Cran- 
brook 4-dr., $1,723*. '52 Cranbrook club 
coupe, $1,140. '51 Belvedere, $1,000. '50 
Deluxe 4-dr., $640, $620. °49 Special De- 
luxe 4-dr., $575. °48 Special Deluxe 2-dr., 
$400. °47 Special Deluxe 4-dr., $360, 
$325, 


Sellers | STUDEBAKER—’51 Champion 4-dr., 


$800°. "50 %-ton pickup, $400. '48 Com- 
mander 4-dr., $355*. °47 Champion club 


* coupe, $365. 
Special 2-dr., $1,950. °51 Spe- $500. 


FLINT, MICH. 


(Flint Auto Auction. Sale every Wednes- 
day. Prices are for sale of Sept. 16.) 

(Sold 57.6 percent of cars offered.) 
BUICK — °52 Super (8) Riviera 2-dr., $1,- 


915*; conv. coupe, $1,710*. °'51 Super 
Riviera 4-dr., $1,280*, $1,120; Special 
Riviera 2-dr., $1,225*; Special Deluxe 
2-dr., $1,090. '50 Super Riviera coupe, 


$1,220°; sedanet, $900; Special Deluxe 
4-dr., $950; RM Riviera 4-dr., $805; 
Special 4-dr., $655. ‘49 Super Sedanet, 
$650. °47 Super 4-dr., $355. 
CADILLAC—’50 (61) 4-dr., 
(61) 4-dr., $450. 
CHEVROLET — '53 (210) 2-dr., $1,540*; 
4-dr., $1,530*. °52 SL Deluxe 2-dr., $1,- 
080°. '51 SL Deluxe 4-dr.. $930; FL De- 
luxe 2-dr., $900, $875; FL Special 2-dr., 
$775; Suburban, $820. ‘50 
2-dr., $780, $700; 4-dr., $700. 
—— hb $515, $495. °47 SL Deluxe 


be 4-dr., $175. '46 aero- 
sedan, $310, $275; SM 2-dr., $280. 


DODGE — ’52 Export, $700. °50 Export, 
$385. °48 club coupe, $385. 

FORD—’53 station wagon, $2,110; Custom 
2-dr., $1,530°. 52 Custom (8) 4-dr., $1,- 
425°, $1,350°; 2-dr., $1,250*. ‘51 Vic- 
toria club coupe, $1,140*; Custom club 
coupe, $865; Custom (8) 2-dr., $940, 

$810, $720; 4-dr., $865. '50 (8) 2-dr., 


$1,910°. °47 


$800; Special 4-dr., $700; Custom 2-dr., 
2 at $600, $590. "49 Custom (8) 2-dr., 
$555; 4-dr., $465. °47 Super Deluxe (8) 
2-dr., $225. 

MERCURY — ’51 (8) club coupe, $1,030*. 
*60 (8) club coupe, $690. 49 4-dr., $495. 


OLDSMOBILE—’51 (98) 4-dr. sedan, $1,- 
sedan, $800. 


300°, °50 (88) 4-dr., 49 





Goods 
in Ohio’s primary market! 






(CUYAHOGA COUNTY) 


310,858 Cleveland Press families, highly 
concentrated in the primary Cuyahoga 
County* market, will deliver the kind of 
results you want your advertising to pro- 
duce. When you plan your advertising to 
get more business take advantage of the 


power of this great selling medium. 


Your nearest Scripps-Howard represent- 
ative will give you complete market infor- 


mation on Ohio’s No. 1 market. 


7 out of 10 read 


THE 
CLEVELAND PRESS 


OHIO'S LARGEST DAILY 


*Cuyahoga County has a greater retail 
sales volume than any one of 20 entire 
states. (S.M. 1952) 
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(98) 4-dr., sedan, $550. "48 club 


edan, 
$340, 
PACKARD—’52 (200) Deluxe 4-dr. -edan, 
$1,400°.''51 4-dr. sedan . 
PLYMOUTH—'53 Cambridge club secin, 2 
at $1,300°. '52 Cranbrook club . 
$1,010. ’51 conv. coupe, $940; Cran >rook 
4-dr., sedan, $730. 50 Deluxe club coupe, 
$690. '49 Deluxe 4-dr. sedan, $485 
PONTIAC—’53 Chieftain 2-dr. sedan. $1,. 
800°. '51 Catalina 2-dr. sedan, $1 120°. 
Chieftain (8) 4-dr., sedan, $1,020". ‘59 
Catalina 2-dr, sedan, $1,175*; Chic ftain 
deluxe 4-dr. sedan, $915; 2-dr. sedan, 
$860. °49 Chieftain 2-dr. sedan, $675: 
Chieftain Deluxe (8) 4-dr. sedan, $500. 
‘ave 4-dr. sedan, $310, $225. °46 coupe, 
STUDEBAKER—’52 Commander 4-dr_ se. 
dan, $785. '51 Land Cruiser 4-dr., $789. 
Champion 4-dr., $695. ’50 4-dr., $475. ‘49 
Champion 4-dr. sedan, $505. °48 Cham. 
pion 4-dr. sedan, $320. 


DYER, IND. 


(Dyer Auto Auction. Sale every Friday. 
Prices are for sale of Sept. 11.) 
(Good active sale on all models. Sold 
148 cars out of 222 offerings.) 
BUICK—’53 Super sedan, $2,450*, $2,390°. 
Riviera, $2,750*, $2,550°. '52 Super 
sedan, $1,595*, $1,575°. ’51 Super conv., 
$1,426°; sedan, $1,410*, $1,180. '50 Super 
sedan, $1,080, $1,000, 2 at $930, $830. 
*49 Super sedan, b 
CADILLAC —'53 (62) sedan, §$4,400°; 
(60-8) sedan, $4,355*; conv., $4,760°. 
"52 (62) coupe, $3,570. '51 (62) sedan, 
$2,535, $2.425. ’50 (62) coupe, $2,170. 
CHEVROLET—'53 Bel Air conv., $2,090*: 
(210) sedan, $1,600. ’'52 SL Deluxe sedan, 
$1,290*, $1,160, $1,130, $1,090. °51 sL 
Deluxe sedan, $1,000, $955, $950. 50 FL 
Deluxe sedan, ag 49 SL on 
sedan, $600, $550. ’ sedan, $370. 
CHRYSLER — '52 Windsor sedan,’ $1,475*. 
’61 Windsor Newport, $1,300*. '50 NY 
sedan, $710. 49 station " *, 
DeSOTO — ’'53 Fire Dome sedan, $2,350*. 
Custom 
sedan 


*51 Custom sedan, $1,150*, °49 

DODGE—'53 Meadowbrook sedan, $1,660°, 

$1,505. 0 
Meadowbrook sedan, 


$1,190*, $1,- 
$1,100, $1,090; Victoria, $1,535*, 
*, ’°51 Custom (8) 


. $275, $260. 
HUDSON — ’52 Hornet sedan, $1,335. ’51 
Pacemaker sedan, 2 at $800; Hornet 


sedan, $995. 

KAISER —'51 Henry J sedan, $455. °48 
Custom sedan, $185, $170. '47 Custom 
sedan, $200. 

LINCOLN—’50 Cosmopolitan sedan, $900. 
*49 Cosmopolitan sedan, $555. 

Y¥—'53 sport coupe, $2,355*. 52 
Custom sedan, $1,510*. ‘50 (8) sedan, 
$700. '49 (8) sedan, $645. 

OLDSMOBILE — ’53 (98) sedan, $2,950*; 
Holiday, $2,875*. ’'51 Super (88) sedan, 
$1,525*, $1,450*; (98) sedan, $1,550*. 50 
(76) sedan, 

PLYMOUTH—’53 Cranbrook sedan, $1,465; 
Belvedere, $1,815*. '52 Cranbrook sedan. 
$1,170, $1,165, $1,150. 2 at $1,100, 2 at 
$1,080, 2 at $1,065, $1,045. 

PONTIAC—’53 Chieftain (8) Deluxe sedan, 
$2,070°. ’52 Catalina, $1,770*, $1,675°, 
$1,390. '51 Chieftain (8) Deluxe sedan 
$950. °49 Chieftain (8) Deluxe sedan, 
$745, $710, $670. °48 SL (8) sedan, $495. 


DANVILLE, VA. 


(Danville Auto Auction. Sale every Wed- 
nesday. Prices are for sale of Sept. 16.) 
(Prices holding fine with a little indi- 
cation that they may turn upward. Sold 
43 cars out of 78 offerings.) 
BUICK—’50 Special 2-dr., $770. '49 Super 
2-dr., $620. '47 2-dr., $410. 
CHEVROLET—’53 Bel Air 4-dr., $1,790*; 
Deluxe (210) 4-dr., $1,575. ’51 SL Special 


4-dr., $625; FL Deluxe 2-dr.. $1,025*; 
SL Deluxe 4-dr., $900. '49 FL Deluxe 
2-dr., $715. ’48 FM 4-dr., $575, $560; 


2-dr., $550. '47 FM 2-dr., $485. '46 SM 
2-dr., $425. 

DeSOTO—’52 Fire Dome (8) 4-dr., $1,530*. 

DODGE—’53 Coronet 2-dr., $1,700*; Mea- 
dowbrook 4-dr., $1,475*. °52 Meadow- 
brook 4-dr., $1,150*. 

FORD—’52 Custom (8) 4-dr., $1,065. °51 
Custom Deluxe (8) 2-dr., $1,140*. ’50 
Custom (8) 2-dr., $890. ’49 Custom (8) 
2-dr., $660, $615, $570. ’48 Custom (8) 
2-dr., $525. °47 (8) 1%-ton, $300; (8) 
Special Deiuxe 2-dr., $405. '46 (8) 2-dr.. 
$330; Special Deluxe (8) 2-dr., $465. '40 
(8) 2-dr., $270. 

MERCURY — ’50 (8) 4-dr., $665; 
$815. '46 4-dr., $370. 

N ASH — ’51 Statesman 4-dr., $700. 
Statesman 4-dr., $525. 
$345. 


N. PLAINFIELD, N. J. 


(Lebanon Auto Auction. Sale every Wed- 
nesday. Prices are for sale of Sept. 16.) 

(Market continuing at last week’s av- 
erages with heaviest buying in the $500 
to $800 field. Sold 67 cars out of 104 
offerings.) 

BUICK — '51 RM sedan, $1,355*; Special 
sedan, $1,190*. '50 Super sedan, $970. 
"49 RM conv., $600*; sedan, $660*. 

CADILLAC—’47 (62) sedan, $630*. 

CHEVROLET—’52 SL Deluxe sedan, $1,- 
230, $1,205. °51 SL Deluxe sedan, §$1,- 
090*, $1,060*; SL Special sedan, $930, 
$915, $900, $870. °50 Bel Air, $1,070*; 
SL Deluxe sedan, $810*, $785. 49 FM 
sedan, $320. 

DeSOTO — '51 Custom sedan, $1,145, $1,- 


2-dr., 


"50 
"48 (600) 4-dr., 


090. 

FORD—’'53 Custom (8) sedan, $1,625. '52 
Custom (8) sedan, $1,455*, $1,440*; 
Main (8) sedan, $1,150. °51 Custom (8) 
sedan, $980, $950; Deluxe (8) sedan, 
$850, $810, $620. '50 Custom (8) sedan. 
$790. °49 Custom (8) sedan, $600, $560, 
$545. °47 Super Deluxe (6) sedan, $390. 
"42 (8) sedan, $269. 

HUDSON—’51 Pacemaker sedan, $765. 

HENRY J— '51 sedan, $530. 

MERCURY—’51 (8) sedan, $1,200, $1,135. 
"49 (8) sedan, $685. 

OLDSMOBILE —'49 (98) sedan, $705*, 
$675*. °46 (76) sedan, $300*. 

PLYMOUTH—’52 Cranbrook sedan, $1,285; 
Cambridge sedan, $1,190. '51 Cambridge 
sedan, $955. ‘50 Special Deluxe sedan, 
$925. '49 station wagon, $510. '48 Special 
Deluxe sedan, $485, $440. '46 Special De- 
luxe sedan, $400, $290. 

PONTIAC—’53 Chieftain Deluxe Catalina, 
$2,620*. '50 Chieftain Deluxe sedan, $1,- 
070*, $1,005*. °48 station wagon, $319. 

— = Commander seda 4.1, 
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STILT 


and the greatest of all will be arriving 





at Plymouth Dealerships across the nation—soon! 


PLYMOUTH 


Chrysler Corporation’s No.1 Car 
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High ways & Safety Tr 





Distaff Drivers Seem | 
To Be in Great Rush | 


By Gerhardt Neumann 
Staff Writer 

OMEN drivers may be in for a 
bad press, after a New York 
University researcher announced 
findings that 53 
wariowas sarevy Percent of all 
counciu’s warned speeders 
were of the fair 

sex. 
William J. Toth, 
research associate 
of the university’s 


AUTOMOTIVE Center for Safety 
NEWS Education, made 


a 10-state survey 
CY in the northeast 
and returned with the conviction 
that his findings shattered all illu- 
sions that women generally are 
slow and cautious drivers. 
Working in cooperation with po- 
lice and motor vehicle and safety 
authorities, Toth found that 99 per- 
cent of all drivers ignored speed 








Youre Safer with Saginaw 


...even with a 
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limits posted in towns and villages. 
Approximately 5 percent of all driv- 
ers on rural highways were going 
faster than 70. 

Crossing double white center 
lines and passing other vehicles 
in the face of oncoming traffic 
were among the worst and most 
common sins Toth witnessed dur- 
ing his 15,000-mile journey. 

“The mass of drivers are too 
reckless for. their own safety and 
mine,” Toth said. 

The researcher came upon more 
than 40 accidents on the highways 
he traveled. At least four persons 
were killed and dozens injured in 
these mishaps, in 90 percent of 
which high speed was given as 
cause of the accident. 

+ * * 


Which Side Is ‘Suicide’? 
‘ea National Highway Users 


Conference finds additional 


JOLENT PULL ON THE STEERING WHEE 


This sequence of unretouched 
photographs was taken from a 
motion picture of test runs at 
the General Motors Proving 
Ground. They clearly prove that 
if you have a blowout like this— 
hit a chuckhole or soft shoulder— 
you’re safer by far with Saginaw 
Power Steering on your car. 

It’s now available on all General 
Motors cars and three other well- 
known makes. Be sure to ask for a 


demonstration. Once you try it, 
you'll never want to be without it! 


SAGINAW STEERING GEAR DIVISION GENERAL MOTORS CORPORATION, SAGINAW, MICHIGAN 














Student Car for Lapeer (Mich.) School— 


York Giddey Chevrolet, Inc., Lapeer, Mich., has presented the local high school with 
a driver training car. Clyde K. Schickler (right), school superintendent, accepts the 


keys from R. F. Giddey, owner of the dealership. In center is Floyd Hager, instructor. 





danger in conflicting laws regulat- 
ing passing procedures. 

In a recent survey, it was found 
that 29 states and the District of 
Columbia permit drivers to pass a 
vehicle on either the left or right 
“under stipulated conditions.” 

Passing on the right is forbid- 
den in 16 states, while three per- 
mit it only when the vehicle to 








be overtaken is turning left. 

“It is obvious,’ NHUC points 
out, “that highway safety is jeop- 
ardized every time a driver from a 
state, which allows passing on 
either side, overtakes and attempts 
to pass a vehicle bearing license 
plates of a state forbidding such a 
procedure.” 

Arthur C. Butler, NHUC director, 





| 
| 
| 
| 
| 
| 


declared that drivers have the 

“right to expect the virtue of <imi- 

larity among basic traffic rules in 

the states through which they 

drive. Uniformity will eliminate 

these accident-breeding conflicts.” 
* * * 


Safety Belt Research 


URTHER research into the value 

of safety belts seems to strength- 
en the belief that greater use should 
be made of them to lessen the haz- 
ard of injury. 

Edward R. Dye, a Cornell aero- 
nautical laboratory scientist, put a 
car through a simulated crash some 
35 times, with dummies taking the 
place of humans, one representing 
an adult and called “Thick Man,” 
the other representing a child and 
called “Half Pint.” 

The tests showed that Half Pint 
was bounced around in 30 sec- 
onds in a manner that would 
have been fatal to any child. With 
a safety belt, he merely bent for- 
ward without striking the wind- 
shield or wheel. 

Thick Man’s greatest peril was 
the steering post which was carried 
through his chest. He also hit his 
head on the top, bounded down 
against the windshield, and finally 
hit the dashboard. 

The researchers promise further 
study of the problem to provide 
automotive engineers with data for 
safer designs. 


PAR Issues Call 
To Dealers for 
Aid in Program 


Stimulation of dealer participa- 
tion in highway programs was one 
of the demands voiced at a recent 
meeting of the information council 
of Project Adequate Roads, accord- 
ing to Clem D. Johnston, chairman. 


The meeting in White Sulphur 


| Springs, W. Va., was attended by 
|more than 80 of the nation’s top- 


level public relations executives 
who discussed possible courses of 
action to bring the PAR movement 
closer to its goal. 

Other suggestions were: 

1. Publication of an information 
manual for writers and speakers. 

2. Expansion of the movement by 
taking in more interested organiza- 
tions. 

3. Greater use of advertising, 
radio and television to publicize 
adequate roads. 








POWER STEERING 


| 4. Study of the type of informa- 
|tion best suited for the various 
| public information media. 

Committees will be appointed, 
| Johnston announced, to translate 
|these ideas into reality, adding 
|that he believed the accomplish- 
;}ment of PAR’s immediate goal of 
|an adequate roads program in every 
| state by 1955, could be expected. 

x * * 


H & S Shorts 


The Tennessee County Highway 
Assn, urges legislation against di- 
version of highway users’ revenues 
}to non-road purposes... New 
|York’s 24th annual safety conven- 
{tion and exposition will be held 
|Apr. 5-9 at the Hotel Statler... 
Wilmington, Del., will submit to 
downtown merchants a plan to pro- 
vide shoppers with free parking, 
combined with a one-way taxi ride 
|from the parking lot to any store. 
Approximately 200 New Hamp- 
| shire highway employes have been 
| ordered to assist law enforcement 
agencies in preventing traffic vio- 
lations and indiscriminate dispos- 
al of garbage along highways... 
The Kentucky Good Roads Fed- 
| eration, headed by Jim Ewing, 
has drafted a proposal for a new 
primary road system in the state 
estimated at $160 million. 
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BRAKE LININGS 
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[ nspiration 


For an [| ndustry! 


In all the history of the motor car industry, it is 


unlikely that any other product ever attained the 
standing and stature of today’s Cadillac car. It is the 
aspiration of literally millions upon millions of 
American motorists—and a yardstick for beauty and 
performance and luxury even within the industry 


itself. In fact, so many of the finer things of motordom 








rns YY 
{ {4} 


fyi A | 





WINE, 
a} 


have come from Cadillac—and with such amazing 
regularity through the years—that the overwhelming 
majority of motorists now look to Cadillac for 
their standards of quality almost as a matter of 
common practice. They have learned, from their 
own personal experience, that when they want the 
finest—they will find it at their Cadillac dealership. 









CADILLAC MOTOR 


CAR DIVISION—GENERAL 


MOTORS CORPORATION 
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ANTI-SKID CHAIN — The Automic con- 
sists of an easily expanded steel band 
with a sturdy, attached chain. Contact ends 
are rubberized to prevent scratching. The 
chain is said to be attached in a few 
seconds without use of tools. Automic Non- 
Skid Chain Co., 350 Fifth Ave., New York 
1%. ¥. 





WINTER SOLVENTS—To stimulate sales 
of Trico’s winter products, special plastic 
funnels for easy filling of windshield 
washer jars accompany stock orders of 
Trico solvents. New counter display cartons 
also are distributed. Trico Products Corp., 
Buffalo 3, N. Y. 





TOWING HITCH—The Manley Heavy- 
Duty Towing Hitch No. 2209 features tel- 
escoping, shock-absorbing tubular steel 
arms which are said to allow hook-up at 
any angle, complete turning safety, avuto- 
matic load centering, fully controlled back- 
up operation and regular brake applica- 
tion at open highway speeds. Manley Di- 
vision, American Chain & Cable Co., Inc., 
Bridgeport 2, Conn. 

* 8 ® 





SPRING STABILIZER—Addition of D & T 
molded rubber coil spring stabilizers and 
the H-10 spring spreader tool to the 
Turner line has been announced. The 
stabilizers are for sagged front and rear 
springs. They are claimed to reduce bot- 
toming, side-sway on turns, tire squeal, 
road noise and to provide easier steering. 
The spreader tool is said to make installa- 
tion of the stabilizers easy. Turner Mfg. 
Co., P. O. Box 566, Kokomo, Ind. 

* 26 8 


‘Lifeguard’ Keeps Tabs 


On Brake Fluid Level 
A device called Lifeguard is de- 
signed to signal the driver when 


NEW PRODUCTS 


the brake fluid falls below a safe 
level. 

The unit employs a calibrated 
electronic float, connected to the 
master cylinder, It sounds an audi- 
ble alarm when the fluid is low. 
Additional information is available 
from Arlington Industries, Inc., 79 


Jefferson St., New York 4, N. Y. 
* * > 





FOR HIGH COMPRESSION — SuperB 
motor oil, developed especially for high- 
compression car engines, is claimed to 
give quick starting and _ instantaneous 
pumpoability at temperatures as low as 20 
degrees below zero and to be detergent- 
dispersant. It also is said to give better 
fuel combustion. Kendall Refining Co., 
Bradford, Pa. 





RUBBER MATTING—Midtex is described 
as tear-resistant and useful for patching 
and trim needs or for temporary mats in 
garages or offices. Comes in five colors. 
Midwest General Corp., 440 E. Jefferson 
Ave., Detroit 26, Mich. 


Gasket Material Uses 


Vegetable Fibers, Cork 


Felt Products Mfg. Co., Chicago 
7, Ill, has announced a new oil pan 
gasket material which it says will 
not shrink or expand. 

Called Felcoid, the material is 
made of cork granules and vege- 
table fibers, treated with a special 
formula. 





BODY MOUNT MIRROR—Designated as 
No. 530, this model is designed to fit the 
curved surfaces of late-model cafs. It 
features Perm-a-Just tension swivel, a ball 
socket arrangement with a special internal 
tension spring enabling the driver to 
adjust the 44-inch mirror without loosen- 
ing any nuts or setting screws. Yankee 


Metal Products Corp., Norwalk, Conn. 











cording to its manufacturer. 


A sample can be obtained from 
Woodhill Chemical Co., 1391 E. 
Thirty-third St., Cleveland 14, O., 
by sending 25 cents along with the 
sender’s company letterhead. 





MOTOR WELDER—Portable Motor Weld | 
is a machine which welds, brazes, grinds, 
sands, polishes, buffs, brushes, and 
charges batteries, it is claimed. It is de- 
scribed in a four-page bulletin by the 
maker, Generator Sales Co., 1627 N. 
Damen Ave., Chicago 47, Ill. 


SPRING CLAMP — Said to clamp eight 
brake shoes per minute and to be capable 
of handling all bonding adhesives, the 
Spring-Load Clamp consists of a curved 
steel spring. It is slightly larger than the 
diameter of a brake shoe and is mounted 
on a holder which fits over the ends of 
the shoe rib. After the spring is com- 
pressed by air, a stainless steel band is 
slipped over the lining and shoe and 
hooked on each end of the compressed 
spring. The clamp handles all car and truck 
shoes. Bondomatic Corp., 2808 W. Fifty- 
Fourth St., Los Angeles 43, Calif. 


* + * 


(—a 


Extra-Silent Truck Muffler 


Developed by Goerlich’s 


Production of a special heavy- 
service truck exhaust system, 
: ; featuring “S-Thru” extra-silencing 
becomes part of the tire. Especially recom- construction, has been announced 
mended for tubeless tires. H. B. Egan Mfg. by Goerlich’s 619 Smith St. Toledo 
Co., Muskogee, Okla. Oo ' ? P 


* * * 


Firm Calls Soldering Swab 


Immune to Acid and Heat 


A new soldering swab is unaf- 
fected by acid, flame or heat, ac- 


A Big Hand for Baltimore? 


Magistrate Proposes Use of Applause Meter 
To Test Excessive Vehicle Noises 


the feasibility of using applause 
meters. 

“T’ve talked with truckers,” Scherr 
said, “and they also feel that an 
applause meter would be a tremen- 
dous help. They don’t believe it’s 
the final answer, but they do feel 
that any kind of equipment is bet- 
ter than the ear test we’re giving 
now.” 

Scherr described his suggestion 
as an attempt to be fair to everyone 
concerned. He noted that although 
Baltimore magistrates are empow- 
ered to impose a $100 fine for faulty 
mufflers, fines thus far have been 
negligible because the court is at- 
tempting to educate the trucking 
industry to use proper mufflers and 
is not using the offense as a rev- 
enue-collecting move. 

Although saying he didn’t know 
the exact cost of the meters, 
Scherr said it was “negligible” 
and asserted he believed it was 
“time to stop worrying about the 
cost and to begin doing things 
that are necessary and beneficial 
irrespective of cost.” 

In Columbus, City Safety Director 
Donald D. Cook said he would ask 
the city council to revise the sec- 
tions of the city code to give po- 
lice “added leverage” in its anti- 
motor vehicle noise campaign. He 
said the proposed local legislation 
would define mufflers under the 
city traffic code, and define loud- 
ness of vehicle noise under the 
city’s anti-noise law. 


The proposed Columbus legisla- 
tion would specifiy that a muffler 
is “a device to deaden sound and 
any device used to amplify sound 
is not a muffler.” It would prohibit 
“use, sale or possession of any 
muffler with altered baffle plates,” 
or redesigned mufflers “which am- 
plify sounds.” 

Another city which has been 
moving against excessive truck 
noises is Los Angeles, where more 
than 50 arrests were reported in the 
first 24-hour period of enforcement 
of a city ordinance. 


REPAIRS TIRES—The Camel Quick-Weld 
tire gun is claimed to repair tires without 
removing them from the wheel. The gun 
forces a natural rubber compound into the 
break, and the compound vulcanizes and 


Goerlich’s says that its “S-Thru” 
inner construction controls all ob- 
jectionable exhaust noises. The 
system, said to fit most trucks, is 
described in Goerlich’s Catalog No. 
T-115. 





BALTIMORE. —A proposal that 
applause meters of the type used 
on television talent shows be used 
here to determine whether truck 
mufflers are adequate has been 
made by Chief Magistrate Stanley 
Scherr, of the Baltimore Traffic 
Court. He said such meters already 
were being used in Columbus, O., 
to test excessive motor vehicle 
noises. 

Meanwhile, steps were under way 
in Columbus to revise local laws to 
strengthen the city’s campaign 
against loud automobile and truck 
noises. 

The Baltimore magistrate, in 
whose court approximately 400 
truck drivers already have been 
fined in the current campaign to 
cut truck noise, announced he 
had written a letter to Baltimore 
Police Commissioner Beverly 
Ober urging him to investigate 


Insurance Aides 


Schedule Parley 


NEW YORK.—Building a foun- 
dation for sound insurance plan- 
ning will be the theme of the 
American Management Assn.’s fall 
conference Nov. 12-13 at Chicago’s 
Drake Hotel. 

More than 800 corporate insur- 
ance managers from all parts of the 
United States are expected to at- 
tend the meeting. 

On display throughout the con- 
ference will be the AMA insurance 
conference exhibit, consisting of 
hundreds of company forms, manu- 
als and other materials illustrat- 
ing the work of insurance depart- 
ments. Special exhibits will include 
displays of the company’s insurance 
programs and a safety presentation 
by the American Standards Assn. 

The conference program was 
planned by AMA’s insurance plan- 
ning council, a group of executives 
of member companies. 











PNEUMATIC END LIFT—The forks on the 
Bay-Lift are painted white to insure easy 
placement under a car or truck. Four-way 
suspension anchors the two sets of lifting 
arms in four places so that maximum bal. 
ance is obtained. It is claimed to bring 
either end of a car or truck to proper 
working level in 10 seconds. Bay Mfg. Co., 
Torrance, Calif. 





DECORATIVE METAL—These panel sam- 
ples are the result of laminating viny/ 
plastic and sheet steel or aluminum. The 
method is said to make metals colorful, 
decorative and permanently rust and cor- 
rosion-proof. Applicable, among other 
things, to truck and trailer body panels. 
The bent sample shows how the material 
can be fabricated without damaging the 
coating. U. S. Rubber Co., Rockefeller 
Center, New York 20, N. Y. 





HEAT CIRCULATOR—Carheet Circulator 
pumps stored-up engine heat through the 
car heater after the engine is shut off, 
thus keeping cars and trucks warm for 30 
minutes before engine heat is gone, the 
maker claims. Its savings lie in the fact 
that the engine need not be kept idling. 
Heat Circulator Co., 6017 E. Fifty-Seventh 
St., Seattle 5, Wash. 

“a a 


Fire-Retardant Paint 
Offered by Omaha Firm 


A fire-retardant paint is marketed 
by Fyr-Kote Co., a division of Mor- 
ris Paint & Varnish Co., Twenty- 
seventh & Douglas Sts., Omaha, 
Neb. 


It is easily applied by brush or 
spray and stops fires from spread- 
ing, the firm says. It also is claimed 
to give a washable and long lasting 
finish. 


* * * 


Tool Catalog Off Press 


A 12-page catalog with illustra- 
tions, descriptions and _ specifica- 
tions on the Thor No. 2 series of 
air-operated drills, grinders, screw- 
drivers and nut setters has been 
published by Thor Power Tool Co., 
175 North State St., Aurora, Ill, 
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Sales Conditions in Various Areas... 


Auto Market Reports 


Denver 
Again in August new-car sales in 
Denver showed an increase over 
the same month of last year. 


Dealers sold 1,306 new cars, as 
compared to 528 during the same 
month of 1952. An increase in the 
truck field also was noted. Sales 
amounted to 147 new trucks, 
against 98 during August, 1952. 

For the first eight months of 
1953, Denver dealers sold 10,154 new 

ears and 1,371 new trucks. Last 
year during the same period, 6,610 
new cars and 915 new trucks were 
sold. 

Ford jumped into first place in 
the Denver market during August 
with 313 sales. Chevrolet was 
second with 304; Plymouth third 
with 109, and Buick fourth with 
101. 

Other makes lined up as fol- 
lows: Mercury, 83; Oldsmobile, 
13; Pontiac, 67; Dodge, 57; Chrys- 
ler, 29; Studebaker, 29; Nash, 27; 
Cadillac, 26; Lincoln, 22; Hudson, 
16; DeSoto, 15; Kaiser, 9; Pack- | 
ard, 9; Willys, 9; Henry J, 4, and | 
MG, 2. 

The used-car situation is becom- | 
ing more complicated. Increased | 
new-car sales have increased the | 
number of used cars on the market, | 
and many of these were taken in | 
on the old boom-day allowance. The | 
used-car price tendency is down- | 


ward.—(Ira R. Alexander.) 
a 


Pittsburgh 
Owing mainly to a _ counter- 
seasonal rise in retail sales, 


business in the Pittsburgh 1 district 


Mortensen, Hart 


Shifted on Coast 
By Hudson Sales 


DETROIT. — New appointments 
in west coast zone personnel by 
Hudson Sales Corp. were an- 
nounced last week by N. K. Van- 
Derzee, Hudson sales vice-president. 

Appointed Los Angeles zone man- 
ager is L. T. Mortensen, formerly 
manager of the Berkeley zone. 
Mortensen replaces Willard Scott, 
who has resigned. 

Mortensen has been in the auto 
business since 1921, mostly on the! 
west coast. He joined Hudson Sales 
in 1948 as Pacific coast parts and 
service supervisor. He was ap- 
pointed Portland (Ore.) zone man- 
ager in 1949, and Berkeley zone 
manager in 1952. 

Succeeding Mortensen as Berke- 
ley zone manager is Frank Hart, 
formerly divisional merchandising 
manager. Hart has served with, 
Hudson on the west coast for eight 
years, first as parts department 
manager and later as assistant 
manager of the Berkeley zone. 

J. A. Stevenson, Los Angeles 
zone merchandising manager, since 
1950, will assume Hart’s duties as 
Pacific coast divisional merchan- | 
dising manager. Stevenson joined 
Hudson in 1945 as district manager | 
for the city of Los Angeles. In 1948, | 
he was appointed special represent- | 
ative in charge of Hudson sales 
training in 12 western states. 





Chrysler Moves 
Dell to Oklahoma 


DETROIT. — Appointment of F. 
K. Dell as regional manager of the | 
Oklahoma City region has been an- 
nounced by E. M. | 
Braden, general | 
sales manager of | 
the Chrysler di-| 
vision. 

Dell succeeds R. | 
L. Conklin, who| 
has been trans-| 
ferred to the! 
Pittsburgh region. | 

Before the war, 
Dell was with 
( Cities Service Oil 

F. K. Dell . and during 
the war served with the navy. Dur- 
ing 1946 and 1947 he was with Ale- 
mite as sales engineer, later becom- 
ing sales manager of an automobile 
supply, company. 

In 1949 he joined Chrysler as dis- | 
trict manager at Pittsburgh. ' 





in the week ended Sept. 12 re- 
covered about one-third of the drop | 
reported in the preceding week, ac- 
cording to the bureau of business 
research of the University of Pitts- 


Socony-Vacuum Offers 


Booklet on Modern Cars 


NEW YORK.—A booklet, “Your 
Automobile— How to Understand 
It,” has been published by Socony- 
Vacuum Oil Co. Because the mod- 
ern car is comparatively trouble- 
free, drivers now, unlike those of 
25 years ago, have little occasion to 
know what lies under the hood, the 
booklet notes. 

Yet, safety, driving convenience 
and economy of operation depend 
a great deal on proper understand- 
ing and maintenance, the booklet 
»yoints out. Illustrated, this 96-page 
booklet offers a text on today’s car, 
sut is not a manual telling how to 
diagnose and correct mechanical 
‘roubles. 


| burgh. New-car registrations, how- 
ever, were described as a “little 
lower.” 

The adjusted volume of freight 
shipments was up, but industrial 
production fell to the lowest level 
in two months, After allowance for 
seasonal changes, the bureau's 
index of business rose from 188.9 
percent of the 1985-39 average in 
the week ended Sept. 5 to 1965.7. It 
was 192.8 a month ago and 188.3 at 
the middle of July.—(L. M. Leffing- 
well.) 

* * + 
Ottawa 

Some dealers are slashing prices 
drastically to dispose of used trucks 
in order to make space for other 
vehicles, especially car tradeins. 


“With a desperate space situa- | 


tion,” says one big dealer, 
are our biggest problem. Each 


“trucks | 


truck takes almost two car spaces. | 
| dealer in Gallipolis, O., has sold the 


“We simply must get rid of 
trucks so we took a group of 
them, _ added up our _ cost and 


| originally purchased it. 


As might be expected, used-truck 
sales are being spurred somewhat 
by this beating which some dealers 
are taking in order to get their 
stocks back to normal. 

Meanwhile, there is some disap- 
pointment in new-truck sales, 
which apparently are running be- 
hind last year.—(M. L. Schwartz.) 

+ * * 


Cleveland 

Cleveland’s auto row staged a 
mild comeback in the week ended 
Sept. 19 after a 50 percent slump 
in new-car sales during the previ- 
ous seven-day period. 

New-car registrations reached 
1,356, compared with 1,060 the 
previous week. Used cars jumped 
from 1,318 to 1,644. 


New-truck sales rose 27 units to| 


106, off four from the same week 
in 1952. Used trucks were 82 against 
63 in the previous week.—(Al Roth- 
enberg.) 


Baird Rebuys Fir irm 
Carl Nibert, DeSoto-Plymouth 


firm to Oscar Baird, from whom he 


FLASH-A-CALL 
NTA TCH HAH) 


effers you 


160% to 200% Absorptis= 


We will personally discuss 
with you the problems of 
your shop, the corrective 
measures that must be 
taken. Train your entire 

guarantee 


sales or you owe 

us nothing. As manufac- 
turers, we offer you di 

equipment convenes for 

ao _— 

of aw ven two complete 

packages, for the large 

y mene or smaller service 


requ 
factories, Write us t rd 
and we arrange an 

with a man that 


pointment 
will not waste your time. 


FLASH-A-CALL 


SERVICE CONTROL SYSTEPA 


1112 South Wabash Avenue 
AN-64, Chicago 5, Mlinois 


'" * 





TESTED AND APPROVED BY MAJOR AUTOMOBILE MANUFACTURERS 





EXCLUSIVE 
WHEEL-BOLT 
LOCK ON! 


Here is the revolutionary wire wheel disc the entire 
country is looking at! Designed for the ultramodern 
styling of today’s automobiles, Cello Wire Wheel Discs 
give sports car distinction at a fraction of the cost of real 


wire wheels. 


TESTED AND APPROVED! 


Cello Wire Wheel! Discs are the ONLY wire wheel discs 
road tested and approved by several of the country’s 


leading automobile manufacturers. 


The Cello Wire Wheel Disc, containing 48 real chrome 
plated stainless steel wire spokes, is equal in every respect 


to the “original equipment” offered by major car manu- 


facturers. 


WITH EXCLUSIVE WHEEL-BOLT LOCK ON 


Wheel-bolt lock on is the outstanding new development 
by Cello which practically eliminates theft of discs. Each 
disc is firmly attached to the bolt circle of the wheel and is 
held by the same bolts that hold the wheel. This prevents 
petty thievery, rattling or loss due to centrifugal force 


when driving. 


CELLO WIRE WHEEL DISCS FEATURE Automotive styling and 
engineering « 48 real wire spokes « stainless steel with chrome 


finish « wheel-bolt lock on *« removable hub cap « proper wheel 


balance « custom made and fitted 


on various car manufacturers’ proving grounds «¢ 


tested and approved 
original 


equipment as used by various car manufacturers * enhances 


appearance of car. 


For further information regarding Cello Wire Wheel Disc Distributorships, Jobbers or Dealers—write... 


Seen 
r 











WIRE WHEEL DIVISION 


EAST BOSTON 28, MASS. 


FOR ‘sports CAR Distinction.» AIA FRACTION or. 
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By Big Steel’s Fairless... 
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‘Working Optimism’ Urged 


By Tom Hewitt 
Staff Writer 
TILE many notes of pessimism 
are being sounded by business- 
men, Benjamin F. Fairless, board 
chairman of United States Steel 
Corp., is playing a different tune. 
Speaking to an overflow crowd 
of 900 executives at the Detroit 
Economic Club meeting last 
week, Fairless said he sees no 
reason to fear a _ substantial 
business drop, but added that “we 
may yet ‘predict’ ourselves into a 
rec’ “sion.” 

“1 think that the future of 
American business can be anything 
we want to make it; but certainly 
we shall never achieve the kind of 
future that you and I want in this 
country by following a policy of 
timidity, indecision and inaction.” 

* 


PPLAUSE greeted him when he 
said: “Our economy will be a 
whole lot better off in the long run 
if we spend less time trying to 


























for Lincoln 


installation. 


The fine design of Darubu Kits 


two ways. First, you are happier 
because you can install the Daru- 
bu Kit in less than half the time 
required by ordinary kits, and 
you have no after service. Your 
customer is happier, because the 
classic beauty of the Darubu Kit 
makes his car outstanding. 


® Stainless steel pads extend into bumper 
and fender for added sleekness. 


© Exploded view shows all parts 
numbered for easy step-by-step 


® Designed by Coachcraft, Ltd., one of 
the world’s finest custom-body shops. 





read the future and more energy 

trying to make the future.” 
Fairless, while flaying the 

opinions of pessimists, called the 

Motor City the “oasis of opti- 
mism,” stating that auto men re- 

peatedly have outguessed the 
spreaders of gloom. 

Fairless recalled that on several 
occasions the auto industry was 
warned that it was over-extended, 
that the market was saturated, 
that dealers were overstocked. 

“But you wouldn’t slow down,” 
he said. “You had to go right ahead 
making more and more cars, while 
your customers —for some strange 
reason that the prophets have 
never explained—went right ahead 
buying them. And so far, you’ve 
always been right. I happen to 
think that you're still right.” 

2 s 7 
ee steel production, of 
which the auto industry takes 
20 percent, the ruddy-faced Fair- 
less said the U. 8. will produce 


TOPS IN PROFIT 
.... TOPS IN STYLE 


Darubu 


SPARE WHEEL ASSEMBLY 


and sell more steel this year than 
ever before, war or peace. 

“In fact,” he added, “present 
indications are that it will make 
about seven million tons more 
steel than it made in the alltime 
record year of 1951.” 

Steel facilities have expanded to 
an extent that if today’s operating 
rate were to drop to 81 percent of 


capacity, production still would be| 


higher than during the frenzied 
years of World War II, “when we 
were breaking our necks to pro- 
duce every pound of steel that we 
could,” Fairless said. 

He added that the present oper- 
ating rate is about 95 percent. 

* x * 
HE steel executive said the con- 
dition of the American con- 
sumer’s pocketbook—“the statistics 
in which I put more faith than in 
any other”—belies a recession. 

He said employment today is at 
an alltime high of 63.5 million 
workers; they are getting record 
wages, and they are spending more 


oy: 


Garroway fo Sell Pontiacs— 





Getting the feel of the wheel of a Pontiac is television star Dave Garroway as he 
discusses the car's features with R. M. Critchfield (left), Pontiac general manager, and 
H. E. Crawford, general sales manager. Garroway will appear for the Pontiac dealers 
on television Friday night over the NBC network beginning Oct. 2. 


than ever, but still managed to save | price is right, they are ready and 


$17 billion dollars last year. 

“The market is there, and the 
money is there, and all in the 
world we have to do is go out and 
get it,” he said, adding: 


“If the product is right and the 









"Customers appreciate the fine lines of the Darubu Kit, 
We like it because its engineering and construction 
assures perfect fit and eliminates after-—service." 


cays Serl Sorry, Lincolu- Wereury Dealer 


SELL THE DARUBU KIT 


AND YOU SELL SATISFACTION TWO WAYS! 


and Mercury works 


F.O.B. LOS ANGELES: 


Plated tire ring, $20.00 extra 
Shipping weight: Lincoln ‘Trouville’, 90 Ibs. 


Darubu, 


Mercury ‘Deauville’, 70 Ibs. 


ltd. 


Collect telegrams will assure you quick 
delivery from the nearest warehouse. 





suggested list—Mercury $150—plus $50 installation 
suggested list—Lincoln $200—plus $75 installation 


9015 SANTA MONICA BOULEVARD 
HOLLYWOOD 46, CALIFORNIA 


able to buy it. We only have to 
make what. they want; and to 
make them want what we make.” 

Therefore, what the pessimists 
are really talking about is not a 
recession at all, he said. 

In his opinion, “it is nothing 
more than plain, old - fashioned 
competition, with plenty of enter. 
prise and salesmanship, And that’s 
right down our alley.” 

* * * 


| INTRODUCING Fairless, Har- 
low H. Curtice, president of 
General Motors, needled him in a 
friendly fashion by saying: 

“We haven’t seen Ben for a 
few years, but I have a suspicion 
that we will be seeing more of 
him in the future. In fact, I 
understand he has an order pad 
with him today.” 

Among other auto officials 
present were L. L. (Tex) Colbert, 
president of Chrysler Corp.; K. T. 
Keller, board chairman of Chrysler 
who last week finished his Defense 
Department job as director of 
guided missiles; Ernest R. Breech, 
executive-vice president of Ford 
Motor Co., and a host of others. 


Makers Team Up 
In Bid to Lick 


Trailer Problems 


DETROIT. — Engineering repre- 
sentatives of the Automobile Manu- 
facturers Assn. and the Truck- 
Trailer Manufacturers Assn. met 
here last week in what may prove 
to be a significant development in 
a review of the design and dimen- 
sions of truck-trailer combinations. 


They met jointly for the first 
time as a working subcommittee of 
the joint TTMA-AMA engineering 
committee, created last month to 
discuss mutual automotive engin- 
eering problems. 

The subcommittee meeting was 
called to review and evaluate equip- 
ment suggestions pertaining to 
truck-trailer dimensions made ear- 
lier by the equipment development 
committee of the American Truck- 
ing Assns. regular common carrier 
conference. 





23 16 High Low 
Chrysler 65% 65% 96%, 68% 
GM 5544 54% 469% 53% 
Hudson 9% 10% 17 9% 
Kaiser 3% 8 5% 8 
Nash 17% «17% 253% 16% 
Packard 4% 4% 634 4 
Stude. 22% 2% 48% 21% 





Average 25.41 
Compiled from reports of trading on th 
American and New York Stock Exchanges. 


TRUCKS 
SELL YOUR BEST RURAIL 


CUSTOMERS THROUGH 


Country 


Tele l tg n Automotive Advertising 


Where Automotive Ownership 


Is Greatest 
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Capital Calls Ads Deceptive -s 


Dealer Groups Attack 
‘Fire Sales’ 


(Continued from Page 1) 





able public and consumer relations 
and irreparably damage the future 
new-car market, and we strenuously 
urge the dealers and the manufac- 
turers to refuse to initiate, partici- 
pate in or condone such type of 
merchandising.” 
= . + 

MBERS of the Birmingham 

Motor Trades Assn., at a regu- 
lar session, condemned the publica- 
tion of advertising stating or imply- 
ing that new cars were being sold 
at a large discount. 


One member charged that this 
constituted false advertising and 
criticized newspapers for publish- 
ing it. 

The association appointed a com- 
mittee to work through state and 
national associations to see what 
could be done to remedy the situa- 
tion and to ascertain if such meth- 
ods had the approval of factory 
representatives, 

* + * 
a. of the Washington 
(D. C.) Automotive Trades 
Assn. passed this resolution at a 
special meeting last week: 

“Whereas it has come to the at- 
tention of the Washington Automo- 
tive Trade Assn. that so-called 
“one-day” sales are being held in 
automobile dealerships in various 
parts of the country and that much 
of the advertising in connection 


L-M Is Setting Up 
Council of Retail 


Sales Managers 


DETROIT.—Formation of a sales 
managers’ council, comprised of 
leading dealership sales managers 
from each of its 23 sales districts, 
was announced last week by 
Joseph E. Bayne, general sales 
manager of Lincoln-Mercury. 


Selected on a competitive basis 
by each district sales manager, 
members of the new organization 
will form the nucleus of the first 
group of its kind to be established 
in the auto industry, Bayne said. 
They will be the guests of Lincoln- 
Mercury during a visit to Detroit 
Oct. 16-20. 

Forum discussions with factory 
Officials to exchange ideas, sug- 
gestions and opinions leading to a 
better understanding of mutual 
problems will highlight the business 
sessions. 

Plant tours and visits to points 
of interest in and around Detroit 
are being planned for the council 
members and their wives. 

Bayne said, “Because of the 
unique position dealership sales 
managers occupy, we feel there 
is a real need for an organization 
whereby they can get together with 
each other and share sales know- 
how, and to meet with factory sales 
executives for mutually beneficial 
discussions.” 

George O. Hackett, manager of 
the sales promotion and training de- 
partment, will direct the program. 

The sales managers’ council is 
the fifth forum group to be estab- 
lished by the L-M sales department. 

The others are the national 
dealers council; the sales council, 
made up of retail salesmen; the 
service managers’ council; and the 

and accessories managers’ 


council. 
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on Autos 


therewith tends to be misleading 
and the practices in connection 
therewith tend to be deceptive and 
to destroy the confidence of the 
public in the integrity of automobile 
dealers generally; and 

“Whereas the Washington Au- 
tomotive Trade Assn. has been 
and is opposed to any form of 
misleading or deceptive acts or 
practices; 

“Now, therefore, be it resolved: 


“1. That the Washington Auto-| New Kar-Rug Representatives Named— 


motive Trade Assn. condemns all 


sale of motor vehicles; and 


“2, That a copy of this resolution| Rod Hazlett, Kar-Rug sales manager. 


be sent to the National Automobile 












Dealers Assn. and to each member 
of this association.” 


The back pages of every issue of AUTOMOTIVE NEWS contain the WANT AD 
Section. Others are profiting from AUTOMOTIVE NEWS WANT ADS! Are you? 





To increase coverage of the upper midwest, Rubbermaid Kar-Rugs of Wooster 
eetiae “ie a ene oon 2 Rubber Co. has appointed two new representatives. Lee Bergman (left) will cover 
Pp connection ©! Illinois, Indiana and southern Wisconsin. Harry C. Cady (center) has been assigned to 
Minnesota, North Dakota, upper Michigan and northern Wisconsin. With them is 


Reo Motors Buys 
Ohio Distributor 


LANSING, — Reo Motors has an- 
nounced the outright. purchase of 
Motor Truck Equipment Co. of 
Cleveland, one of Ohio’s largest 
distributors of trucks and truck 
equipment and a nine-county Reo 
distributor since 1950. 

Negotiations were completed by 
Joseph S. Sherer jr., Reo president, 
and M. K. Darling, president of 
Motor Truck, The company will be 
operated as a Reo Motors subsidi- 
ary. 

Purchase price was not disclosed. 

Cleveland headquarters of Reo 
Truck Leasing, another Reo Motors 
subsidiary, has been opened at the 
Motor Truck office. 

A, L. Struble, Reo general sales 
manager, has announced the 
following personnel changes: Clin- 
ton W. Wiley, manager of the 
Cleveland company; Reynold R. 
Deedon, manager for Reo Truck 
Leasing in Cleveland; Harry D. 
Fitzpatrick, Motor Truck sales 
manager; Francis M. Lyson, Motor 


Truck office manager, and Russell 
D. Foster, parts manager. 


Remington Rand Methods News 








New Printing Calculator 
Offers Quick & Easy Way 
For End of Month Reports, 

All Figuring Work 


In addition to the simpler jobs of keep- 
ing up-to-date sales and purchase 
journals and records of cash receipts 
and disbursements, auto dealers must 
work extensive computation such as 
workman’s compensation, pricing and 
insurance premiums. The Printing 
Calculator produces all these figure 
facts—and finishes the work faster. 

For instance, the Printing Calculator 
assures a quick, easy way to figure the 
distribution of administrative expenses 
on the basis of departmental sales 
volume. For this important procedure, 
the Printing Calculator provides a con- 
cise operation that assures accurate 
results through the printed tape, pro- 
viding the percentage ratio as well as 
the departmental charges. 

Preparation of the payroll is also an 
extremely important part of the 
dealer’s accounting operations. Fast 
multiplication and the Printed Tape as 
proof of accuracy are an ideal combina- 
tion for multiplying standard and over- 
time hours by rates. Complications of 
withholding taxes, old age benefits, 
dues, payroll savings plans and 
numerous other deductions, take a 
considerable amount of figurework to 
arrive at the net amount due each em- 
ployee. The Printing Calculator does 
all this figuring and the tape is proof 
of accuracy, eliminating needless and 
time-consuming checking. Using the 
non-Add Feature of the machines for 
entering each employee’s number, fur- 
ther enhances the value of the printed 
tape as your permanent payroll record. 

Get all the facts on the Printing 
Calculator from AD541. 








Visible Service Scheduling 
Increases Shop Efficiency 


Sched-U-Graph ...a large chart of 
movable segments...visualizes service 
work loads for motor car dealers with- 
out record posting. It’s simple, efficient 
and easy to operate, while paper work 
and filing are cut to a minimum. The 
result is less confusion in the shop, 
faster turnover of cars, less waiting 
time between jobs for mechanics, a 
smoother flow of work in billing and 
cashiers’ departments. 

Progressive dealers everywhere are 
installing this remarkable Sched-U- 
Graph system of service control with 
gratifying results. For complete de- 
tails, request booklet KD362.1. 


A Parts Control System 
That Works 


Here’s a parts record system that 
assures adequate stocks of need- 
ed parts... simply, effectively, 
with a minimum of clerical work. 

The unique Graph-A-Matic 
signal in the visible margin of 
each part record, adjusted as 
receipts and disbursements are 
posted, indicates when action is 
needed ...to initiate orders, ex- 
pedite when shortage threatens, 
or dispose of excess stocks that 
may accumulate. The bottom 
card provides space for dates, 
order numbers, receipts, dis- 
bursements, and balance on hand, 
while the top form shows date of 
each order placed, quantity, etc. 

Get the full story on parts con- 
trol by asking for booklet KD375. 


Remington Rand 
announces a new 
LOW-COST 
bookkeeping machine 


Now you can afford to mechanize your 
customer accounting and save month- 
end rush. Statements will go out on 
time, speeding collections and improv- 
ing customer relations. All figures will 
be available immediately for financial 
statements and other operating rec- 
ords. This new descriptive machine 
meets your needs at the lowest pos- 
sible cost. 

Complete customer records are pro- 
duced by a high-speed, one-posting 
method. Customer’s Statement, Ledger 
and Journal are kept up-to-date, with 
perfect agreement of entries. 





You get an automatically computed 
new account balance for each posting. 
Five or more columnar totals are avail- 
able for complete daily proof of posting 
and control. And month-end reconcilia- 
tion of records is made easy because 
your books are always in balance. 

The typewriter keyboard permits 
full identification of all entries at 
touch-method speed. You get neat, 
itemized statements... auditing and 
cross reference is simplified. 

These same machines may be applied 
to purchase records, distribution of 
sales and expenses, car inventory, etc. 
All the basic money-saving advantages 
of a top-price descriptive machine can 
now be yours for only a fraction of the 
usual investment. See how it soon pays 
for itself. Ask for folder AB664. 
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HERE'S A NEW HOT ITEM 
70 BUILD YOUR FALL 
AND WINTER PROFITS / 


SKIB-GRIP 


AUTOMOTIVE NEWS, 


Mr. Dealer.. 








ELECTRO VIBRA SANDER 


AUTOMATIC ROAD SANDER 


the ONLY motorized road sander on the market! 


@ INSTALLED IN 1 od 
HOUR 
Only 5 holes to drill, 
no fussy cables to in- 
stall. Removed in 
minutes for transfer 
to another car or for 
extra trunk space in 
summertime. 







SEE YOUR 
JOBBER TODAY 
OR WRITE 
US NOW — 


SS” trade Mark of 


DASHBOARD SWITCH 
CONTROLS 

powerful 2-speed motor — 
gives you sure, continuous 
grit flow when you need it! 
Hi-Speed for starts on glare 
ice; Lo-Speed for continu- 
ous skid-free driving on icy 
road or hill. 


SUSRSHURUREEECReRReOROM 
clip this coupon, attach to your 


HECKER PRODUCTS CORP. 
50 State Street 


We will RUSH you full information on 


@""-"] SKID GRIP PRODUCTS 


* ——- FEED 
SPREAD 


grit ‘eh tire width, 
assuring instant trac- 
tion forward or re- 
verse. No ports neor 
road to be damaged 
or plugged: operates 
- a2 — in 


letterhead, and mail to: 


Albany, N. Y. 


Te 


POUT Mime eas} 
Se ae aiid 


The test of any accessory is how 
well it repeats year after year. An 
overwhelming percentage of car 
owners who have had Ventshades 
installed on one car want them on 
every car they buy. That is one of 
the reasons why Ventshades con- 
tinue to produce handsome profits 
for dealers who sell them. Sell 
them yourself and see. 


Ventshades ore the original rain 
and sun shields. Avoid substitutes. 


Contact your Ventshade wholesaler or 
write direct for complete information 









THESE FEATURES 
SELL VENTSHADES 


¢ Open-window ventilation 
when it rains or snows 


© Safety from exhaust fumes 
© Less fogging of glass 

¢ Shade from the sun 

@ More comfort the year ‘round 
© Added beauty for the car 


© Quick, easy installation. tndi- 
vidual designing for each make 
and model assures accurate fit 


© Made to meet exacting stand- 
ards of car manufacturers. 
© Won't rust or rattie 























Hecker Products Corp. OSS ECRER See Renee 















AUTO VENTSHADE COMPANY « CHAMBLEE, GEORGIA 


IN ATLANTA'S FINEST INDUSTRIAL SUBURB 


SEPTEMBER 


Dealer 


Bauman Chevrolet, Huron, O 
has been purchased by Ray, 
and Carl Canal Fulton, 
O. The new firm will do business 
as Anchor Chevrolet, Inc. 
> * ? 


Al Stuebing jr. Succeeds 


Father as Ford Dealer 
Al Stuebing jr. has taken over 





| as head of Al Stuebing Ford, Hol- 


g his fa- 


lywood, 
| ther, Al Stucbing sr, who has 
retired. 


} 





| n 


Don Rice, formerly of Fort 
pon Ind., has been appointed 
general manager. ‘ 


Zone 4 Chevrolet Dealers 


Name Executive Secretary 

J. Martell Rud has been named 
executive secretary of the Zone 
Four Chevrolet Dealers Assn., Miin- 
neapoks. It cov- 
ers the Chevrolet 
zone of Minne- 
apolis, with the 
exeeption of the 
Twin City dealers, 
who have their 
own association. 

Rud, a gradu- 
ate of the Chev- 
rolet post - gradu- 
ate sehool in 
Detroit, gained his 
experience with a 





me 
J. Martell Rud 


Chevrolet dealership. His main du- 
ties will be sales promotion and the 
carrying owt of the association’s 
advertising program. 

+ * = 


Illinois Dealers Elect Graff 


To NADA’s Pontiac Council 


tiac dealers in Mllinois as their 


representative on the newly ac- | 
tivated Pontiac advisory commit- 


tee of NADA. 
* * . 


Omaha’s Mclninch Dis poses 
Of Willys Distributorship 

G. W. McIninch has disposed of 
his Willys distributorship in Oma- 
ha, which he held for 10 years. 

A suecessor has 
not yet been 
amed 


McIninch said 
he expects to de- 
vote his time to 
other business in- 
terests, whieh in- 
clude Motor Parts 
Co., a warehouse 
covering Nebras- 
ka and western 
Iowa, and Auburn 
Machine Works 
and Miller-Kauth Mfg. Co. 

McIninch had been a Packard 
distributor for 24 years before tak- 
ing the Willys distributorship. 


‘Landay Nash Sales Gets 


| Seventh 10-Point Award 
Landay Nash Sales, Inc., Balti- 





G. W. McIninch 


more, has received its seventh 


| 
| 


consecutive Nash 10-Point Award. 
Morris J. Landay is president of 


| the firm which claims to be 


Maryland’s oldest Nash dealer- 
ship. 


& © * 


| Courtright Motors Opens 


| 


I" 


| 


| 


Oldsmobile Sales Center 
The new $155,000 Oldsmobile 


| Sales Center of Courtright Motors, 


Kokomo, Ind., has been inaugu- 
rg with a two-day grand open- 


"The 70-foot display floor across 
the front has floor-to-ceiling glass 
windows. A used-car lot adjoins the 


building. 

Bob is business man- 
ager; Richard , general sales 
manager and used-car manager; 
Q@mer Wall, service manager, and 
Kenneth Sprong, _barts manager. 


Family Tradition 
McCartys Mark 40 Years 


As GM Dealers 
This year marks an important 
milestone in the history of Taylor 
MeCarty & Sons, Buick - Pontiac- 
Chevrolet dealership in Wyatusing, 
Pa. 


It not only marks its 25th anni- 
as Chevrolet deaier for the 
community, but also brings to 40 


28, 1953 


. One of the employes, 
Emory C. Dodge, has been with the 
dealership since 1920. He is now 
shop foreman. 


Rhode Island Elects Frazer 
ae NADA Chrysler Group 
oe Frazer, vice-presi- 
dent of Brady-Frazer (Co, 
Providence, has been elected by 
Chrysler dealers of Rhode Island 
to the Chrysler advisory commit- 
tee of NADA, 


Nethling’s 8 2nd Lot 


Nethling Chevrolet Co., Millvale, 
Pa., has opened its second used-car 
lot ‘at 1918 8 Babcock Bid. 





Doings 


the number of years the firm has 
handled the Buick lime, and to 20 
its association with Pontiac. 

Back in 1913 at Sugar Run, Pa., 
the late Taylor sold his | 
first Buick and either he or his | 
;}sons have been handling General 
Motors products continuously for | 
the past four decades. 

Present owners of the dealership | 
are Graydon and Donald McCarty, 
sons of the founder of the firm. 
Another brother, Murray, is service | 








ANNOUNCING SIX NEW MANUALS FEATURING 


AUTOMOTIVE 
SALESMANSHIP 


By W. K. Braasch 
Dean of Automotive Sales Trainers 


TESTED © PROVEN @ EFFECTIVE @ THROUGHOUT 
ENTIRE UNITED STATES AND MANY FOREIGN COUNTRIES. 


GUARANTEED TO BRING RESULTS 


UALS CONTAIN ALL OF THE a ow SS PRINCIPLES 
LOPED ANDO PERFECTED IN 30 YEARS OF 


W. K. BRAASCH 

THE FOLLOWING SIK M 
WHICH HAVE BEEN 
TRAINING EXPERIENCE. 


OVER 50,000 TRAINED - SUCCESSFUL - SATISFIED 
AUTOMOBILE SALESMEN CAN'T BE WRONG — 


$1.50 EACH 


Cor ; Postpaid 
Your Sales Talk. 
Enclosed is my ([) Check ([] Money Order 


mt Prospects 


‘poe oe 


Oli hearer 


PRODUCTION 
, ol 
GREY } UBON CASTINGS 


iy “ON OF tLe NATION'S 
LARGEST: AND MOST MODERN 
PRODUCTION FOUNDRIES 


A SURdsiaD 


THE WHELAND YTV TE. 


TZN ae eR ABT Le) y 


MANUFACTURING PLANTS 


CHATTANOOGA 2, TENNESSEE 


PROTECT YOUR SHOWROOM FLOOR WITH D & M UNDER CAR COVERS 





$13.50 


D & M TRUCK TOP CO. 


12186 Petoskey, Detroit 4, 
a os Stake and Pick-Up Tops 
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Collier’s Ups Rates 

Collier’s will boost its rates by 
about 17.5 percent effective March 
5, it is announced by Shepard Spink, 
vice - president. Spink also an- 
nounced that the estimated average 
net paid circulation as of the Sep- 
tember issue was 3,710,000, approxi- By 
mately 540,000 above the first six | 
months average. 

Frequency discounts will be of- 
fered for the first time—3 percent 
and 5 percent for 13 and 26 in- 
sertions, respectively, in 26 issues. 
The new rates are $11,870 for a 
black and white page and $17,185 
for a four-color page. 

The company reported circulation 
of its first three bi-weekly issues 
as follows: 3,410,000, 3,537,000 and 
3,725,000. 


soe 


Staff Writer 

The Bureau of Advertising of the 
American Newspaper Publishers 
Assn., Inc., aided by Univac — the 
electronic brain that predicted 
President Eisenhower's victory 
within four electoral votes—has re- 
leased its “Annual Time Table of 
Retail Opportunities” as a yard- 
stick for manufacturers and retail- 
ers in planning seasonal sales goals 
and timing advertising. 

The study is believed to be the 
= first of its kind in the retailing 
field. Univac’s 5,000 electronic 
tubes sifted hundreds of facts 
from retail sales data reported by 
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the Federal Reserve Board to pin 
down trends in seasonal buying 
over the 12-year period, 1941-52. 
The Nghtning-fast calculator, a 
product of Remington Rand, also 
projected these trends to indicate 
how people may be expected to buy 
28 lines of merchandise in the na- 
tion’s stores during 1954—‘provid- 
ing the trends continue and barring 


a major change in the economy 


precipitated by war or an abrupt 
recession,” the bureau said. 


At the same time, analysis of the 


computer’s calculations indicated 
that seasonal buying patterns dur- 


ing 1954 will duplieate—in most 
cases with variations of only a 
fraction of a percentage point— 
those which prevailed during 1952, 
the bureau said. 


The bureau’s statement accom- 
panied the opening of the second 
year of a drive by daily news- 
papers to help retailers increase 
profits and cut costs through ad- 
vertising better timed to match 
periods of peak consumer buying. 

Intensification of the drive was 
signaled with the unveiling of the 
1953-54 edition of the “Annual Time 
Table of Retail Opportunities,” is- 
sued last week by the bureau to 
its 1,000 member newspapers, and 
now available to retailers through 
them. 


* ® * 


Linen to Address DMAA 


James A. Linen, publisher of 
Time magazine will be the featured 
speaker at the opening luncheon of 
the 36th annual conference of the 
Direct Mail Advertising Assn., Sept. 
30- Oct. 2 at the Hotel Statler, 
Detroit. 


Other speakers scheduled for the 
opening luneheom are William 
Power, advertising manager of 
Chevrolet, who is also the conven- 
tion gemeral chairman; DMAA 
President Lester Suhler, subscrip- 
tion manager of Leok magazine, 
and Detroit’s Mayor A. E. Cobo. 


Speakers at a session 
Wednesday afternoon will be 
Frank J. McGinnis, r of 
ad sales tion and 


dent of J. Walter Thompson ad- 
vertising agency, and Elmo 
Roper, of the Roper Organiza- 
tion, New York, They will discuss 
the Ford direct-mail program. 

Winners of the association's an- 
nual “Best of Industry” direct-mail 
campaign will be made on the 
opening morning. 

Fred R. Michaels, mail order 
merchandise manager of Sears Roe- 
buck & Co., will be the guest 
speaker at the closing luncheon ses- 
sion Oct. 2. 

Entertainment for the three-day 
convention includes tours of the 


Washington, again will be one of 
the features of the pariey, officials 


said. 
°° ¢ @ 


Look Foresees Ad Record 
Advertisers will invest a total of 


for the first nine months of 1958 


and that on the basis of advertis- 
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Affecting Factories and Dealers. . . 


Auto Advertising 





ing contracts already signed, Look’s 
total advertising revenue for the 
entire year would be nearly $23,- 
500,000. 


* * * 


Pontiac Sponsors Garroway 

Pontiac has signed Dave Gar- 
roway to do a half-hour Friday 
night television show, beginning 
Oct, 2, over NBC-TV. 

The eastern time zone will car- 
ry the Pontiac show out of New 
York from 8 to 8:30 p.m. every 
Friday. About 75 percent of the 
television stations signed will 
carry it “live” or in “hot kine- 
scope” roe re said, 

* 


Willys Names Atiiine 


The appointment of Fred W./| 
Adams as advertising manager of 
the Kaiser-Willys division of Willys 
Motors, Ine., was 
announced last 
week by Roy Ab- 
ernethy, general 
sales manager. 

For the past six 
years, Adams has 
been advertising 
manager of Pack- 
ard, which he 
joined as an in- 
dustrial relations 
executive in 1942. 

In his new posi- 
tion, he will be in charge of adver- 
tising for both the Kaiser and 
Willys lines. Adams began his busi- 
ness career as manager of advertis- 
ing and public relations for the 
Kalamazoo (Mich.) division of Con- 
sumers Power Co. 

* * * 


Lure for Advertisers 
The American Weekly has sent 
to prospective a advertisers a fold- 


Fred W. Adams 


er made up in the form of a pre- 
ferred stock issue. 

The folder sets forth reasons 
why manufacturers should adver- 
tise in the weekly magazine and 
says officials estimate an increase 
of $4 million in advertising rev- 
enue this year. 

* . * 


| Dealers Air Grid Games 
Villanova College’s 10-game foot- 
| bal schedule again is being broad- 
| cast by Radio Station WIP, with 
| the Metropolitan Philadelphia 
| Dodge Dealers Assn, cooperating in 
joiat sponsorship of the broadcasts. 
Co-sponsors are Murray’s, of Paoli, 
Pa., and RCA Victor. 
E. Q. Raney is president of the 
dealer association. 
* * > 


| Detroit Times to Expand 


| The Detroit Times has announced 
a $3.5 million expansion of its 


* 33 


press run to more than 52,000 
newspapers per hour. The presses 
will be equipped with the latest 
developments for color printing, 
officials said. 

Modernjzation of the stereotype 
department, mail room and delivery 
department also is included in the 
expansion program. It is expected 
that the renovated plant will be 
in operation in 1954, 


Packard Sponsors Newscast 

Packard, through its advertising 
agency, Maxon, Ine., has comtracted 
for the sponsorship of a total of 
two hours of weekend news peri- 
ods over the American Broadcast- 
ing Co. Radio Network. 

The show, which began Sept. 26, 
will cover a total of 24 five-minute 
news periods each Saturday and 
Sunday. The contract is for 13 


John P. ——— vice- “president | of Outdoor Advertising. 


weeks, according to Fred J. 
Walters, marketing vice - president 
of Packard. Arthur Van Horn, ABC 
commentator, will handle the pro- 
grams. 


| physical plant. 

| Using a battery of 28 high-speed 
| Goss eadliner a — > 
paper wil be able 








Speakers at Outdoor Advertising Meeting— 
This team of speakers addressed a sales session held at the National Outdoor 


Advertising Convention in Heuston and sponsored by Outdoor Advertising, Inc. 
From left are J. B.. Huntress, Nosh advertising manager; Kerwin H. Fulton, president 
of Outdoor Advertising; Peter G. Levathes, vice-president of Young & Rubicam, and 


This FREE 


book shows you 
how to operate any 





service department 


FOR PROFIT 


Faster, more accurate diagnosis... 


plete work orders and 
.. faster completion of 


ing checks on all workmanship and final 
inspection that eliminates “come-backs” 
and insures customer satisfaction. All 
these factors combine to increase service 
department profits. This book gives you 


three plans in detail for 


Dynamometer into your service operation. 
Mail the coupon for your free copy today. 


CLAYTON MANUFACTURING CO. 
Box 550, El Monte, Calif. 
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ense Cut Holds Up Net... 


Average Dealer Gross 
Hits Postwar Low 


(Continued from Page 1) 


lars, rather than percentage of 
total sales, expenses increased over 
last year. Selling expense was up 
27.5 percent to $164.82 per new unit 
sold, and operating expense in- 
creased 20.1 percent to $381.96 per 
new unit sold. Percentage expense 
decreased because the dollar vol- 
ume of sales was so much greater. 
The hike in selling expense re- 
flects the switch to a buyer’s 
market, with more time and effort 
needed to change a prospect into a 
customer. 
* ae eo 
HE survey split dealers into four 
groups—Group I covers dealers 
who retailed 1 to 149 new cars and 
trucks in 1952; Group II, 150 to 399 
units; Group III, 400 to 749, and 
Group IV, 750 and more. It then 
arrived at average figures for all 


ing months in the spring.” 
NADA’s executive committee, 
which often has emphasized the 
value of sound business practices, 
reported last week that a program 
covering problems of continued 
high production is being developed 
by NADA’s industry relations com- 
mittee. : 


N ITS survey of used-car opera- 
tions, NADA found that unit 


in prices during the second 
quarter, the average cost per unit 
dropped from $897 on March 31 to 
$866 on June 30. The average cost 
per inventory was $859 on June 
30 a year ago. 

At the current rate of sales, 
NADA said, used-car stocks on 
June 30 represented a 33.7-day 
supply. It added that 43 percent of 
the used cars in inventory had been 
carried 30 days or longer. The ratio 
of used-car sales to new for the 
first six months was 1.5 to 1, 


A year ago, used-car stocks at 
the end of the first half represented 
a@ 31.2-day supply. Only 39.4 percent 
had been in stock at least 30 days, 
and the ratio of used-car sales 
then was 1.7 to 1. 

s * = 


PArts gross for the first six 
months averaged 28.1 percent of 


total sales for all dealers combined, 
and ranged from 29.1 percent for 
the smaller dealers to 25.6 percent 
for those in the highest volume 
group. Parts sales for all dealers 
averaged $286 for each new unit 
sold. 

Parts inventories on June 30 
averaged 6.1 percent higher than 
on Dec. 31, but were down 2.5 
percent from the totals reported 
at the end of March. At the aver- 
age rate of movement, NADA 
said, the parts investment was 
being turned twice annually. 
Comparison on parts to the first 

half of 1952 was impossible, since 
figures for a year ago included 
accessory sales and stocks. 

On customer labor sales, the per- 
centage of gross profit to total sales 
was 43 percent, up 2.8 percent from 
the 1952 figure of 42.9 percent. All 
of the gain was registered in the 
first quarter, which ran better than 
10 percent ahead of 1952. Sales in 
the second quarter dropped 3.5 per- 
cent in comparison to those re- 
ported for the first three months. 

Customer labor sales averaged 
$217 for each new unit sold. 

e ° +. 


AL service sales (including 
parts and labor) amounted to 


$677 for each new unit retailed, for 
@ percen se gross profit of 
31.7 and a service absorption aver- 
age of 56.2 percent. 

A year ago, total service sales 
were $907 per new unit, for a 
gross profit of 32.2 percent and 
an absorption average of 62.4 
percent. 

The absorption average, which 
dropped to 53.9 percent in the first 
quarter of 1953, NADA said, 

marked the lowest point recorded 
in its surveys. It climbed to 59.1 in 
the second quarter to reach its 
average of 56.2 for the haif. 
. * ca 


__ second-quarter gain in ab- 
sorption average, NADA said, 
“resulted entirely from better con- 
trol of expenses, as service gross 
fell off about 7 percent in that 
period.” 

In determining the ratio of de- 
partment sales to total sales, the 
survey showed that the percent- 
age of new-unit sales rose as the 
volume of the dealership in- 
creased. 

It ranged from 50.9 percent in 
the smaller dealerships to 63.2 per- 
cent in the group of largest dealers. 

Small dealers, conversely, chalk- 
ed up the best record in used 
vehicles, service and parts and 
miscellaneous sales, 


How Dealers Fared on Expenses, Profits 


Average Selling 

Ratio Used Unit Sales to New.... 

Gross Profit Per Used Unit Sold 

Number of Days’ Supply in 
Inventory 6-30-53 

-Average Cost Per Used Unit in 
Inventory 6-30-58 

Percentage of Used Vehicles in 
Stock 


Parts Sales Per New Unit Retailed 
Percentage of Gross Profit to Sales 
Number of Months’ Supply in Inventory.. 


Annual Turnover of Investment 


Sales Per New Unit Retailed...... 


Percentage of Gross Profit to Sales... 


FIRST HALF, 1953 


(Continued from Page 1) 


USED CARS 
GROUP II 
$ 933 
L5 to 1 
—$4 


32 


GROUP I 
$ 880 
17 tol 
—$4 


38 


$ 854 $ 898 


39.2% 


PARTS 
(Accessories not included) 


GROUP II 
$ 298 
28.3% 
5.6 
2.1 


GROUP I 
$ 304 


7.2 
Li 


CUSTOMER LABOR 
GROUP I 


$ 232 
39.7% 


TOTAL SERVICE 


GROUP II 
$ 282 
45.1% 


GROUP III 
$ 892 
11 to 1 
—$ 26 


GROUP II 
$271 
25.4% 


GROUP II 
$ 192 
48.3% 


INDUSTRY 
AVERAGE 


$ 894 
15 to 1 
—$7 


34 


GROUP IV 
$ 858 
98 tol 
—$9 

26 22 

$812 


28.0% 


$ 866 
43.0% 


INDUSTRY 
AVERAGE 
$ 286 
28.1% 
6.0 
2.0 


GROUP IV 
$ 199 
25.6% 
4.3 
28 


4.0 
3.0 


INDUSTRY 

AVERAGE 
$217 
43.0% 


GROUP IV 
$ 145 
47.4% 


Includes labor, parts and all other service and stockroom sales, except accessories with new vehicles. 


GROUP I GROUP II 


GROUP Ill 


INDUSTRY 


GROUP IV. AVERAGE 


L-M Group Honors Gloer— 


Lincoln-Mercury dealers in the Jackson- 
ville (Fla.) area present a silver service 
and matched pen set to J. B. Gloer (right), 
in appreciation of his services as district 
sales manager. Gloer has resigned to ac- 
cept a dealership in Pensacola, Fla. Mak- 
ing the presentation is F. M. Scarritt, St. 
Petersburg. 


Kaiser Helps U.S. 


Speed Output of 
Electronic Gear 


WASHINGTON. — The Kaiser 
electronics division of Willys 
Motors is constructing, under the 
direction of the Navy Bureau of 
Aeronautics and the National 
Bureau of Standards, some of the 
first machines for mass - producing 
certain types of electronic com- 
ponents, according to Edgar F. 
Kaiser, president. 

Kaiser said the machines, which 
the division has been constructing 
as part of a highly classified mili- 
tary program, would greatly assist 
the Government in accelerating 


First Detroit Auto Show 


Since ’40 Due in Feb. 


DETROIT.—Dates for resump- 
tion of one of the nation’s leading 
auto shows after a lapse of 14 
years were announced last week 
by the Detroit Auto Dealers Assn. 
The show, a “selling” affair, will 
be staged Feb, 20-28 at the State 
Fairgrounds, 

More than 150,000 square feet 


sociation’s 4ist auto show, al- 
though it has not held an indoor 
exposition since 1940, partly be- 
cause of space problems, Patter- 
son said. 

Members of the show committee 


include Al Roger (Dodge-Plym- 
outh), Ed Schoenherr (Ford), 
Omer Stotts (Studebaker) and 
Paul Graves, DADA executive 


Sales Per New Unit Retailed 
Percentage of Gross Profit to Sales.......... 
Service 


Absorption 
(Officers’ or Owners’ Salaries Included) 


$748 
29.7% 


53.7% 


$ 703 
33.9% 


59.2% 


$ 586 
34.0% 


58.8% 


$ 438 
34.3% 


59.3% 


$677 
81.7% 


Oe RT ENTE RAR NTE ER ET NT SR a CRE TTT 


250...... 4.50 


Enclose Check with Order. 
Shipments Prepaid. 
Free Used Cer Systems & Aids 
Catelogve. 


BARRY AUTOMOTIVE CO. 


(SYSTEMS DIVISION) 
Ste. “A”, Bex 1037, Cleveland 2, Ohic 


RATIO OF DEPARTMENTAL SALES TO TOTAL SALES 


GROUP I GROUP II 
54.0% 
28.6% 
14.7% 
2.7% 


Start Selling, Doyle Urges . . . 
Depression Talk Hit at Ky. Parley 


. (Continued from Page 3) 
pective customers because they do 
not now own a car. 
Poul I Meiione, vice pein 
ice-president 
of Commercial Credit Co., Balti- 
more, urged a return to the 
“ancient notion” that the function 
of a shopkeeper is to please his 
customers. 


Millians stressed the need for 
good salesmen—men with the “de- 
sirable qualities of strength, 
warmth, conviction and intelli- 
gence.” Finding and developing 
ak men is an achievement, he 


He also declared that leadership 
managements prime function. 

ere sho’ @ warm, normal, 
comfortable relationship between 
management and employes—no 
“boss complexes,” he warned. 

The outlook for growth in high- 


way transportation was discussed 
by Clive Bradford, field representa- 
tive of the Automobile Manufac- 
turers Assn. 

By 1975, Bradford said, there 
may be an increase of nearly 
two-thirds in the number of 

in this 


expansion of the 
highway transportation industry 
can be removed. 

Citing a Federal Government re- 
port, Bradford said there will be 65 
million cars and 20 million trucks 
registered by 1975. 

“It is interesting to note,” he 
added, “how elosely the level of 
activity in the automotive business 
is related to the level of activity in 
the economy as a whole.” 


Except for the World War I 
years, there has been a constant 


GROUP III 


INDUSTRY 

AVERAGE 
54.0% 
28.8% 
14.7% 
2.5% 


GROUP IV 


22.0% 
12.4% 
24% 


relationship since 1931 between 
total spending for all goods and 
services, or the gross national in- 
come, and motor vehicle mileage, 
Bradford said. 

“From 1931 to the present,” he 
said, “there has been a constant 
ratio of one and one-half miles of 
motor vehicle travel for each $1 of 
the gross national product, meas- 
ured in terms of the 1953 dollar.” 

The speaker that 

highway transportation is a busi- 
ness on which the public spends 
$50 billion a year. It generates 
about one-seventh of the income 
and gainful employment in the 

nation, he said, 

He urged dealers to support pro- 
grams for adequate highway and 
parking facilities. 

Paul Dexheimer is president of 
the association, and Ben F. Long 
served as convention chairman. 


vice-president. 


production of electronic equipment. 
The program has been under way 
since shortly after the outbreak of 
the Korean conflict. 

Labeled “Project Tinkertoy,” the 
system offers the electronics in- 
dustry a new pattern of short cuts. 
The machines, owned by the 
Government, are the only ones of 
their kind in existence. 

Electronic gear for both military 
and civilian use is presently as- 
sembled almost entirely by hand 
and requires considerable time. 
These machines produce basic 
electronic components in complete- 
ly assembled “packages,” according 
to Kaiser. 

These packages, he added, are 
made in an infinite variety of 
circuits that can be incorporated 
into the design of military or com- 
mercial electronic equipment in 
such a manner that operational 
characteristics are improved. 
Maintenance time, cost, space and 
weight requirements also are re- 
duced, he said. 

The Kaiser electronics division is 
presently operating the 
in a pilot line at a Government 
plant in Arlington, Va, 

The electronics division of Willys 
Motors, an affiliate of the Kaiser 
electronics division, also is pro- 
ducing military and commercial 
electronic equipment at its plants 
in Anderson, Ind., and Toledo. 





‘0 NADA Hudson Group 


Gunther Orsinger, of Orsinger 
Motor Co. (Hudson), San Antonio, 
been elected to the Hudson 
yisory committee of NADA. 









ixtra Quality 
at No Extra Cost! 


CHROME NAME PLATES 


Die-cast and triple-plated. 





zans Elect Orsinger 


Original designs. Sketch submitted. 
Minimum quantities available. 
Write for FREE Sample and details. 


Po Se CFALE 
PRECISION CASTING Ce 
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Phila. 45, Pa., Dept. A 





For FORD 
OLDSMOBILE 
CADILLAC 
and PACKARD 
DEALERS 


QUICK-OUT — Pat. 164057 
The Perfect Gift 


First Time Offered 


A scientifically designed ash tray of vitre- 
ous china, decorated with authentic re- 
production of an early car of Your Make 
in colors. Dealer Name in gold if desired. 
Gift boxed. A $1.50 retail value. Sample 
and prices if requested by official on 
firm letterhead. 


WAGAR INDUSTRIES 


4495 W. 210 St., Cleveland 26, O. 
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[Tractor] 


SELL YOUR BEST RURAL 
CUSTOMERS THROUGH 


GENTLEMAN# 
leader in Automotive Advertising 
Where Automotive Ownership 


is Greatest 


MARTIN H. BURY'S 
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Now in book form 


A captivating story of automobiles 
and the people who drive them by an 
author who is a well-known avtomo- 
bile dealer, and well-known to many 
Automotive News readers. in a light- 
hearted manner it covers motoring in 
all its phases, and even the phases to 
come. An amusing and interesting 
book. 


$3.50 af your bookstore or direct from 





Publishers 














ROLLING 
WHEELS} ees 


DORRANCE & COMPANY 
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Cross-Country Check Shows: 





What’s Behind Dealer Ad Spree 


(Continued from Page 1) 
in order to stir up a slow market 
as they move toward winter. 


Instead of giving more than 
usual away, some say they hope 
that the increased traffic will help 
them make better deals than the 
real no-profit deals proposed by 
customers they contact in the 
normal way. 

The advertising gets off the trol- 
ley when a dealer not experienced 
in price advertising turns to it in 
desperation and imitates it without 
knowledge of the fine points. 


He may advertise straight dis- 
counts, naming a figure, or no-prof- 
it deals, which do not make sense to 
the public—unless to give the im- 
pression the dealer is going out of 
business. 

7 o + 

N CONTRAST, the “old pros” at 

wheeling and dealing make their 

ads alluring on price, but do not 
mention discounts. They justify the 
low prices so the ad does not look 
like they are going out of business. 

And they know they are appeal- 
ing for sharp shoppers and are or- 
ganized to deal with them when 
they arrive, 

The dealers have well rehearsed 
sales systems so that they can 
give what appear to be bargains 
without losing their shirts. 

For example, Hull-Dobbs, of Lou- 
isville, advertised one of the “We 
must sell 200 Fords” deals the other 
day. 

This was justified this way: 

“Due to the remodeling of our 
building at 1213 W. Broadway, we 
have no room for these cars.” 

+. * * 
on for the price lure, which 
in this case is justified before 
it is mentioned: 

“We can ship your present used 
car to our dealers in Texas and 
California, where the market is at 
an alltime high. They need used 
cars badly. 

“Therefore, we can give you the 
WORLD’S HIGHEST PRICE for 
your car right here in Louisville.” 

Now for the new-car price: 

“We can deliver you a brand new 
1953 Ford as low as $1,697.92. 

Note that there are Fords that 
can be delivered for that and still 
be very close to the list price. 

The ad ends up with this: 

“We'll deal—will you?” 

And that is the nub of the situ- 
ation. The Hull-Dobbs boys are well 
prepared to deal aggressively with- 
out giving away too much. 

* * ” 


But some dealers go off the deep 
end not only on discounts but 
in indicating that “no downpay- 
ment, 44 months to pay” terms are 
a lot more common than the facts 
of life justify. 

A look at the advertising from 
various cities gives an idea of 
what is going on, 

In Houston, Felton Motors ad- 
vertises a “Carathon” in which it 
pledges to sell 100 new Fords in 
48 hours. Fire-sale type is used, but 
the promise is confined to “terrific 
tradein allowances.” 

* > * 
OSENSTOCK MOTORS adver- 
tises a year-end inventory re- 
duction sale of $500,000 worth of 
DeSotos and Plymouths “at great 
savings.” 

In the papers examined, this was 
the extent of the “wild” advertising. 
On the other side of the picture, 
Ivy - Russell Motor (Ford) adver- 


“You have been reading all kinds 
of ballyhoo advertising—no down- 
payments, with a lifetime to pay 
. .. We can’t give you something 
for nothing. We can’t sell you a 
car without a downpayment. 

“But we will be here every day 
to do business with you on a 
sound, legitimate basis. This is 
the only way we know how to do 
business, and the only way we 
want to do business .. .” 

In Providence, Elliott (L-M) uses 
a double-truck ad to announce that 
110 new Mercurys will “practically 
be given away in 48 hours.” 

Walter Winters advertises 1953 
Dodge sedans with “very few miles” 
at $2,096. 


a 2 * 


Philadelphia 6, Pa. HUrLen AUTO SALES (Stude- 


baker) announces a goal of 42 


new cars by Sept. 30, “win, lose or 
break even.” The giveaway includes 
finance charges, gas for a year, 
radio and heater and automatic 
shift or overdrive. 


(To keep perspective, remember 
that these are the so-called wild 
ads, and that in each of the cities 
mentioned there are dozens of deal- 
ers who are not using them.) 

Leon Pinkson, San Francisco 

Chronicle auto editor, reports 
that San Francisco dealers are 
not advertising any special dis- 
counts on new cars, but are run- 
ning heavy copy on immediate 
deliveries and tempting tradein 
allowances. 

However, the Ford dealers an- 
nounce that “5,500 new Fords are 
ready to go in an effort to make 
@ new sales record .. .” 

Les Vogel offered 225 new Chev- 
rolets in a “no-profit sale” in the 
evening papers, but, it is reported, 





Fords — New — At Cost 


Would you give cost for a new Ford? | 
have 154 new Fords that | have company 
orders to dispose of. Will take small down 
payment with small monthly note. We will 
give you every dollar your present car is 
worth in trade. Call me personally today. 
Mr. Schultz, Thomas Jefferson Hotei, 7-714!. 
6 p.m. ‘til (2 pm. 


The above ad, and others like 
it, have been appearing in the 
classified sections of Birming- 
ham (Ala.) papers. The men 
named in the ads are reported 
to be salesmen for franchised 
dealers. 





morning-paper schedules of the ad 
were killed at the urgent request of 
factory branch officials. 


Van Etta Motors (L-M) adver- 
tises “Biggest Bargain Offer on the 
Hottest Car of the Year.” 

* * *~ 
ALVIN SUTTON, of the Star- 
Telegram, reports that new-car 
dealers are not advertising dis- 
counts in Fort Worth. However, he 
notes this paradox: 

Used-car dealers are advertis- 
ing new cars heavily, while new- 
car dealers are advertising to un- 
load used cars. 


and Pontiacs, from $2,295, Oldsmo- 
biles from $2,595, Chevrolets from 
$1,695, and Fords from $1,775. 

On the truck end, however, 
Dick Danner (Ford) is advertis- 
ing 50 trucks for $1 over cost. 


In Erie, Pa., the sensational ad- 
vertising appears to be confined to 
discounts up to $500 on official’s car 
and demonstrators in a few lines. 

+ * + 


HILADELPHIA dealers are cit- 

ing mainly “low” selling prices, 
rather than discount advertising. 
One dealer advertises “executive” 
cars at $800 off list. 

O’Neil Motor is repeating its one- 
day special on Fords in Mishawaka, 
Ind., “by popular demand,” it says. 
No mention is made of price-cut- 
ting, however, except through “gen- 
erous tradein offers.” 


Little is seen of special discounts 
in Pittsburgh papers, where the 
dealers speak rather of “get our 
deal first,” “don’t miss our deal,” or 
“biggest tradein allowance.” 


Advertising in Columbus, O., is 
similar. It is said that there are 
few dealers with a backlog of cars 
in that city. 


It is generally quiet on the Buf- 
falo front, too, with price adver- 
tising confined to Engel - Stude- 
baker offering “up to $300 more 
than regular price for your trade.” 

In Spokane, Wash., Ernie Majer 
announced he would give away $250 
with every new Ford except the 
Mainliner business coupe and two- 
door. Prospects were advised that 
they could use the $250 as part of 
the downpayment or any other way. 
Justification was the Ford 50th an- 
niversary. 

* * * 

yo and Mercury dealers were 

using dominant sale ads, too, in 
Rochester and Hamburg, N. Y., 
Atlanta, Charlotte, Little Rock, 
Newton, Kans., Baltimore, Seattle, 
Jacksonville, St. Louis, Chicago and 
many other cities. 


In many cases they were re- 
strained on the price angle. A 
few shocked other dealers, like 
the one in Charlotte that blazoned 
“$500 discount or more on any 
new Mercury in our stock.” 


And there were many cities, too, 


Used-car dealers are offering (all|}in which correspondents reported 
53s) Buicks from $2,195, Mercurys| no wild ads of any sort. 








Choice in Colors— 


W. K. Perkins (left), truck sales manager 
of International Harvester Co., shows W. C. 
Schumacher, truck general manager, the 
four colors now offered on International 
trucks. Most popular, according to a sur- 
vey, is red which is preferred by 32.4 per- 
cent of truck operators. 


bntees 


Four New 


Offered by IH, But 
Red Stays in Front 


CHICAGO.—Four new colors for 
International trucks were an- 
nounced last week by W. K. Perk- 
ins, sales manager of the motor 
truck division of International Har- 
vester Co. The new colors are Cum- 
berland green, Gulfstream blue, 
Yuma cream and Cascade green. 

“Many truck operators aim to use 
their truck color to help advertise 
the nature of their business or to 
enhance the visibility of their 
trucks,” Perkins said. “For that 
reason we offer a wide range of 
colors.” 

According to a survey, a bright, 
highly visible red is an increasing 
favorite among truck operators. 
More than 82 percent of Interna- 
tional trucks are red, Last year, a 
survey showed that only 29 percent 
were red. 

Also increasing in popularity is 
the dark Adirondack green, with 
27.3 percent as compared with about 
25 percent last year. 

Other color favorites include 
Black Canyon black, Chesapeake 
gray, Apache yellow and Valencia 
orange. 





“Speedy Is Worth More Than His Salary” ° 





I'M TALKING ABOLT 
AUTOMOBILES, MAAM-AND 


YOUR 


MY! MY! IF I COULD ONLY 
GO THAT FAR ON ONE 
\ GREASE JOB --- OH, DARN! 
ER WRINK 


NAME HERE 


DO THE 


GREASING JOBS IN TOWN. 


This is but one of scores of enthusiastic comments from Auto Dealers the country over. Small wonder, 
since SPEEDY does exactly what he is supposed to do. The exclusive local appearance of SPEEDY, with 
your name highlighted in every strip, assures you of the following: 
1. WIDER READERSHIP FOR YOUR ADS. 
2. READER GOOD WILL, RESULTING IN NOTICEABLE SALES INCREASE. 
3. INCREASED IDENTITY FOR YOUR NAME AND BUSINESS. 


*Name of Dealer on request. 


Mail in coupon for full details. 
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_ SPECIALIST . 
ocatlhiademars. si 
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87 MADISON Avene - NEW YORK 16, N.Y” 
Rush details about Speedy to me! 
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Timken Roller Bearing Co. has 
announced the promotion of Harry 
B. Lilley to manager of the Detroit 
district office of its steel and tube 
division. 

Lilley, with Timken since 1925, 
had been manager of the division’s 
Houston office, where he will be 
succeeded by John J. McGrann, 
fopmer sales engineer. 

It was also announced that R. R. 
Hershey, sales engineer in the Mil- 
waukee office, has been transferred 
to Detroit, while M. A, Conley has 
been named to succeed him. 

* + 


‘Street Lighter’ 
GE’s Bock in Retirement 


After 43 Years 

John E. Bock, who has been con- 
nected with General Electric Co. for 
more than 43 years and is known to 
many as America’s “street lighter,” 
has retired as GE’s supervisor of 
photometric testing. 

Among Bock’s achievements are 
the inventions of a number of tools 


necessary for street lighting re- 
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search. His isocandle and isolux 
charts of light distribution took the 
guesswork out of lighting calcula- 
tions. 

He also originated aiming charts 
for floodlighting installations which 
provide the proper setting of flood- 
lights with mathematical exacti- 
tude, 

| > s ° 


Peerless Gives Lundy 


Advanced Sales Post 


Everett W. Lundy has been ap- 
pointed assistant sales manager of 
Peerless pump division, Food Ma- 
chinery & Chemical Corp. Los 
Angeles. 

Lundy will be succeeded as Pa- 
| cific district manager by Robert H. 
Hull, district manager at Indianap- 
olis. Hull, in turn, will be replaced 
by Waldo T. Harman, Chicago 
branch office manager. 

* * + 


Copeland, Earl and Seaback 


Named Lee Branch Chiefs 


The appointment of three new 
branch managers in its New Eng- 
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land sales territority has been an-| 
nounced by Lee Tire & Rubber Co. | 
of New York, Conshohocken, Pa. 


S. A. Copeland, former manager 
of the Buffalo branch, has taken 
over as manager of the Boston) 
branch, while W. H. Earl, former | 
head of the company’s Providence | 
branch, will take over the Buffalo’ 
office. F. W. Seaback, formerly a 
salesman at the Hartford (Conn.) 
branch, replaces Earl at Provi- 
dence. 

+ + « 


Packard Moves Peterson, 


Steward to Minneapolis 


Two personnel changes in the | 
Packard Minneapolis zone office 
have been announced. 

Walt Peterson has been named | <= 
district manager for southern Min-| «7 , t ot o 
nesota and northern Iowa. Jack jp_ gf tem a ‘coms phy tng 
Steward has been named service we would be able to buy a brand 
manager. Both had been associated | yew car!” 
with the Chicago zone office. 

* * ~ 











paving and other purposes. His 
| headquarters will be in the com- 
As Chief Engineer | pany’s western office in Denver. 
Jewell R. Benson has been ap-  Rubarite, Inc., is owned jointly 
pointed engineer of Rubarite, Inc.,)by Goodyear Tire & Rubber Co., 
a newly formed company which | National Lead Co. and Bird & Son, 
produces a synthetic rubber product Inc. 
for use in rubberized asphalt for! 


Benson Joins Rubarite 





A thin blanket of Pittsburgh Superfine Fiber Glass—under the 
hood and in other car body areas—-helps absorb noise due to 
engine vibration and body stresses. And it’s equally effective 
in walling off engine heat. Yes, just a few pounds of Pittsburgh 
Superfine contribute immeasurably to the comfort provided 
by today’s great automobiles. 

Pittsburgh Superfine insulation is easily and quickly installed 
on the assembly line. It is manufactured in a complete range 
of densities, thicknesses and blanket roll sizes. Facilities for 
serving requirements are based on long association with the 
automotive industry. We welcome the opportunity to provide 
complete information. Pittsburgh Plate Glass Company, Fiber 
Glass Division, One Gateway Center, Pittsburgh 22, Pa. District 
Sales Offices: Detroit, Chicago, Cincinnati, Cleveland, New 
York, Washington. 


BRUSHES - PLASTICS 
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projects engineer of the Asphalt 
{nstitute. 

. * * 
Motors Insurance Appoints 


Kline Branch Manager 
Walter H. Kline, a staff assistant 
in the New York executive office of 
Motors Insurance Corp. for the 
past four years, has been named 
manager of the Camden branch of 
the company, which opened Sept. 1 
Joining MIC in the Newark 
branch in 1940 as a staff adjuster, 
Kline also served as a sales repre- 
sentative there before joining the 
executive office staff as an assist- 
ant in the sales promotion depart- 
ment in 1946. 
* 


* * 


Dominion Brake Shoe Elects 


Three Top Executives 


Directors of Dominion Brake 
Shoe Co., a subsidiary of American 
Brake Shoe Co. have elected 
Thomas E. Akers chairman, Ken- 
neth T. Faweett president and 
Maynard B. Terry vice-president. 

Formerly president of the Cana- 
dian Co., Akers was appointed pres- 
ident in 1951. As chairman, he 
succeeds Maurice N, Trainer, who 
continues as president of the parent 
Co, 

Fawcett, formerly vice-president 
of Dominion Brake Shoe, joined the 
|Co. in 1934. Terry, who is also 
| president of the American Brake- 
blok division of the Co., joined 
American Brake Shoe in 1943. 

. 7 + 


Griffin Named Manager 
Of Safe-R-Wipe Division 

Redmond Co., Inc., Owosso, Mich., 
has established the Safe-R-Wipe 
division with J. J. Griffin as divi- 
sion manager. 

Other officials of the new wind- 
shield wiper unit inciude W. irig- 
ham, sales engineer; R. Wiltse, 
service sales, and E. Latta, senior 
| engineer. 
* * * 
Grey-Rock Appoints Fandrei 
District Representative 


Fred J. Fandrei has been ap- 
pointed district representative for 
Grey-Rock division of Raybestos- 
Manhattan, Inc., in Minnesota and 
North Dakota. 

Fandrei has been associated with 
the automotive replacement busi- 
ness for many years. 
| a : ” 





Worcester Reassigned 

Eugene H. Worcester, formerly 
supervisor of labor relations and 
industrial relations assistant at the 
Mishawaka (Ind.) plant of U. S&. 
Rubber Co., has been appointed 
labor relations assistant in the 
| company’s New York headquarters, 
|according to BH. M. Cushing, direc- 
|tor of industrial relations. 
| . ” = 


Exide Transfers Gay 

Appointment of L. M. Gay as 
manager of Electric Storage Bat- 
|tery Co.’s Cleveland branch has 
|been announced by Roland White- 
| nurse, vice-president. Gay, formerly 
|}manager of Exide’s Cincinnati 
|branch, replaces W. P, Roche, who 
was granted an indefinite leave of 
|absence for reasons wf health, 


Seiberling Ups Marx 
| Cyril J. Marx, Chicago, who has 
‘been in charge of special distri- 
| bution sales of Seiberling Rubber 
|\Co., has been named manager of 
| oil company sales, the company an- 
| nounced, 
} = * * 


Shand Moves Office 
John J. Shand, southeastern re- 
gional sales manager of Clark 
|Equipment Co., has moved his 
| headquarters from Norfolk, Va., to 
| 161 Spring Street Building, Atlanta, 
Ga. 


| 
| 
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Car, Truck Output Estimates 


By Automotive News 


PASSENGER CARS 
(U. 8, PRODUCTION ONLY) 











Week Week Jan,1 Jan, 1 
Week sept. 19 is08 on. 27 on. 26 

ote” 1952* 1963* To Date 1962* 1953" 

16,059 58,377 649,276 951,697 

wnniihesibais 3,215 80,581 124,563 

1,075 5,689 68,566 100,369 

4,592 12,798 171,890 230,175 

10,392 36,675 328,289 496,590 

40,093 143,301 658,630 1,126,324 

$1,293 109,970 503,760 861,570 

4 287 24,498 35,156 

8,796 33,044 125,372 229,598 

51,606 183,443 1,287,292 2,245,832 

9,820 35,622 233,864 407,136 

1,268 3,204 72,921 81,867 

31,201 112,001 616,940 1,161,785 

3,042 10,462 164,733 268,298 

6,275 22,154 198,834 326,746 

1,041 3,060 88,842 57,110 

oidekennains costed 50,235 19,562 

1,041 3,060 38,607 37,548 

iecdhidiliin, - evtaabliiad 1,491 wutieiataeel 

1,648 5,140 60,348 62,493 

1,706 3,490 99,632 110,597 

evieinaniien 1,944 43,585 72,761 

3,304 12,801 109,378 154,046 

115,457 411,556 2,998,474 4,780,860 

*Revised 
COMMERCIAL CARS 
(U. S PRODUCTION ONLY) 
Week Week dan, 1 Jan, 1 
Ended Same Ended _ Sept. to to 

Sept. 26, Week Sept. 19, 1953 Sept. 27, Sept. 26, 
1953 1952* 1953 To Date 1952* 1953* 

CHEVROLET ................. 6,300 8,468 6,401 22,427 220,514 289,948 





Total Trucks, U. S. .. 23,628 


Total Cars, Trucks 
MNEs ME gainer aniniaitiiahiniesassasions 136,459 132,920 138,764 493,709 3,832,702 5,717,542 


Total Cars, Trucks 
Canada 


8,717 


8,006 31,701 276,244 376,969 


U. S. and Canada ....... 144,576 141,637 146,770 525,410 4,108,946 6,094,511 





includes Autocar, Corbitt, Marmon H., Brockway, Four-Wheel 


a Sterling, Nash, etc. 


All U. 8. totals include cars and trucks for military orders. 





Production Off Slightly 
To 136,459 Vehicles 


(Continued from Page 1) 


division, beginning new-model out- 
put, was down last Monday and 
Tuesday, as was DeSoto. 

Plymouth, now turning out 1954 
models, was forced to close the first 
three days of last week because 
upholstery materials were not up 
to specifications. A rush order for 
the proper goods quickly remedied 
the situation. 

The mixup caused the layoff of 
8,000 Plymouth workers and 14,- 
000 employes of Briggs Mfg. Co., 

Plymouth’s body supplier. 

A parts supplier for Chrysler and 
Dodge reports work for those two 
divisions is proceeding at a pace 
slower than since before World 
War IL. It is believed that bottle- 
necks in suppliers’ pipelines are 
causing the trouble. 

o 2 +o 


Wars action at Chrysler Corp. 
plants was at a minimum, 
Ford division factories continued to 
hum at a record-smashing pace. 
For the third consecutive week, the 
division scheduled output of more 
‘cars than Chevrolet. Fifteen of its 
16 assembly plants were slated to 
‘work last Saturday, the same 
number as in the previous week. 
’ During that week Ford car and 
_ truck production set three post- 
_ war marks, 
_ Combined Ford car-truck output 
for a five-day week hit a new high 
th a total of 34,490 units, eclips- 
the previous record of 34,275 set 
for the week ending Sept. 18, 1950. 


For a postwar six-day period, 
Ford car output hit a peak of 


31,293 units. This total topped the 
six-day record set last Aug. 29 
when Ford division made 30,078 
cars. 

a ao * 


OMBINED Ford car and truck 
production for a six-day period 
since World War II also topped the 
previous high with a total of 39,977 
units, eclipsing the record total of 
_ cars and trucks of last Aug. 


Packard last week resumed 
production after a two-week 
shutdown. 

It appears that Kaiser soon will 
be producing cars again at Willow 
Run. A union meeting was planned 
for yesterday (Sept. 27) to call a 
contract-ratification parley for next 
Sunday. The pact, if signed then, 
would cause the recall of workers 
the following day. Production then 
could get underway a few days 
later, it is believed. 


* * * 


r IS reported that Kaiser’s sup- 
pliers already have been notified, 
so quick resumption of output 
could be accomplished. 

Lincoln assemblies, now cut off 
because of lack of Hydra-Matics, 
will begin on 1954 models with 
Hydra-Matics sometime in No- 
vember. 

So far this year U. S. plants have 
turned out 4,780,860 cars and 936,- 
682 trucks, a total of 5,717,542. In 
the comparable 1952 period output 
amounted to 2,998,474 cars and 834,- 
228 trucks—3,832,702 vehicles, 





UAW to Be Co-Aduitalstitor .... 


Dealer Shop Pension Due in N. Y. 


(Continued from Page 6) 


Charlotte, N. C., meanwhile, voted 
affiliation with an UAW-CIO local. 
* * + 


THE national scene, 
rumblings within labor ranks 
seem to presage a new fight for 


power. 

While influential forces of the 
AFL, at last week’s convention in 
St. Louis, were attempting to 


smooth out differences between 
the various unions, especially with 





Philadelphia Cadillac Dealers 


regard to the ever-hot question of 
jurisdiction, Dave Beck, boss of the 
Teamsters Union, made it clear 
that his union would not enter into 
any non-raiding pacts. 

In the October issue of the 
Teamsters’ national magazine, Beck 
calls upon all union officers to in- 
tensify “an aggressive program of 
organization and protection for our 
jurisdiction.” 

He enumerates a great number 
of employe classifications which 


Meet with Chief— 


J. M. Roche (left), general sales manager of Cadillac, congratulates R. Scott Smith, 


president of the division's Philadelphia 


distributorship, on sales progress. Roche 


attended a meeting of 22 Philadelphia-area Cadillac dealers for discussion of sales 
plans. Looking on are (from left), A. G. Eckenhoff, vice-president of Scott Smith; J. W. 
Rice, district parts and service manager; and W. T. LaRue, district manager. 





Unethical Sales Blasted 


NADA President Armacost Assails Tactics 
In Talk Before Minn. Dealers 


(Continued from Page 3) 


only one way to up the American | 
standard of living — to increase 
wealth,” Walker said, “The custom- 
er may not always be right, but he 
is always the boss.” 


“Developing a Profitable Service 
Operation” was the title of Wil- 
liams’ address. He pointed out that 
good service is good business if 
the dealer takes the time and 
interest to set up a worthwhile, at- 
tractive service department. 


“The greatest tool that manage- 
ment has is the incentive plan,” 
Williams said. He urged bonuses 
for service managers, parts man- 
agers and shop foremen as 
methods of securing maximum 
output from these men, 

State Senator A. O. Sletvold, 
chairman, Minnesota Highway 
Study Commission, reported on 
that group’s activities. 

The 28-member commission has 
appointed as consultants the Auto- 
motive Safety Foundation to study 
highway needs and the Public Ad- 
ministration Service to study fiscal 
policy, Public hearings will be held 
in October with the commission’s 
first report due in March, 1954, 
Sletvold said. 

Harv Dean, Hull-Dobbs man- 


Moss Is Appointed 
Abernethy’s Aide 


TOLEDO.—Cruse W. Moss, for- 
merly administrative director of 
sales for Kaiser-Frazer and Kaiser 
Motors, has been 
appointed execu- 
tive assistant to 
Roy Abernethy, 
vice-president and 
general sales 
manager of the 
new Kaiser- 
Willys division of 
Willys Motors, 
Inc. 

Moss served in 
the Navy for 
three years fol- 
lowing graduation from Ohio Uni- 
versity, and from 1945 to 1947 was 
employed in sales at Goodyear Tire 
& Rubber Co, 

With K-F, he was manager of the 
market analysis and research de- 
partment before becoming admini- 
strative sales director in 1951. 





ager, answered questions on used- 
car merchandising. “Don’t keep 
merchandise over 30 days,” he 
said. “Put a market price on the 
car so it will sell, for it costs 
dollars every day a dealer has a 
car on his lot.” 

Convention chairman was Rinkel, 
assisted by George W. Brandy, 
Andy Darling, Fischer, Forstrom, 
Furos, Jay Kline, Mal Nichols, and 
Stephens. 

Next year’s convention will be 
held in Minneapolis. 


Prosperity Hinges 
On Federal Tax 
Cuts, Cope Says 


DETROIT.—A strong, dynamic 
Federal Government policy toward 
commerce, expressed in terms of 
reduced taxes, is 
essential to the 
economic well-be- 
ing of the U. S,, 
James Cope, vice- 
president of 
Chrysler Corp., de- 
clared last week. 

“We cannot be 
sure of sustaining 
a high level of 
economic activity, 
on a noninflation- 
ary basis, unless 
there is tax relief,” Cope told the 
Detroit chapter of the National 
Assn. of Cost Accountants. 

He said that the Government 
should be interested in creating a 
favorable climate for employment, 
for buying, for selling, for making 
things and for rendering services. 
“It needs to shape its policies at the 
very least,” he said, “so that tax- 
able sources will have strength to 
bring in revenue that will keep the 
debt down and eventually reduce 
2” 

Promised expiration of the “mis- 
called” excess-profits tax will help, 
he said, and so will the expiration 
at the end of the year of the Ko- 
rean War increase in personal 
taxes. 

But he expressed concern at re- 
ports of a possible blocking of a 
reduction in Federal corporate in- 
come tax and surtax rates that now 
total 52 percent. 


James Cope 
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in his opinion belong “rightfully” 
under Teamster jurisdiction, and 
he goes further by laying down 
as the Teamsters’ new policy that 
their present practice of regional 
wage contracts must eventually 
be replaced by one of national 
contracts. 


“In transportation and in the 
field of general distribution,” Beck 
says, “we are going to have to 
think nationally and act nationally. 
Regional conference development is 
a great stride forward to a national 
operation where necessary.” 


“Organization work in the garage, 
parking lots and service station 
field is in its infancy,” Beck states, 
“and offers one of the greatest 
potentials in our entire Teamster 
movement for development.” 


He declared that “We have en- 
tered into national agreement with 
the machinists to stimulate mutual 
progress in this industry and har- 
ness mutual assets.” 

* ? + 


THE AFL Machinists Union, on 
the other hand, is still trying to 
capitalize on Durkin’s resignation 
from his office as secretary of labor. 
“The gloves are coming off,” it 
is stated in an editorial of the 
union’s weekly paper, The Ma- 
chinist, “and the Administration is 
showing its brass knucks . , .” 

“Apparently Durkin’s resignation 

from the Cabinet,” the editorial 
says, “is the signal for an open 
attack on organized labor, for an 
attack more vicious than anything 
labor has encountered since the 
last depression. As in the 1920s, ap- 
parently, all the forces of Govern- 
ment are to be mobilized against 
us.” 
Vice-President Richard Nixon, 
however, who spoke to the St. 
Louis convention as the personal 
representative of the President, 
assured the delegates that Dur- 
kin’s participation in the talks 
on revision of the Talft-Hartley 
law “had been of great value” 
and that his resignation was “un- 
fortunate.” 

At the same time, Nixon’s mes- 
Sage added that deliberations on 
modifying the law were going on 
and that the President’s sug- 
gestions would be submitted to 
Congress at the opening of its 
session in January. 

“I believe that the experience 
under the act has confirmed its es- 
sential soundness,” Mr. Eisenhower 
declared in the message. 

o © oO 

Bre ogy in the chorus of opti- 

mists, Walter P. Reuther, CIO 
president, told the Canadian Con- 
gress of Labor last week in Mon- 
treal that the backlog of work to 
be done in the United States and 
Canada was sufficient to keep 
economies of both countries 
buoyant for the next 25 years. 

Blasting gloomy predictions of 

@ coming bust, Reuther lashed 
out at Communists “who have 
been saying that the prosperity 
of free democratic countries 
hangs in the balance because it 
is geared to war.” 

He said he could see no reason 
why the two countries could not 
mobilize the tools of abundance in 
peace, as in wartime. 

Reuther also predicted that a 
guaranteed annual wage would 
soon become a reality, adding that 
“hourly wage rates are an 
antiquated and foolish notion.” 

* 


> * 


Living Costs at Peak; 
Rail Pay to Go Up 

WASHINGTON, — The Govern- 
ment’s new cost-of-living index of 
115 percent of the 1947-49 average, 
which was announced last week, 
sets a record high. The index, re- 
flecting living costs as of Aug. 15, 
advanced three-tenths of 1 percent 
from the July index. 

This month’s increase means a 
three-cent hourly wage boost for 
1,300,000 railroad workers, The next 
adjustment in auto workers’ wage 
scales will be made after publica- 
tion of the October index in mid- 
November. 


Bledsoe Heads Service 


Harry Bledsoe has been appoint- 
ed service manager for Nicholson 
Motors, Dallas. 
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26,139,526 





27,372,397 





Percentage of Debt on Cars Decreases— 


Although the total retail value of all 


$58,261,000,000, compared with $11,516,000,000 in 1940, an American Finance Con- 


ference survey shows that the 1952 debt 


percent in 1940. 
s * * 


Delinquencies at Postwar Low ... 


Talk of Auto Slump 
Debunked by Dietz | ‘SeveroE— 





(Continued from Page 1) 


“saturation point,” just as 
were some years back. 

4. The billions of dollars being 
spent for better highways and 
safety will make automobile 
selling easier. 

‘B. Mass financing makes mass 
production, and mass production 
makes mass distribution. 


6. More than five million cars 
will be produced and sold in 1954, 
and about three million or more 
older vehicles will be scrapped. 

eo & e 


Attractive new features — such 
* as power steering — will result 
in many sales next year among 
owners who like such mechanical 
advancements, 
Dietz said consumer install- 
ment credit in the U. S. is in very 
healthy condition and is “a vital 


they 


He said that consumer delin- 
quencies for his company are at a 
postwar low in the automobile fi- 
nancing field. 

At the end of July, he said, fewer 
than eight C.LT. customers out of 
every 1,000 were delinquent more 
than 30 days. | 2 ss 


IETZ noted that “auto financing, 
like Coca-Cola has not ad- 
vanced in cost in many years.” 
The soundness of credit terms, he 
said, is reflected in a survey con- 
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HELP WANTED 


—_— erg 

CHEVROLET SERVICE manager wanted 
for Chevrolet dealership in southern 
Florida. Must be thoroughly experienced 
in all phases of Chevrolet service man- 
agement. Write, giving complete details, 
present employment, expected earnings, 
etc. Box 3037, c/o Automotive News, 
Detroit 26. 





ASSISTANT MANAGER 


ber successful experience in quick turn-over 
methods for profitable single pois 
Cinco. Aercary dealership in Mich = © 
70,000 and trading area of 150, Rea 
S aeeae for man with management ability 
to get profitable results which will en 
him for additional responsibility a 
out. Write history of auto eapattenen, 
and family status in letter im- 
— 


information kept in strictest confidence until 
after personal interview. 


Box 3058, </o Automotive News, Detroit 26 





29524101 +—— Total Registration 
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and address at regular rates 
of Automotive News. 
day received. Display ads: 
OF PUBLICATION DATE. 


HELP WANTED 


OPERATING 
MANAGER 


For several dealerships, coast to coast, 
with ability to operate one of Big Three 
under contract permitting entire purchase 
from bonus. 


: @ SALARY RANGE $9,000 to 

in 1952 was $12,000 

@ PERSONAL CAR 

@ TWO WEEKS VACATION 

@ $15,000 LIFE INSURANCE AND 
HOSPITALIZATION 

@ BONUS 15% TO 25% OF NET 
PROFIT BEFORE INCOME 
TAXES 

@ POSSIBLE COMPLETE PUR- 
CHASE IN FIVE YEARS 


Must be mature, fully-experienced, with 
either General Manager or vy Sales 


$8,110,000,000 


new and used cars sold 
on cars was only 13.9 percent against 18 


* * « 


Manager experience, large volume. 


CENTRAL SERVICES, INC. 
201 Midland Building, Kansas City, Mo. 
ducted recently by C.LT. It shows 


that the average new-car buyer 
paid a 42 percent downpayment, 
with the average payoff period 
running 24 months. 

Used-car transactions run ap- 
proximately the same, except for 
shorter average maturities, he 


OFFICE MANAGER and accountant 
wanted for Chevrolet dealership in south- 
ern Florida. Must be thoroughly experi- 
enced in all phases of Chevrolet account- 
ing system. Prefer gentlemen presently 
employed in a one-thousand car Chevrolet 
dealership. Write, giving full details, age, 
martial status, years of Chevrolet experi- 
ence and the length of time under present 
added. employment. Box 3038, c/o Automotive 
The backbone of installment buy-| News, Detroit 26. 

ing in the U. S. is in the middle- me — vor REP ee 

VES. Large automobile man 
income group, families with annual to interested in men With gecounting 
earnings between $3,000 and $7,500| backgrounds to train as business man- 

a year, Dietz stated. Between 1935} agement representatives to work with 

and 1951, this group grew from 23 


dealers in — College —— Good 
percent of the population to 47 per-| far furnishd when’ assigned to held. 
cent, he pointed out. 
* a 


Write Box 3027, c/o Automotive News, 
s wy BF RE of experience 
HE C.LT. head predicted great- FLERIo ws ew ROLE Tene conipisie Shines AN complete charge 
T ly expanded installment buying “ar eek cia, Sen bene personal ac- 
in the future, declaring that “the 
use of installment credit is a means 
of creating hidden savings through 
accumulating equities in durable 


“The unparalleled ownership in 
the U. S. of automobiles, tele- 
vision sets and other consumer 
durables is the fruit of the in- 
stallment credit concept,” Dietz 
asserted. 

Dietz has been in the automobile 
financing business almost as long 

as there has been such a business. 
He joined C.LT. in 1919 and was 
assigned to build up its motor-car 
department. He has been the 
corporation’s chief executive officer 
since 1937. 


Want Ads - - 





ATTENTION FORD 


OR GENERAL Mo- 
tors dealers! Hull-Dobbs general man- 
ager desires to make change to privately 
owned volume Ford or GM dealership. 
Know all phases of volume operation and 
how to do it at a profit. Will consider 
any section of the U.S.A. Over 20 F 


experience in all phases of successful 
Management. Salary and percentage of 
profits deal preferred, Write or wire Box 
3009, c/o Automotive News, Detroit 26. 
AUTOMOBILE EXECUTIVE desires posi- 
tion with aggressive volume-minded deal- 
ership in capacity of general manager or 
sales manager. Formerly owned and op- 


SSR rd ie Te 





HELP WANTED 





ACCOUNTANT—Preferred with automobile 


experience. Lincoln-Mercury souney. Ap- 
Located 


climate, excellent recreation facilities, 
schools and desirable town to live in and 
raise — Reply, giving complete 
resume of experience, qualifications, pic- 
ture and list of references to Cass Motor 
Company, Conway, 8. Car. 


AUTO PARTS SALESMAN. Must be Ford 


experienced to handle special Ford parts 
inventory; must be able to warehouse in- 
ventory and sell. Opportunity for perma- 
nency and advancement to management. 
New Jersey - Philadelphia metropolitan 
area. Liberal salary and commission. 
Send complete resume. Box 3036, c/o 
Automotive News, Detroit 26. 





SALES MANAGER 
CANADIAN PREFERRED 


Canadian distributor of American automo- 
tive equipment and parts with Dominion 


wide franchises requires a general sales 


manager with proven organizational and 


promotional ability. $10,000 base salary 
to qualified man. Give full details in first 
letter and enclose recent photo. Box 3059, 
c/o Automotive News, Detroit 26. 





erated Ford agency. Can supply highest 
personal and automotive manufacturer 
references. Outstanding sales record in 
addition to executive experience. Financi- 
ally able to buy into partnership if pre- 
ferred. Married with children, age 40. 
Replies held confidential. Box 3040, c/o 
Automotive News, Detroit 26. 


PARTS MANAGER. Twelve years’ Mopar 


wholesale and retail experience, handling 
volume close to million dollars annually. 
Have also had four years general man- 
agement. Can furnish references. Box 
3041, c/o Automotive News, Detroit 26. 


a large aggressive Ford dealer. I am 
young, married and accustomed to hard 
work, Desire location in middle Atlantic 
er southern State. Box 3011, c/o Auto- 
motive News, Detroit 26. 


ACCOUNTANT, YOUNG, unusual ability, 


experienced, excellent record, college 
graduate, would like to join large, pro- 
gressive agency. Box 3039, c/o Automo- 
tive News Detroit 26. 


COMPLETE PROTECTION GIVEN 
AUTOMOTIVE NEWS’ READERS 

Automotive News will not divulge the 
name of any classified advertiser using a 
box number. For our readers who wish to 


protect their identity when answering box 
number ads. : 2 


le jest you send your 
replies direct to Classified Menege , Auto- 
motive News. Enclose a note | ting the 
concerns which you would not want your 
letter to reach. Your reply will be de- 
stroyed if the advertiser is one you have 

mentioned; Otherwise it will be forwarded 

the advertiser 





($1) per 


Tet mall 


Tg 


POSITION WANTED 


SALESMANAGER. Very ambitious, ex- 


perienced in sales of new and used cars 
along with a background of automotive 
parts. Interested in medium sized oper- 
ation, would prefer organization with 
older owner who is planning retirement 
in not too distant future. Excellent 
references furnished. Six years’ ex- 
perience. Box 3051, c/o Automotive 
News, Detroit 26. 





TRUCK LEASE EXECUTIVE. Here is 


your opportunity to employ a top-flight 
truck and car leasing general manager. 
Eighteen years’ outstanding executive 
experience in general management, oper- 
ations, maintenance and sales. Will in- 
crease present volume and profitably 
manage your business on a salary-profit 
sharing basis. If you want top manage- 
ment for your present leasing business 
or want to get into the truck leasing 
business, let’s get together. Box 3052, 
c/o Automotive News, Detroit 26. 


MOPAR PARTS MANAGER, Experience in 


handling up to $50,000 stock. Presently 
employed by small dealership. Able to 
set up proper parts operations. Must be 
permanent. Desire change for advance- 
ment. Prefer medium size dealership. 
Prefer southern location. Box 3012, c/o 
Automotive News, Detroit 26. 


EXECUTIVE — BUSINESS —General 


management experience. Help organize 
new, improve established dealership. 
Available soon. Box 3050, c/o Automo- 
tive News, Detroit 26. 


DEALERSHIPS AVAILABLE 


WANT A BUSINESS in paradise? New car 


dealership in famous LaJolla, California. 
Key all your resort spots on Pacific 
coast—most modern, attractive facilities 
in area, See Automotive News issue Au- 
gust 17th, page 33. Located main high- 
way between LaJolla and San Diego. 
Perfect all year climate. Lifetime setup, 
ideal location to have your business and 


DEALERSHIP, HANDLING Lincoln-Mer- 


cury, located in central Kentucky. 175 
car deal in good location. Excellent used 
car territory. Good volume L & M and 
other make service. Favorable lease at 
low rent. Sell at inventory about $25,000. 
Will finance major part for experienced 
operator with factory approval. Roger W. 
Watkins, 2610 First National Tower 
Bldg., Akron, Ohio. 


DEALERSHIP AVAILABLE, handling 


Buick, in Alabama. Located on two main 
highways. Good lease and building com- 
plete. Shop, parts, stock, and office equip- 
ment. Extra nice display room and used 
car lot. Trade area includes thirty towns. 
Box a c/o Automotive News, De- 
troit 26. 


WELL ESTABLISHED DEALERSHIP in 


business same city twenty years, serving 
all year-round business trading area— 
75,000. Wealthy residential section lo- 
cated in central N. J. One of the leading 
independents enjoying excellent repair 
business. Capital needed $50,000, Owner 
retiring. Box 3020, c/o Automotive News, 
Detroit 26. 


DEALERSHIP, HANDLING Buick, in 


heart of prosperous Colorado Rocky 
Mountain ranching country, Ideal down- 
town location in county seat; good facili- 
ties and lease; excellent used car lot; 
65 car franchise. Parts and equipment at 
inventory. Reason for selling is to dis- 
solve partnership. Full details to quali- 
fied parties. Box 3044, c/o Automotive 
News, Detroit 26. 


DEALERSHIP, handling Buick, western 


Kansas towrm of 12,000 with big trade 
territory. 100 to 150 cars. $20,000 will 
buy inventory and shop equipment. Mod- 
ern building and lot at reasonable rent. 
Factory approval necessary. Box 3021, 
c/o Automotive News, Detroit 26. 


DEALERSHIP HANDLING Buick and 


GMC in south central states. 100 car 
deal; city 20,000; trading area 50,000. 
Will sell for parts and equipment in- 
ventory. No used cars or receivables. Not 
over $30,000 to handle. Owner leaving 
state. Box 3045, c/o Automotive News, 
Detroit 26. 


TEXAS GULF COAST AREA, handling 


Buick, Located in progressive community 
—8,000 population. 25 miles from one of 

Texas’ fastest growing cities. Average 
new Buick deliveries, 100 per year. Com- 
plete set up—§20,000. Rent per month, 
$125. Box 3022, c/o Automotive News, 
Detroit 26. 


DEALERSHIP HANDLING Chrysler-Plym- 


oyth. In good Missouri trade territory. 
100 car quota. Well established shop busi- 
ness. Must retire. Less than $25,000 will 
handle. Box 3046, c/o Automotive News, 
Detroit 26. 


AUTO AGENCY HANDLING Kaiser; same 


owner since 1947; located 
service and used car lot; 
100% location; long lease. Asking $12,000 
including $4,000 merchandise. Rendlog 
Sales Co., 1775 Broadway, New York 
City. Plaza 7-5345. 


tract. $15,000 or inventory. Monthly lease 
—$150. Factory approval required. Rasor 
Buick Co., , Texas, 


B Di GM AGEN: Ex t setup 


—upstate New York. Money maker. De- 
tails to buyer. — 3049, c/o 
Automotive News, Detroit 26 


insertion for 
are forwarded to the advertiser, 
CLOSING 


400 CAR DEALERSHIP, 


CLASSIFIED WANT AD DEPARTMENT 


Reaching an estimated 150,000 readers engaged in all branches of the automotive industry from Maine 
to California. RATES: TWENTY CENTS (20c) PER WORD FOR EACH INSERTION. POSITION WANTED ADS, 
10¢ PER WORD. PAYMENT IN ADVANCE OF INSERTION REQUIRED. Ads may be signed with full name 
Add One Dollar 
Replies to Box Number ads: 


use of a box number, in care 


unopened, the same 
SIX DAYS IN ADVANCE 


WANT AD DEPT., AUTOMOTIVE NEWS, 2666 PENOBSCOT BUILDING, DETROIT 26, MICH. 





DEALERSHIPS AVAILABLE 


WICHITA, KANSAS—Well established deal- 


ership, handling Nash. Single dealer point 
in one of nation’s fastest growing cities, 


and accessory inventories along 
with necessary furniture, fixtures and 
shop equipment. No real estate, blue sky 
used cars or receivables to buy. Wire, 
write or phone 2-1435. Byron Stout, 
Wichita, Kansas. 


OWNER OF EXCLUSIVE dealerships, han- 


dling Packard, in Jacksonville and Miami, 
Florida, desires to sell either but not 
both in order to concentrate personally 
on one location. Both places always 
profitable. Favorable leases. No used cars 
or accounts to buy. Will sell at book or 
mutually appraised value. Either of these 
are probably the best independent fran- 
chise deals available in the U. 8. today. 
Contact Owner, E. O. Clifton, 605 River- 
side Ave., Jacksonville, Phone 7-7417 or 
1700 N.E. 2nd Ave., Miami, Phone 
82-5512. 


DEALERSHIP NOW HANDLING Chrysler- 


Plymouth in northwestern Ohio county 
seat. 75 to 100 cars per year. Will sell at 
inventory on parts and equipment. Pres- 
ent inventory $15,000 to $20,000. Long 
lease on well-located building. Used car 
lot connecting. Present owner established 
same location twenty years, now wishes 
to retire. Must have factory approval. 
Box 3047, c/o Automotive News, De- 
troit 26. 


DEALERSHIP HANDLING STUDE- 


BAKER. Located in north Texas—popu- 
lation 75,000 in county. Inventory— 
$12,000. Good lease on nice brick build- 
ing. Not in drouth area. 100 car deal. 
Priced $6,000 for quick sale. Contact 
Martin Skaggs Motors, Denison, Texas. 


DEALERSHIP, HANDLING Hudson-Pack- 


ard, in thriving north Florida city. 
Dealer has been in business thirty-four 
years, now has other interests. Sell for 
inventory. Will need factory approval. 
Box 3048, c/o Automotive News, De- 
troit 26. 


CALIFORNIA DEALERSHIP near San 


Francisco. Handling Studebaker. Profit 
50% on investment year to date. Well 
equipped service department, good lo- 
cation and lease. Town 12,600 serving 
area 30,000. $18,000 will buy current 
inventory and equipment. No used cars 
or accounts involved. Box 3054, c/o 
Automotive News, Detroit 26. 


Neen eee Need 
DEALERSHIP HANDLING Dodge and 


Plymouth for the past 18 years in one 
of the best towns in Indiana. The only 
reason for selling is age and health. No 
used cars or accounts to buy. Box 3055, 
c/o Automotive News, cai 26. 
Buick, 
in fastest growing town = west Texas. 
1,500 Buicks registered. Over $8,000,000 
monthly payroll. Will sell or lease 
property. Box 3056, c/o Automotive 
News, Detroit 26. 


DEALERSHIP HANDLING FORD 


Wi 

arrange financing. $57,000 book value. 
A money making deal. Write stating age, 
experience and amount of capital, Box 
3057, c/o Automotive News, ee sas 26. 


— Southeastern 
dling one of General Motors eaten a 
chises and trucks. 50 to 60 units per 
year. Trading area 10,000. New, modern 
building and equipment. Located prosper- 
ous Ohio community on U. 8. highway. 
No used cars or receivables involved. 
Factory approval necessary. Box 3031, 
c/o Automotive News, Detroit 26. 





WHEN BUYING or SELLING 
an 
AUTOMOBILE DEALERSHIP 
Consult a Specialist 


LEO J. KLEM 


909 Fisher Bidg. Detroit 2, Mich. 








DEALERSHIP WANTED 


ceeneeieeenianss nee emeanmerey 

ANY GM OR DUAL also Ford or DeSoto- 
Plymouth in following locations—southern 
California, Arizona, Connecticut. Factory 
approval ‘assured. Replies held confiden- 
tial. Box 3029, c/o Automotive News, 
Detroit 26. 


i carina taenittieiiniaiia 

CADILLAC or CADILLAC DUAL wanted. 
Minimum 200 cars. My client will locate 
in midwest or eastern states. Factory 
approval assured. Replies will be an- 
swered and held in strict confidence. 
Roger W. Watkins, 2610 First National 
Tower Bidg., Akron, Ohio, 


new units. 
12,000-40, 000. ®. Lower bait U. 8. preferred 
or Pacific northwest. Replies confidential. 
fon 2995, c/o Automotive News, De 
troit 26. 


WANTED AUTO AGENCIES 


We have qualified a ag all size auto 
agencies throughout the United States. Al! 
replies held in strictest confidence. 


DAVID JARET CO. 
Established Over 29 Years 
150 Montague St. Brooklyn 2, N. Y. 
ULster 2-6600 


























MR. FORD or GM DEALER 


. . | am interested in your going concern 
your minimum allotment is 400 units. Am 
ier at present looking for opportunity to 
rge. Can assure factory approval and 
0,000 capital. Contact me giving full 
jails. Your reply will merit immediate at- 
ion and strict confidence. 


2%2, c/o Automotive News, Detroit 26. 










LL TRADE VERY fertile farm, con- 
sisting of 515 acres, for GM dealership. 
Oil rights have been leased and drilling 
operations will begin October ist 
Located near Paducah Atomic bomb 
plant. Factory approval assured. 

3053, c/o Automotive News, Detroit 26. 
Beat aaiieatean ennaciaeaieennpeancasenecanssnnensijianGuinanaseaeanbeh 








ORD OR GM LINE dealership, 85 to 300 
units. Lower half U. 8S. Replies confiden- 
tial. Box 3042, c/o Automotive News, 
Detroit 26. 


BIG THREE’? DEALERSHIP 
Diego county. George Viner, 








in San 
La Jolla, 


DEALER SERVICES 


DEALERS 


Are You Planning To 
Build Or Expand? 


e are experts in site location, 
Jesign, construction and financing 
or the automobile dealer. 


Research Builders, Inc. 
125 East 170th St. 
New York 52, N. Y. 


CYpress 3-5555 


ORY SERVICE. Parts and acces- 


Depts. 
pickup, part-time help: 
ead cad cae enbiased. Certified reports. 





P, Department 
request. a oc aa tt ae be. 
Automotive Inventory Service Co. 
Freeland Detroit 27, Mich. WE 3-6449 















BUSINESS OPPORTUNITIES 


OR SALE — Established home and auto 
supply: store, B. F. Goodrich franchise, 
excellent trade area, good lease. Contact 
Mr. Clark, 1220 Washington 8t., Vicks- 
burg, Miss. 


SED CAR LOT FOR SALE, ecomplete— 





Phone Dunkirk 1-155, Detroit. 


VALUABLE AUTO 
FRANCHISE OPEN 
IN WASHINGTON. D.C. 


Leading independent now undertaking 
extensive expansion program. Three 
new dealerships to be opened in 
Washington, including one in heart of 
downtown area. A tremendous op- 
portunity to cash in on one of the 
}most profitable and desirable of all 
auto franchises. If you are financially 
responsible, possess adequate capital 
and have some automotive experience 
on the retail level, write in complete 
confidence to box number 3060 c/o 
Automotive News, Detroit 26. 

















OCEAN FRONT COURT 
the world's most famous beach. Reastiont 


‘ome. Modern. Masonry. Nice two bedroo: 
er's home over-look ng ocean. Reoceee 

ly $28,500 cash. Write for brochure. For 
best in Ye motels see 


HARRY ELMORE, REALTOR 
Motel Pad Hotel Broker 


2 Edgewood Ave. Jacksonville, Fla. 


OARS FOR SALE 


ATTENTION DEALERS!!! 
100 Fine Cars and Trucks Whole- 
ule, reconditioned and ready for 
tle—Tow Bar Service— Storage 
Phone us for motel reservations 
. Northwest Chevrolet Co. 

d at 13 Mile Royel Oak, Mich. 


Liscofa 5-1100 
ot bMichigen's Finest Astomebdiles” 








* | Excellent Bodies - 
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OARS FOR SALE 





USED CARS 
WHOLESALE 


100 CAR SELECTION 
AT ALL TIMES 
Glean and Ready for Sate 
MAKE YOUR OWN DEAL 


H. D. MAGGIO, INC. 
Dodge-Ptymouth Dealer 


1637 N. Chcero Avenue, Chicago, 
Phone BErkshire 7-3122 


llinois 


WHOLESALE WHOLESALE 


WHERE 
ARE YOU LOCATED? 


We have ‘51, ‘52 Chevrolets, Fords, 
Plymouths for Sale, available for your 
inspection, RIGHT IN YOUR AREA. 


CLEAN © LOW MILEAGE 


We also maintain a complete se- 
lection of these models in CHICAGO. 


Contact Ben Geller 


EMKAY, INC., 


6850 COTTAGE GROVE AVE., 
Chicago 37, Ill. Museum 4-6969 


WHOLESALE WHOLESALE 


ATTENTION DEALERS!! 


SPECIALIZING IN THE SALE OF 
EX-TAXIS 


Good Motors 
Upholstery New 
BUY NOW — LOWEST PRICES EVER 
1950 
Plymouths — Fords — Chevrolets 
1 te 500 


MORRIS FREEDMAN 


4th & LINDBERGH BOULEVARD 
PHILADELPHIA 43, PA. 
SARAPOGA 7-2300 


- Heaters 








KEN SCHAEFER'S 
The Only Indiana 


AUTO AUCTION 
in Continuous Operation Since 1943 
EVERY THURSDAY 
of America 


Meet at the Cross-Roads 
INDIANAPOLIS, INDIANA 
Art Grandi, Auctioneer 
CORNER CAPITAL AND MORRIS STS. 
Market 841 — Belmont 015! 


IN THE HEART OF INDIANAPOLIS 


Dealers 


















VACATION & BUY 
IN FLORIDA 
AT THE SAME TIME! 
San ce 
THE COUNTRY’S BEST VALUES 
You Buy—We Forward Anywhere 
COUTURE CAR RENTALS 


Exec. Offices 825 Fifth St. 
MIAMI BEACH, FLA. 
Teletype MM 79 Tel. 5-1116 















DEALERS SAY 
Our greatest dollar valves are at 
CARL MARKER'S 
FORT WAYNE 
AUTO AUCTION 
Oldest in the Mid-West 
One of the Nation's Best 
Sale Every Tuesday 
12:30 P.M. 
OPEN ALL NIGHT MONDAY 


Phone E 1254 Phone E 5209 
324 West Main Street, Fort Wayne, Indiana 


We Guarantee Checks 
Dealers Only 








AUTOMOTIVE NEWS 
WANT ADS 
GET RESULTS 











USED CAR 
DEALERS 


WE WHOLESALE 


BUY IN DETROIT 


Save Hundreds of Dollars from 
Automotive News’ Average 
Used Car Prices 


SEE HANSON 
CHEVROLET CO. 
Twe Lots and 200 Cars 


14601 E. Warren 


13130 Gratiot 
Detrolt—Tuxedo 1-5840 





GRAND OPENING 
September 30, 1953, 1 o’Clock 


HUB CITY AUTO AUCTION 
STEVENS POINT, WISCONSIN 


Located in heart of Wisconsin on U, S. 
Highways 51 and 10. Also railroad and air 
facilities. Northern Wisconsin is known all 
over the United States for cleanest—sharpest 
—bright chrome—low mileage cars. It will 
be worth your time to attend this auction. 
Motel or el reservations will be made. 
Don't Miss This Grand Opening 
Ph. 2825—Night 203 
Michael J. Krowles, Mgr. 
Brezinski Motors, Inc., Owner 
L. C. Cartwright, Auctioneer 








AUTO AUCTION 
TIM ANSPACH 
Road 
ALBANY, N. Y. 
(For Dealers Only) 


EVERY MONDAY ... 12 NOON 
Member of N.U.C.D.A and N.A.APA. 








SOMETHING NEW 
USED CARS DELIVERED 


We have for sale a nice selection of 


SHERWOOD 17-1700 fleet leased 1952 Chevrolets, Fords and 


Plymouths in all body styles. These cars 
can be delivered to your door regardless 
of location. Phone or write for informa- 
tion: 


Robinson Auto Rental, Inc. 


229 S$. Hanson St. Philadelphia, Pa. 
1. E. Spatig, Used Car Manager 
Sherwood 8-1500 





PARTS FOR SALE 


BUICK 
WHOLESALE 
PARTS 


ONE OF THE EAST'S 
LARGEST INVENTORIES 
Same Day Service on Mail Orders or 
Phone Calls — All Shipments C.O.D. 


Phone Parts ent 
Circle 5-5910 
521 W. 57th St. 


MONARCH BUICK CO., INC. 
“Buick's Largest Dealership" 
NEW YORK 19, NEW YORK 





GM PARTS 


Shipped Anywhere 
Same Day 


GMC PARTS 


Phone—Wire—Write 
FRANKLIN-WEBER PONTIAC 


6101-25 N. Clark St. Chicage: 26 
Direct Phone—AM 2-7117 


Genuine Oldsmobile Parts 


Largest Olds parts wholesalers in the middle 
west. Shipments made promptly. 


2400 $. Kingshighway 


Flanders 0888 . Lewis 9, Mo. 



























39 


PARTS FOR SALE 
ae 2 = @ 


“ror FREE 


ANTIQUE CARS roe SALE 


So ELECTRIC miles; 1920 
I touring ; igh2 ‘Sendebaber “Big 
1926 Ford cou 





GM ILLUSTRATED |] ie Sates a imo Te cue 
PARTS MISCELLANEOUS 
NYLON SAFETY BELTS. You can walk 


CATALOG! 


Largest Wholesale Stocks 


away from an accident with the newest 
“*Smoothe’’ nylon automotive safety belts. 


harmo. colors. A.A, . 
of GM Parts For Easy tion to car floor. Only $14.95 
© Buick (each person) tpaid. Free literature on 
request, City icoln-Mercury Co,, 605A 
® Cadillac 8. Arroyo Parkway, Pasadena, Calif. 
® Oldsmobile ——_—_—_—_———: On eee 
© Pontiac ENGINE ene — Sree 
© Chevrolet Motor ‘co., Ine, 800 ree Bt, 
Lynchburg, Virginia. 


One day service. Special cash allow- 
ance on Phone Orders. All Shipments 
c.0.D. 


GORDON BUICK 


(formerly Robertson Buick) 
1000 S$. WABASH AVENUE 
Chicage 5, Illinois WaAbash 2-1030 


GENUINE 
STUDEBAKER 
PARTS 


® Large Complete Stock 
® Ship Anywhere—Same Day 


NORTHSIDE MOTORS 


4232-42 Natural Bridge 
St. Louis 7, Mo. 


THE SAFEST TOW BAR 
YOU CAN BUY 


Automatic BraKinG 


WITH BRAKE HOOK-UP 


ONLY ... 55145 cits 


Meets 1.C.C. Strength Requirements 


COMPLETE with 
Guide Cables and 
BRAKE HOOK-UP ........... 


$61 45 


Meets ALL 1.C.C. Requirements! 
—SPECIAL— 






QUICK-TOW, — 


to-Bumper Tow Bar $19. 50 
CASE-LOT 6 she ‘ony. - - $17.50 


trucks. All heaters with fresh air inlet. e 
one or all at $5 each. SRA4ENOD 8-Putee teste "$42.50 
M. W. Hertel Co., Olivia, Minn. Up intra-State Tow Bar 

(Folding “'V" Type) 





All Prices include 8%, Fed. Excise Tax 


TOW BAR SALES CO. 
Exclusive Factory Distributors 
AS NEAR AS YOUR PHONE 
DE 2-0700 AN 3-8888 DO 3-8373 MO 4-4485 
40 So. Clinton St., Chicago 6, Ill. 


LINES WANTED 


For Florida ame, Mississippi, Cuba. 
Automotive distr - Jobbers 

enced Seance = manufacturer's agent. 
Commission basis. Good references. 


aay Box 3035 
c/o Automotive News, Detroit 26 





nW GHEVE, FOR SALE 
1953 ‘VROLET 2 ton with W45 





Holmes ; Dodge with W45 
with w45 = ca 143 a 
; Bieder- 
man 7% ton dem: i941 GMC 6x4 Our New Model 


venter Auto Sales, 717 8S. Vandeventer, 
8t. Louis, Mo. Phone Franklin 1750, 


HOLMES WRECKER INSTALLED ona 


Cannot Be Matched 
At Any Price 
Write Today For 
Illustrated Catalog 
FACTORY SALES DIVISION 
PILOT DISTRIBUTING CO. 
BATTLE CREEK 9, MICH. 
Phone 2-5257 All Dept's. 
“Leaders In The Industry” 
Since 1939 





Co., 





New Subscription Order 


Send Automotive News to Address Below 
for One Year $8 [_] or Two Years $14 [_] 
for which check is attached [_] or send bill 7] 





AUTOMOTIVE NEWS, PENOBSCOT BLDG., DETROIT 26, MICH. 


Disidcssdnas peace idbabocadesanaed eeasdecennsedececesanedscnboaees 

BE I, 0 5.550 caccasickecdses sake ss oksvakense Zone No......... 

Rs f cbiaddccaso0 cake sabeinds setesendaknens SOR ciacaendaneacuaee 
TRADE CONNECTION: 

Car Dealer [) Truck Dealer [] Manufacturer [) 
Jobber [] insurance [1] Financial [) Supplier 
Malan 06 Gas occ ccces cmesacrceemeeceoccss Oi iied catened bees tees ce 

9-28-53 


FULL-FLOW RING SETS 
FOR REPLACEMENT SERVICE 


vital surfaces are 


\ i 
protected 


Top Compression Ring of chrome-alloy cast iron 
has solid chrome face, factory-lapped to a light-tight 
a — , | finish, with sides Granosealed for greater flexibility. 
een! im. MD-50 Steel Oil Ring with the Full-Flow Spring 
: = has chrome faced side rails for double mileage, with 
tS : : | sides Granosealed for greater flexibility. 
The only ring with the Full-Flow Spring \/Am \ . 2 Ae All rings in Hudson Sealed Power KromeX Ring 
ce | . Sets are beveled or tapered to thread-line contact for 


sADLY TAP la aes , a quicker seating and blow-by control. 


OUT-OF-ROUND BORES us a Best for fighting 
HEAT, FRICTION, CORROSION, ABRASION 


A PREMIUM RING SET FOR HUDSON CARS 


HUDSON Sealed Power PISTON RING SETS 


Are engineered for better fit and longer wear 





ee. _ An Ff | i 





